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Book excerpt: Esther Dyson de- 


scribes the skills you need in the 
networked age. In Depth, page 81 


Microsoft is closing the browser gap, but the 
server back end is still fair game for Netscape 
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App licensing costs to rise 


NEWSPAPER 


> Microsoft to kill 
concurrent licensing 


By Gordon Mah Ung 
and Sharon Gaudin 


MICROSOFT CorRP.’s plan to 
kill its concurrent licensing pro- 
gram next month has users wor- 
ried and analysts predicting that 
software costs will multiply. 
There are also fears that other 


developers will follow suit, 
pushing up the cost of software 
across the board. 

Redmond, Wash.-based Mi- 
crosoft announced the policy 
change last week and told Com- 
puterworld that the switch won't 
affect many customers. 

But because Microsoft is by 
far the dominant force in PC 
software, analysts and users in- 
sisted the impact will be a lot 
greater than Microsoft says. 


CYBER-LANDRUSH FEARED 
Domain name expansion could spur Internet address confusion. Page 2 
ELLISON ROCKS THE BOAT 


Oracle to shift apps to server; exclusive interview with CEO. Pages 3 and 6 


Ponder goes yonder 


AT&T's first ClO leaves to become big fish in small pond. Page 14 


LOVING LAS VEGAS 


Comdex/Fall "97 wiil feature the latest Web tools. Page 16 


ESuite may 
boost Java, 
aid NC bid 


By Gordon Mah Ung 
New YORK 


MORE THAN A decade ago, Lo- 
tus Development Corp. kick- 


started the nascent PC industry 
with the first killer app, the 
Lotus 1-2-3 spreadsheet. 

Now the Cambridge, Mass., 
company hopes to rekindle that 
lost glory with its ESuite set of 
streamlined Java-based applets 

Even more far-reaching, Lo- 
tus is betting that ESuite will 
lend legitimacy to the Java 
movement and the network 
computer. 

ESuite offers IS managers a 

ESuite, page 16 
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And because it is unlikely 
users will respond by abandon- 
ing the Microsoft ship, they 
could end up paying four to 10 
times more for their desktop ap- 
plications, said Mary Welch, an 
analyst at Gartner Group, Inc. in 
Stamford, Conn. The extra costs 
would be incurred by compa- 
nies having to buy additional 
licenses to cover all users. 

“If there isn’t any usage, why 

Licensing, page 110 


Pacific Bell’s Andres Gutier- 
rez: An application server 
may save the firm $1 million 


Middleware 
needed for 
Web projects 


By Carol Sliwa 


COMPANIES TRYING to build 
large-scale online applications 
are finding that the three-tier 
configuration of World Wide 
Web browser client, Web server 
and back-end database just isn’t 
cutting it. 

Users who are seriously scal- 
ing up their online operations 
are finding that they need addi- 
tional software to function as a 
“traffic cop” to manage and pro- 
cess the rapid-fire trading of da- 
ta between client and back end. 

So, more and more compa- 
nies are adding enterprise-scale 

Web middleware, page !7 


James Bruce, MIT's vice president of IS, says ill-defined busi- 
ness processes created an expected two-year delay in the 
school's SAP project 


Some SAP projects 
yield sticky mess 


Implementing SAP AG’s R/3 enterprise software 
isn’t all beer and skittles. Experts say 90% of SAP 
projects run late because IS underestimates the 
huge job of tweaking 8,000 configuration tabies to 
match the processes of a dynamic business. 

And some users never do get SAP’s highly struc- 
tured software to fit their business, so they pull the 
plug. As one IS manager put it: “If you aren't will- 
ing to bend your business to SAP’s model, the re- 
sults aren't pretty.” 

Managing, page 68 


J Talk about a ready- 


made Web application 
— software distribution 
is it. Or is it? Led by con- 
sumer sales, Web-based soft- 
ware Sales are expected 


to soar by 1999. But so far, corpo- 

rations are holding back, citing 

licensing, purchasing, security 

and pricing issues. Emmerce follows page 82. 
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Selling simplicity 


he network computer finally got some meat on its bony 
frame last week. But | still doubt it will challenge Win- 
dows desktops soon. 

Lotus rolled out its much-anticipated ESuite, a set of 
office productivity application components that live on a server 
and are loaded over a network (see story, 
page 1). And IBM, Oracle and Sun said 
they’d collaborate to build a sort of net- 


work computer operating system called 
Webtop. 


A major value proposition of the net- 
work computer seems to be that users 
would be willing to chuck their bloated 
office software in favor of applications 
that are simple and fast. 

But although the simplicity pitch 
makes intellectual sense, it has always rung hollow with buy- 
ers. if people really wanted small, simple software, why are 
lightweight “‘Works” packages and shareware such duds in the 
corporate market? Ease of use sells, but simplicity never has. 
And ironically, ease-of-use features usually make software big- 
ger, ifanything, because they require so many space-hogging 

help screens and animated menus. 


Ease of use sells, but There’s no doubt that concepts 
simplicity never has. 


such as component software ap- 
peal to corporate IS organizations 
that are sick of administering mini- 
mainframes on their users’ desktops. But that argument is 
political as much as it is technical. Even if most users never 
touch 80% of the features in the software they buy, there’s 
security in knowing they’re there if needed. And frankly, a lot 
of people just like messing around with this stuff. It’s fun. 

You can argue that with component software, all the fea- 
tures you need can still be there; they’re just stored on a server. 
True, but | suspect user patience will quickly wear thin ifthe 
network has to repiace the disk drive. 

Network computers continue to build credibility as an alter- 
native to terminals. But for them to become serious challeng- 
ers to PCs, software makers must create simple products that 
are easy to use. That’s a tall order, even for the best of them. 


Paul Gillin, Editor 
Internet: paul_gillin@cw.com 


> Deployment could begin by Q1 next year 


By Sharon Machlis 


A PLAN TO Create seven new 
top-level domain names for the 
Internet is moving ahead, back- 
ers said, with deployment 
expected in the first quarter of 
next year. 

But critics said the plan could 
create a flood of cyberspecula- 
tors who will buy attractive 
names to resell for profit. 

“It could establish a specula- 
tive name rush that might be 
comparable to the opening of 
the Cherokee Strip,” said Mar- 
tin Marshall, an analyst at Zona 
Research, Inc. in Redwood City, 
Calif., referring to an 1893 land 
rush in which about 100,000 
people raced to stake claim to 
newly available territory. 

Although the project has yet 
to receive formal approval and 
some key details are still being 
hammered out, some new regis- 
tering authorities already are 
accepting preregistration re- 
quests for new domain names 

The Internet Council of Reg- 
istrars (CORE) last week formal- 
ly announced the selection of 
Emergent Corp. in San Mateo, 
Calif., to develop a central regis- 
try system for the seven new do- 


mains: .firm, .store, .web, .arts, 
rec, info and .nom. CORE and 
Emergent wouldn't disclose the 
financial value of the contract. 

CORE’s proposal is aimed at 
giving more organizations a 
crack at choice names. In addi- 
tion, proponents said it will 
break unfair registration mo- 
nopolies by InterNIC in the U.S. 
and its counter- 
parts that now 
control country- 
by-country do- 
main names 
such as .ca (Can- 
ada) and .uk (the 
United King- 
dom). InterNIC 
controls the 
.com __ top-level 
domain. 

But opponents 
fear that a host 
of new top-level domain names 
could create confusion on the 
Internet, as well as force some 
organizations to buy back their 
own well-recognized names 
from speculators. 

For example, someone could 
register ford.firm, then force 
Ford Motor Co. to purchase it 
back at an inflated price. Do- 
main name registration for the 


PUG Lm om 0) 
ect has yet to 
aN 
approval, some new 
registering authori- 
ties are accepting 
requests for names. 


new top-level domains would be 
first-come, first-served. 

CORE representatives said 
they are working with intellectu- 
al property experts to hammez 
out an arbitration system that 
would try to keep some trade- 
mark disputes out of court. 

They also said they will have a 
system that will allow compa- 
nies with “globally recognized 
trademarks,” such as IBM, to be 
registered _ for 
protection across 
the seven new 
names. But such 
a system isn’t yet 
in place. 

CORE’s  cur- 
rent —_ proposal 
wouldn’t wade 
into the political- 
ly sticky issue of 
whether _ Inter- 
NIC should still 
control .com. In- 
stead, it was designed to supple- 
ment the existing system. 

The project is still awaiting 
approval from the Internet As- 
signed Numbers Authority, 
which has expressed support 
but isn’t expected to act before 
the U.S. National Science Foun- 
dation and the Clinton adminis- 
tration issue opinions on the 
matter.O 


Microsoft hit with more antitrust flak 


By Carol Sliwa 


MICROSOFT CORP. is getting 
hit from all sides these days. 

At last week’s Senate Judiciary 
Committee hearing titled Com- 
petition, Innovation and Public 
Policy in the Digital Age, Chair- 
man Orrin Hatch (R-Utah) un- 
veiled a browser licensing agree- 
ment that potentially could 
violate antitrust laws. 

Microsoft’s 1996 contract 
with Earthlink Network, Inc. 
called for the California-based 
Internet service provider to 
make Microsoft’s Internet Ex- 
plorer its default browser and 
forbade the company from tell- 
ing customers that an alternate 
browser is available. 


YOU HAVE TO ASK 

Another browser could be pro- 
vided only after a customer-initi- 
ated request. 

Antitrust attorney Kevin Ar- 
quist, a former Federal Trade 
Commission official, said the li- 
censing agreement set forth by 
Hatch “appears to be a textbook 


example of an artificial entry 
barrier.” 

Another antitrust attorney 
who testified at the hearing, for- 
mer Justice Department anti- 
trust chief Charles Rule, also 
conceded there could be a po- 
tential violation of antitrust 
laws, although he cautioned that 
the circumstances involved in 
the license would need to be ex- 
amined. 


Microsoft’s Washington lob- 
byist, Jack Krumholtz, declined 
to speak about the specifics of 
the licensing agreement other 
than to say, “It’s all up to the us- 
er to use whatever browser they 
want. If we have an agreement 
with a [service provider] that 
makes Explorer the default 
browser, all you have to do is 
change the default. It’s very easy 
todo.” 
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Oracle shifts away from client/server 


> Will move to Web server-based architecture 


By Randy Weston 
ORACLE CoRP. plans to move 
all its client/server applications 
to a Web-based, server-centric 
architecture by the middle of 
next year, Computerworld has 
learned. 

“We're so convinced that hav- 
ing the application and data on 
the server is better, even if 
you've got a PC,” Oracle CEO 
Larry Ellison told Computer- 
world. “We believe there will be 
almost no demand for client/ 
server as soon as this comes 
out.” 

Ellison and Ron Wohl, vice 
president of the applications di- 
vision at Oracle, stressed that 
Oracle won't abandon tradition- 


al client/server applications if 
customers continue to demand 
them. 

Oracle’s applications current- 
ly are in a two-tier system with 
processing logic shared between 
the server and user PC. 

The new platform will put all 
the processing and transaction 
logic on a server, and users will 
access the system through Java- 
enabled World Wide Web 
browsers on PCs or network 
computers. 

Oracle may not be alone in 
the effort. Analyst Scott Lund- 
strom at Advanced Manufactur- 
ing Research, Inc. in Boston, 
said most of the large packaged 
application vendors are moving 
toward a thin-client model. 


“Everyone is trying to lighten 
up the client. It’s just that no 
one will come out and say it,” 
Lundstrom said. “Really what 
[Oracle] is saying is fat client, 
two-tier is dead, which is inter- 
esting because Oracle is one of 
the last vendors to move away 
from a two-tier architecture.” 

Nike Corp. in Beaverton, 
Ore., one of Oracle’s largest cus- 
tomers, supports the idea. But 
officials at the company said the 
vendor may be pushing them 
tceo fast toward a technology 
they aren't ready for. 

“I applaud the direction be- 
cause it will help get to [process- 
ing] efficiencies where we don't 
have them yet,” said Sanjay 
Mehra, director of global infor- 
mation technology at Nike’s ap- 
parel division. “But from a busi- 


3Com switch supercharges networks 


By Bob Wallace 


3com Corp. this week will an- 
nounce a versatile switching 
system that includes high-speed 
routing and support for two 
rival technologies: Gigabit 
Ethernet and Asynchronous 
Transfer Mode (ATM). 

The vendor’s CoreBuilder 
gooo Enterprise Switch is a 
Layer 3 switch, which means it 
includes built-in routing capa- 
bility at speeds of up to 56 mil- 
lion packet/sec. That can wean 
users off routers and save them 
money and manpower. 

Sources briefed by 3Com 
lauded the switching system — 
designed to supercharge the 
largest user networks today and 
in the future — for its flexibility 
in supporting Gigabit Ethernet 
or ATM. 

Today, users who want both 
high-speed switching technol- 


AT THE CORE 


ogies must buy two switches. 
But the CoreBuilder g000 can 
support both in the same chas- 
sis, without add-ons. That saves 
users on equipment and costly 
systems integration. 

Gigabit Ethernet is best suited 
for high-speed data-only back- 
bones, whereas ATM can ac- 
commodate voice, data and vid- 
eo traffic in one pipe. It is 
expected that Gigabit Ethernet 
will fare well on campus LANs, 
and that ATM will do well on 
WANs. 

“3Com has taken a very wise 
approach by staying agnostic,” 
said one analyst who was 
briefed by 3Com and requested 
anonymity. “There’s a need for 
both technologies, so there’s no 
reason to shut the door on any 
one.” 

Alan Robson, director of net- 
work systems at Cox Target Me- 
dia in Largo, Fla., and a long- 


3Com's CoreBuilder 9000 switch 


Number of slots: 14, and two more can be added for 
redundant control processors 


Port densities: 126 Gigabit Ethernet, 112 ATM OC-12 or 24 


ATM OC-48 
Backplane: 87.5G bits 


Layer-3 performance: 56 million packet/sec.* 
Based on: Flexible intelligent Routing Engine ASICs 


Available: Q1 1998 


*in later version 


time 3Com user, agreed. 

“This approach is right on 
the money because it’s what 
users are looking for,” he said. 
“Users don’t want to have to bet 
on one technology. They want 
choices, which is what [the 
gooo] offers.” 

The CoreBuilder 9000 will 
ship in February or March. Pric- 
ing wasn't given. In terms of 
routing performance, the Core- 
Builder 9000 puts Santa Clara, 
Calif.-based 3Com ahead of the 


ness perspective, we don’t want 
to be bleeding-edge.” 

If Oracle forces the issue, 
Mehra said Nike will pilot and 
test the system extensively be- 
fore deploying it. “We will not 
go full bore,” he said. 

But General Electric Co., 
which is standardizing on Ora- 
cle applications, is ready for the 
move and applauded Oracle’s 
push toward a network architec- 
ture. 

“It’s a big hit [with our IS 


pack, although analysts said a = - 
lot can happen between now : § 


and its ship date.O 


staff] as far as deployment and 
ease of management,” said Rog- 
er Keller, supply-chain manager 
at G.E.’s Industrial Control Sys- 
tems division in Atlanta. “The 
[current version] is a monster of 
an application to run over the 
network. Putting the Web in 
there with browser front ends is 
a no-brainer.” 0 

Oracle CEO Larry Ellison 

gives an exclusive inter- 
view to Computerworld. Page 6 


DG wants a piece of Big Blue's bread and butter 


> Legal battle focuses 
on AS/400, S/390 


By Tim Ouellette 


A LAWSUIT is simmering that 
could have ramifications in data 
centers around the world. 

No, it isn’t Digital Equipment 
Corp. vs. Intel Corp. or Sun 
Microsystems, Inc. vs. Microsoft 
Corp. 

Try Data General Corp. vs. 
IBM, which one source said 
could see court action next 
spring. 

Three years ago this week, 
Westboro, Mass.-based DG 
launched a patent infringement 
suit claiming that IBM built its 
popular AS/400 midrange sys- 


tems and S/390 mainframes 
based on technology patented by 
DG in the 1970s. 

Today, the S/390 and AS/400 
play central roles in data center 
operations around the world 
and have garnered more than 
$75 billion in sales. 

The suit requests unspecified 
compensatory damages and an 
injunction against further sales 
of the two product lines. 


STILL IN DISCOVERY 
But right now, the case, which 
was filed in U.S. District Court 
in Boston, is stiil in the discov- 
ery phase, and no court date has 
been set, said DG spokesman 
Jim Dunlap. 

IBM officials declined com- 
ment, and both sides have kept 


mum about the whole process. 

Usually, suits such as this 
don’t see the light of day in a 
full-blown trial. 

“It is the pattern of IBM to 
settle these types of cases out of 
court,” said Esther Roditti, a 
computer industry lawyer and 
editor of the “Computer Law & 
Tax Report” in New York. Like 
the Digital vs. Intel suit, this case 
may result in a financial deal 
and probably won't go to trial, 
she said. 

The seven patents involved in 
the suit dating from the 1970s 
deal with system memory and 
naming schemes. For example, 
DG claims that the way access 
control lists are added to memo- 
ry objects in the AS/400 and 
$/390 came from DG effort.O 
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Web team sentenced 
to week of hard labor 


> Au pair trial decision 
to be released on tiny 
Lawyers Weekly site 


By Sharon Machlis 


REPORTERS FROM across the 
U.S. and Britain have been clut- 
tering the office. Friends and 
family are calling to say, “I saw 
you on TV!” World Wide Web 
site traffic has exploded from 
about 30,000 hits one day to 
800,000 the next. 

It hasn’t been an average 
week for the information tech- 
nology staff at Law- 
yers Weekly Publi- 
cations. 

“It’s been crazy. 
It’s just been fabu- 
lous and madness,” 
laughed Erin Mo- 
ran McCormick, 
vice president of 
technology at Law- 
yers Weekly. 

Life changed rad- 
ically for the Bos- 
ton-based company 
last Tuesday, when 
Hiller Zobel, the 
judge in the Louise 
Woodward murder trial, decided 
he would announce his ruling 
on the postverdict motions over 
the Internet — and _ initially 
picked Lawyers Weekly as the site 
(www.lawyersweekly.com) to re- 
ceive it. It is believed to be the 
first time a judge will announce 
a decision over the Internet, al- 
though rulings are regularly 
posted after being issued on pa- 
per. Court officials were con- 
cerned that clerks wouldn’t be 
able to photocopy thousands of 
pages fast enough for the crush 
of reporters demanding instant 
access to the decision. 

Later plans last week called 
for Zobel’s decision to be sent to 
about a dozen news outlets for 
posting on their Web sites. Still, 
as the first announced site, Law- 
yers Weekly traffic remains high. 

The trial of the 19-year-old 
British au pair accused of killing 
a baby in her care has riveted the 
public on both sides of the At- 
lantic. And suddenly, one of the 
world’s most sought-after bits of 
information — will Zobel re- 
duce or overturn Woodward’s 
second-degree murder convic- 
tion? — would be available first 
on a Web site that was designed 
solely to handle traffic from at- 
torney inquiries. 


Erin Moran 


madness" 


Lawyers Weekly's 


mick: “it's just 
been fabulous and 


McCormick said the first 
inkling she had of her compa- 
ny’s involvement in the move 
was when “I found out from my 
aunt leaving me voice mail, who 
saw iton CNN.” 

As curious surfers flooded in, 
the Lawyers Weekly site crashed 
about 4:30 a.m. EST Wednes- 
day, around the start of the Brit- 
ish workday. The site was back 
up about three hours later when 
the first staffer came in. It has 
been up and running since, 
with the usual T1 line for inter- 
net traffic. There have been a 
few delays getting access. Other 
sites that mirror 
Lawyers Weekly 
have been prepped 
if more capacity is 
needed. For now, 
surfers are advised 
to hit reload after a 
minute if they can’t 
get initial access. 

“I don’t think 
any regular Web 
site could have 
planned for this,” 
McCormick said. 

Concerned about 
another crash in 
the glare of world 
media, McCormick said, her 
head programmer “set up a 
computer next to his bed 
[Wednesday] night. He kept 
waking up and checking” if the 
site was still up. It was. 

Staffers expected a breather 
after it was announced that the 
decision wouldn’t be released 
until today at the earliest. In- 
stead, traffic got even heavier. 
“Our log file has gotten so big, 
we might have to split it in half 
to analyze it.” 

Lawyers Weekly hopes the mir- 
ror sites, including one in En- 
gland at http://louise virgin.net/, 
will siphon off much of the 
heavy traffic from the U.K. The 
staff also has turned off some 
graphics at the site to speed 
page downloading. 

Meanwhile, all the attention 
has been a boon to Lawyers 
Weekly's Web advertisers, who 
have gotten “Super Bowl expo- 
sure for Monday Night Football 
prices,” McCormick said. And, 
the hoopla hasn’t hurt the Web 
sales force, she said. ““We had a 
few [prospects] on the fence say- 
ing, ‘OK, we want in!’”0 


McCor- 


Dow Jones Interactive 
techies hit the road to 
sound out users. Page 45 
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Oracle CEO: NCs are the future 


Oracle Corp. is turning its guns on 
Microsoft Corp. The weapons of 
choice: network computers and the 
Oracle8 database management 
system, which Oracle claims is 
now robust enough to hold all cor- 
porate data. Computerworld Edi- 
tor Paul Gillin interviewed Oracle 
Chairman Larry Ellison last week 
at Ellison’s Atherton, Calif., home. 


CW: Are there any mountains left 
to climb in database? 

ELLISON: Oracle’s major 
challenge right now is the NT 
file system. We believe it is 
cheaper to put everything in the 
database [rather] than dumping 
it on your hard disk. 

Here’s a difference between 
Oracle and Microsoft. We be- 
lieve what is precious is your 
data. Let organizations store all 
their data in a coherent way, 
whether it’s PowerPoint presen- 
tations or transactional data. 
With Microsoft, all the data goes 
into the NT file system. The 
company that will win will be 
the one that offers the most eco- 
nomical data management. 


CW: Microsoft has made some 
gains with SQL Server. Does that 
keep you up at night? 

ELLISON: Microsoft keeps me 
up at night but not with SQL 
Server. They can pick off some 
stuff at the low end. They've got 
a fabulous brand, and they're 
practically giving stuff away. 


CW: Your database business 
grew in the single digits in the 
most recent quarter. Is that mar- 
ket slowing down? 

ELLISON: It’s a tough com- 
parison. The previous year’s 
growth was huge. I know what 
our growth forecast is this quar- 
ter, and it’s very high. 


CW: With the demise of the 
Sedona object tools, could you 
clarify the Oracle tools strategy, 
particularly as it relates to 
Java? 

ELLISON: It’s very simple. We 
have our main set of tools — 
Developer/2000 and Designer/ 
2000 — that we have moved off 
the desktop and onto the appli- 
cations server. This is the single 
most important thing that’s new 
about our network computing 
architecture: There are tools that 
let you build Web-like applica- 
tions where the application runs 
on the server. All the applica- 
tions built over the last decade 
can be redeployed onto an appli- 
cations server without any re- 
programming. 

As far as Java, Oracle In- 
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‘‘When a desktop ma- 
chine breaks, make it 
as replaceable asa 


television.” 


~LARRY ELLISON,ORACLE CEO 


Forms and Designer and Dis 
coverer all have java front ends. 
That works today. With Oracle 
8.1, you will have Java stored 
procedures. We have a project 
called Aurora that is building 
this big, scalable, multiuser 


heavyweight Java for writing 
stored procedures. 


CW: How likely are you to 
move your applications entirely 
to an applications server archi- 
tecture? 


ELLISON: It’s very likely that 
Oracle will not even offer its ap- 
plications in client/server mode 
sometime next year. We’re so 
convinced that having the appli- 
cation and data on the server is 
better, even if you've got a PC. 
We believe there will be almost 
no demand for client/server as 
soon as this comes out. 

We've already told our appli- 
cation customers that we'll be 
{doing this], and if there is de- 
mand, we'll do client/server. But 
we don’t think there will be. 


CW: Is it a reasonable goal for 
you to overtake SAP AG in appli- 
cations in the next three to five 
years? 

ELLISON: Absolutely. I can 
make a case that our most im- 
portant competitor is SAP, not 
Microsoft. 

The [IT infrastructure] busi- 
ness can’t continue as long as 
it’s so labor-intensive. It takes 
three $150,000-a-year people to 
run [a $20,000 server]. 

Infrastructure is going to 
have to look more like a utility, 
and the bulk of the dollars will 


Lotus eases CC:Mail migration anxiety 


By Barb Cole-Gomolski 


COMPANIES THAT felt pres- 
sure to move off Lotus Develop- 
ment Corp.’s CC:Mail because 
the company announced an end 
to upgrades are about to get a 
helping hand in their efforts to 
migrate to Notes. 

Lotus officials last week said 
the company is overhauling its 
migration software, making the 
tools easier to use and updating 
them to support the most recent 
version of CC:Mail. 

Also, discounts for CC:Mail 
users who move to Notes are 


pressure to move off CC:Mail, 
particularly as their electronic- 
mail usage rises. 

CC:Mail, a file sharing sys- 
tem, isn’t as scalable or reliable 
as client/server systems such as 
Notes and Microsoft Corp.’s Ex- 
change. Client/server mail has 
lower administrative costs, too. 


HURDLES TO CLEAR 

“The [migration] hurdle is cur- 
rently too high,” said one man- 
ager of messaging at a large 
pharmaceutical company that 
runs CC:Mail. He said Lotus has 
failed to deliver solid migration 


CC:MAIL WISH LIST 


Customers want 


Lotus plans 





+ Financial incentives 
to migrate to Notes 


+ To offer them down the road 





* Better migration/ 
coexistence tools 


To make current tools more 
usable and to update them 


to support the most recent 
version of CC:Mail 


planned, according to Larry 
Jones, director of product mar- 
keting at Lotus. Jones declined 
to provide specifics. 

The news was welcomed by 
users who are feeling increasing 


tools that let sites move E-mail, 
discussions and directory infor- 
mation smoothly and allow 
Notes and CC:Mail systems to 
coexist. 

Even Jones conceded that 


these migration tools have 
been difficult to use.” But he 
said both CC:Mail Migration 
Tool, which moves E-mail and 
directory data to Notes, and the 
CC:Mail Message Transfer 
Agent, which allows the two 
mail systems to coexist, are get- 
ting an overhaul. 

The upgraded CC: Mail migra- 
tion tool, which will be available 
by year’s end, will also support 
the most recent versions of 
CC:Mail. Previously, it worked 
only with earlier versions. 

Many CC:Mail shops have mi- 
gration on their minds because 
Lotus has no plans to deliver 
major upgrades for the mail sys- 
tem. Rather, the company will 
roll out a few maintenance re- 
leases per year, Jones said. 
There are currently 13 million 
CC:Mail users and an equal 
number of Notes users, accord- 
ing to Lotus. 

Lotus’ strategy has been to 
add key features to CC:Mail — 
such as support for World Wide 
Web browser clients and a more 
reliable database — and encour- 
age users to move to Notes 
when they are ready. 

As a result, a lot of CC:Mail 
sites have no migration strategy, 
said Matt Cain, an analyst at 


be spent in applications systems 
and services. 


CW: What are the implications 
of that on IS organizations? 

ELLISON: They can redeploy 
resources to build applications. 
We don’t want them to have to 
worry about making sure that all 
of the right font files are in all 
PCs. When a desktop machine 
breaks, make it as replaceable as 
a television. 


CW: But the network computer 
doesn’t seem to be resonating 
much with corporate |S at this 
point. 

ELLISON: Version 1 [network 
computers] haven’t been every- 
thing we want them to be. The 
new versions coming out [from 
Oracle’s Network Computer, 
Inc. subsidiary] will run all of 
the Oracle applications, will 
have 200-MHz processors, and 
will have broad support from In- 
tel and others. 0 
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The complete version of this 

interview and audio clips will 

be on our site ( www.compu- 

terworld.com} Tuesday. 


Meta Group, Inc. in Stamford, 
Conn. “These sites are getting 
around to migrating, but the im- 
provements Lotus has made to 
CC:Mail have allowed them to 
buy themselves some time.” 

That is a mixed blessing for 
Lotus because it has also given 
sites the opportunity to evaluate 
other client/server mail plat- 
forms, users said. 

For example, Joseph E. Sea- 
gram & Sons, Inc. in New York 
is eyeing either Notes or Ex- 
change as a replacement for 
its 15,000 CC:Mail seats. At 
this point, Exchange is favored 
because one of Seagram’s sub- 
sidiaries is migrating to the Mi- 
crosoft E-mail system, accord- 
ing to Kevin Coleman, an 
implementation specialist at the 
company. 

Even with the improved Lotus 
migration tools, there is no 
guarantee that CC:Mail users 
will switch over to Notes quickly, 
users said. “You can’t force peo- 
ple who are happy with what 
they have to change,” said Paul 
Badowski, a senior network spe- 
cialist at Belcan Engineering 
Group, Inc. in Cincinnati, 
which has about 1,000 CC:Mail 
seats. 

“If your priority is E-mail, 
why switch [from CC:Mail to 
Notes]?” asked Mark Levitt, an 
analyst at International Data 
Corp. in Framingham, Mass.O 





Unicenter TNG 
Is The Smartest Way To 
Manage Any Network. 


“Unicenter TNG enables us to correlate a wide variety of 
information from desktops, servers and network devices.’ 


ven Ruegnitz 
JP Lehman Brothers 


After years of struggling to manage distributed 
networks, network managers are replacing 
their hodgepodge of various tools and piecemeal 
solutions with a single, integrated network 
management solution. 

One that can manage the entire enterprise 
and all your networks, including TCP/IP, DECnet, 
IPX/SPX and SNA. 


Only Unicenter TNG 
Offers End-to-End 
Management. 


Unicenter® TNG™ offers automatic, intelligent, 
object-oriented network management that 
enables you to manage proactively. So you 
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can anticipate and solve problems before 
they happen. 

Unicenter TNG gives you a single point 
of control for your complex and heterogeneous 
global network. Its dynamic auto-discovery 
ensures that your network configuration is 
current. The Real World Interface” allows 
for better visualization of your network. And 
third-party tools such as element managers 
integrate with Unicenter TNG through its open 
and extensible architecture. 


Unicenter TNG Is The 
Industry Standard For 
Enterprise Management. 
Unicenter TNG is an integrated solution for 
end-to-end enterprise management. With 
support for every major hardware platform 


The Real World interface uses virtual reality to create a 3-D environ- 
ment that represents objects just as they appear in the real world. 


and operating system, Unicenter TNG is open, 
scalable, extensible and always vendor-neutral. 


The Best Feature Of All: 
Unicenter THG 
is Shipping Today. 


Unicenter is a proven software solution that's 


available today. It’s real, 
ahiacaal SHIPPING 
mission-critical and u SHI - 
tmearaneP | TODAY 
and running in thou- 


sands of sites around the world for some of 
the smartest users in the world. Users who 
know that working smarter always beats 
working harder. 


For More Information Call 
1-888-864-2368 
Or Visit www.Ccai.com 
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Software superior by design. 


Unicenter THG 
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The Java slipstream 


FRANK HAYES 


OW DID LOTUS DO IT? 
Just six months ago, Lotus 
was far back in the pack in the 


race to get Java office applications into 
users’ hands. Out in 

front was Corel Corp., 

whose Corel Office for 

Java — a knockoff of the 

WordPerfect office suite 

— was already in beta. 

Right behind Corel 
were longtime Unix 
application vendor 
Applix, Inc., with a 
spreadsheet called Espresso, and Boul- 
der, Colo.-based consultancy Cooper & 
Peters, Inc., whose collection of Java 
office software was drawing attention 
from Sun and Microsoft. 

Lotus, with just a few weak demonstra- 
tions of something code-named Kona on 
its Web site, was barely in the hunt. 

That was last spring. 

Last Monday, when Lotus announced 
ESuite — the commercial version of 
Kona — it was the front-runner among 


Java office suites. 

Corel had bailed out. Cooper & Peters 
sold itself to Microsoft and vanished. 
Applix had changed its approach. It was 

almost as if Lotus just slipped 
into the top spot by default. 
But Lotus didn’t just slip in. 
It slipstreamed in. 
Or consider what happened 
to Borland International, Inc. 


Borland two years ago was anointed king 
of Java development tools by no less than 
Sun itself. Remember Latte, the ultimate 
Java development tool set? But within a 
year, Symantec had beaten Borland to the 
punch with its Cafe development tools. 
Today, Symantec all but owns the Java 
tools market. 


Second-wave IT adopters 
can get more benefit at a 
lower cost — and earlier. 


Or what about Oracle? First and noisi- 
est of the network computer vendors, 
Oracle was supposed to lead the network 
computer charge. But today, a slew of 
other vendors are selling more network 
computers than the database giant. 


CUTTING EDGE 

How did they do it? The same way you 
can catch up if you're behind the curve in 
developing your own Java intranets or 
applications: slipstreaming. 

You know how it works at the Indy 500 
or the Tour de France: Ina physical race, 
the front-runner pulls a vortex of air be- 
hind him. The second-place racer can 
use that suction to go just as fast as the 
leader without working as hard, then as a 
slingshot to rocket ahead. 

Turning new technology 
into new systems can work 
the same way. 

Cutting-edge developers 

o the hardest work, discov- 
ering the problems and pit- 
falls, but they also get first 
crack at the benefits. 

Those who come later have an easier 
time of it — at least if they learn from 
their predecessors’ mistakes. They don’t 
get the benefits as early. 

But a few technologies are turning that 
logic on its head. Second-wave adopters 
actually are getting more benefit at lower 


cost — and getting it before the first wave 
does. That's slipstreaming. 

It happens when early adopters have to 
work so hard and tools and experience 
improve so quickly that the second wave 
actually can pass the first. 

It’s true of SAP’s R/3, whose recent 
implementors finished the job in 
months, while early adopters still strug- 
gle with years-long schedules. 

It’s true of large, complex Web sites 
built with older tools or by hand — and 
quickly passed by new, automated tools. 

And it’s true of Java. But it won’t last 
forever. 

Yes, Java is still hard. First- and even 
second-generation Java projects still are 
struggling with the pain of early adop- 
tion. 

But it’s quickly getting easier. Tools are 
better, developers are more experienced, 
and products are more polished. 

Right now is the sweet spot in the slip- 
stream. Start studying up on Java — eval- 
uate the tools, collect your requirements 
and steal every good idea you can from 
those who have gone before. 

Then get to work. It’s late, but maybe 
— just maybe — you can still rocket 
ahead of your competition. 0 


Hayes is Computerworld’s staff 
columnist. His Internet address is frank_ 
hayes@cw.com. 
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Outsourcirg deal turning sour 


A $550 million outsourcing deal between Sears PLC in 
the U.K. and Andersen Consulting seems headed for 
the rocks. The reason: An information systems central- 
ization effort started by former CEO Liam Strong was 
reversed by the board following Strong’s departure in 
April, according to the IDG News Service. Andersen 
confirmed that it is re-examining its arrangement with 
Sears — no relation to Sears, Roebuck and Co. in the 
U.S. —- as a result of the moves. 


Nova in $542M outsource deal 


Nova Gas Transmission Ltd., one of the largest natural 
gas suppliers in North America, has signed a seven- 
year, $542 million outsourcing agreement with DMR 
Consulting Group, Inc. in Edison, N.j., and IBM. DMR 
will provide Calgary, Alberta-based Nova services with 
application development, technology enhancements, 
systems maintenance and support. IBM will provide 
desktop services and operations support. 


Nortel bids for BNI 


Nortel, Inc. has offered $418.4 million in shares and 
cash for Broadband Networks, Inc. (BNI). The deal re- 
quires the unanimous approval of BNI’s shareholders. 
By purchasing BNI, Nortel would be able to incorporate 
the Winnipeg, Manitoba, company’s wireless broad- 
band access technology into its own product lineup. 


Netscape buys all of Actra 


About 18 months after announcing a joint Internet com- 
merce venture with General Electric Information Ser- 
vices (GEIS), Netscape Communications Corp. is buy- 
ing out its partner. The Mountain View, Calif., software 


maker said it will acquire Actra for $56.1 million in 
stock. Officials said the deal is intended to let each 
company concentrate on its strengths: Netscape on 
software for the enterprise, and GEIS on services. 


Year 2000 bug threatens SSA 


The Social Security Administration, considered a leader 
among federal agencies in handling year 2000 bugs, 
faces a lot more work on the matter, according to a gov- 
ernment report. Private contractors who work for the 
agency found at least 33 million lines of software code 
that need to be assessed. The General Accounting Of- 
fice report said the magnitude of the review could force 
“major disruptions” in the agency’s ability to process 
disability claims for million of Americans. 


Cisco rolls on; revenue jumps 


Cisco Systems, Inc. reported a 30% jump in fiscal 
fourth-quarter revenue, from $1.43 billion in the same 
period last year to $1.86 billion this year. Profit rose 
from $180.9 million to $336.5 million. 


Parametric makes acquisition 


Hot software maker Parametric Technology Corp. said 
it plans to buy struggling Computervision Corp. in a 
stock swap valued at $260 million. The move would 
give Parametric a chance to expand into the aerospace 
and automotive markets, where Computervision has 
some high-profile customers. 


Java camp seeks common APis 


IBM, Lotus Development Corp., Oracle Corp. and Sun 
Microsystems, Inc. are working on a set of common ap- 
plication programming interfaces (API) for desktop Java 


applications. Company officials said they hoped the 
APIs would standardize the development of Java-based 
desktop applications. A spokesman for Sun’s JavaSoft 
division said the APIs should help developers by clear- 
ing up “fundamental differences” among vendors’ 
technologies. 


Extreme switch due 


Extreme Networks, Inc. in Cupertino, Calif., this week 
will announce a box called the Virtual Chassis that en- 
ables users to connect up to eight of its Summit Fast 
Ethernet/Gigabit Ethernet LAN switches located 
throughout a building. It will cost $8,995 and will ship 
in the first quarter next year. 


SHORT TAKES The justice Department has request- 
ed a sheaf of documents from Apple Computer, inc., 
which the company said will delay its acquisition of 
Power Computing Corp.’s Macintosh operations. ... 
More than a year after Oracle began beta-testing a new 
version of its Developer/2000 development tool, the 
product is finally due to be released next week. ... San- 
ta Clara, Calif.-based McAfee Associates, Inc. this 
week will announce new virus-scanning software for 
electronic-mail messages coming through Microsoft 
Corp. Exchange clients and servers. ... The World 
Wide Web Consortium (www.w3.org) has floated two 
technical proposals to improve Web site design and 
content, including document layout and video streams 
that use less bandwidth. ... Rockwell international 
Corp.'s net earnings fell 11% to $644 million during 
fiscal 1997, reflecting costs in launching its new K56flex 
modem and charges related to research and the spin- 
off of its automotive business. ... About 2,000 beta 
users of Quicken 98 found themselves shut out of the 
online banking server after the product went live Oct. 
22. Intuit, Inc. has posted a fix at www.intuit.com. 





Oracle Web Application Server 3.0 
puts you on the fast track to Network Computing 
—and keeps you there. 





Did your Web server become business critical overnight 
— but your Web server software didn’t? 


Do you want to Web-enable all your mainframe data 
—— but don’t know how? 





Do you want to move your client/server applications 


to thin client applications 


— without risk? 


Let Oracle Show You How 
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Applications running on a professionally managed server network offer huge economies of scale — 


lower hardware and administrative costs — while dramatically improving application performance, 


reliability and security. Oracle’s Application Server delivers all of this: high-performance, fault toler- 


ance and security. It also offers a wide choice of development tools: HTML, Java, C, LiveHTML, Perl, 
VRML plus our own PL/SQL, Developer/2000™ web forms and web reports. 
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Enabling the Information Age™ 





For your Free Trial CD of Oracle® Web Application Server 3.0, call Oracle 


at 1-800-633-1071, ext. 11880 or download at http://www.oracle.com/WAS3.0 


21997 Oracle Corporation. All ri 


ghts reservec 


i. Oracle is a registered trademark, and Developer/2000 and Enabling the Information Age are trad rks of Oracle Corporation 
All other company and product names are trademarks of their respective owners. 





Computerworld November10,1997 (www.computerworid.com) 


Huge enterprise apps pose management risk 


By Randy Weston 
ORLANDO, FLA. 


THE GOOD NEwsS about enterprise re- 
source planning (ERP) systems is that 
vendors such as SAP AG are giving users 
exactly what they asked for: an all-encom- 


passing software package that runs every 
aspect of the business. 

But that’s also the bad news. Today’s 
soup-to-nuts ERP projects are getting 
longer, more complex and more expen- 
sive. They are also making users highly 
dependent on a single software vendor. 


“Be careful what you wish for,” said 
Jim Shepherd, an analyst at Advanced 
Manufacturing Research, Inc. (AMR), a 
consultancy in Boston. “The problem is 
these systems are getting unmanageable. 
They have gotten enormous from a func- 
tional standpoint.” 
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TAT Sa BETTER BACKUP FOR YOUR 


DATA THAN THE TECHNOLOGY THAT 


SUPPORTS AN ENTIRE INDUSTR 


Fes your data to Fujifilm and 


you certainly won’t be alone. After all, 
our ATOMM technology is the corner- 
stone for three of the industry’s hottest 
storage devices: Iomega’s Zip™ drive 
and Quantum’s DLT™ 4000 and 7000 
tape drives. 

ATOMM (Advanced super Thin-layer 
and high-Output Metal Media) is a 
unique dual-coating system we devel- 
oped that gives our storage products 
superior capacities, faster transfer rates 
and greater reliability. Exactly how 
much better are ATOMM driven prod- 
ucts? The most convincing answer lies in 
our new HiFD™ floppy disks. They’re the 
same size as regular floppies, but they 
pack a 200 MB capacity and a 3.6 


MB/sec transfer rate. From there the list 
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Our super thin-layer 
ATOMM technology 
improved the way 
the whole industry 


stores data. 


Zip diak 


DLTtape™IV 


DDS-3 1254 
4mm Cartridge 


™ IV offers 


grows. Our DLTtape 

safe haven for up to 70 GB of your 
data. More proof of ATOMM’s strength 
is found in our 125 meter 4mm car- 
tridges which offer triple the capacity of 
previous cartridges. And then there are 
Fujifilm Zip disks — the first product to 
utilize ATOMM technology. Their perfor 
mance allowed whole industries to 
change the way they store data. If you’d 
like more information about what else 
we’re doing for data storage, just call 
1-800-488-F UJI or visit our Web site at 
www. fujifilm.com. You'll quickly find out 
why so many people are already trusting 


their data to our technology. 
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WHERE THE FUTURE’S STORED? 








Shepherd made his comments last 
week to about 300 chief information offi- 
cers and other executives from manufac- 
turing companies gathered here at 
AMR’s executive conference. 

“ERP systems have never been easy to 
implement or fast to implement. But the 
broader they get, the harder they are go- 
ing to get to implement,” Shepherd said. 
Broader ERP projects are more difficult 
because they involve more business 
functions and more employees to be 
trained, he said. 

Companies have invested so much in 
systems such as R/3 that the software has 
taken over the defining role that hard- 
ware used to have. 


Tips for handling the expansion 
of ERP systems: 


8 Focus on building an enterprise 
backbone that maps to 
business processes 


Bt Resolve the fit between an ERP 
system and critical 


components 


i Focus on the role of enabling 
technologies and 
infrastructure 


i Plan for the unexpected 


it Never lose sight of the 
business case 


“We used to be an IBM shop. Now we 
are an SAP shop,” said David Edelstein, 
vice president of information manage- 
ment at Bristol-Myers Squibb Co. in 
Princeton, N.J. 

Bristol-Myers is in the middle of a 
worldwide rollout of SAP’s R/3 system — 
the pipeline through which all other data 
will flow. That means it has to link R/3 to 
other systems such as supply-and-de- 
mand-chain planning software from I2 
Technologies, Inc. in Irving, Texas, and 
Manugistics, Inc. in Rockville, Md. 

Edelstein brushed aside warnings of 
vendor dependency and implementation 
difficulties, because the efficiency of the 
integrated system is expected to save 
Bristol-Myers $150 million per year. 

The firm has assembled about 200 
people from systems and business areas 
to handle implementation and to man- 
age the system once it is in place. Shep- 
herd said that is a smart way to keep ever- 
growing ERP systems under control. 

Other users agreed that the risks are 
countered by the benefits of centralized 
management of business processes. 

General Electric Co. is standardizing 
most of its business units on Oracle 
Corp. applications. Roger Keller, supply- 
chain manager at GE’s Industrial Control 
Systems division in Atlanta, said he is 
willing to put as much on Oracle’s back 
as possible. And where Oracle can't fill 
the need, he said he expects the vendor to 
provide easy links to third-party prod- 
ucts.O 
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MCI preps ‘private’ network 


(www.computerworld.com) 


> Users can run virtual WANs over the Internet 


By Bob Wallace 


MCI COMMUNICATIONS CORP. 
is quietly preparing an interna- 
tional virtual private network 
(VPN) service that will let com- 
panies run wide-area networks 
over the Internet. 

The as-yet unnamed service is 
expected to be announced next 
month at Fall Internet World ’97 
in New York. It will be generally 


available in the first quarter of 


next year, just a few months af- 
ter AT&T Corp.'s global VPN of- 
fering is due. 

VPNs are gaining popularity 
as a less expensive, Internet- 
based alternative to wide-area 
data services such as frame 
relay, which are carried on a 
long-distance _ telecommunica- 
tions company’s private net- 
work. Users dial in to VPNs and, 
after authentication, are able 
to transmit encrypted traffic 
through “tunnels” across the 
Internet. 

“We're looking at a VPN that 
would let our 500-person field 
sales force access information at 
headquarters and communicate 
with each other,” said Peggy 
Morgan, manager of MIS and fi- 
nances at the U.S. Chamber of 
Commerce in Washington. “We 


DAVID FIELDS 


think that because these sites 
are so scattered, it’d be cheaper 
and easier to go with a VPN 
than our own network.” 

Tom Nolle, president of CIMI 
Corp., a Voorhees, N.J., consul- 
tancy, said VPNs let companies 
close ranks with suppliers, busi- 
ness partners and remote sites 
around the world. VPNs also 
can be used to support growing 
legions of remote workers. 


“We're very interested in 
VPNs, but we have concerns 
about their security” 


But one user is cautious. 

“We're very interested in 
VPNs, but we have concerns 
about their security,” said Niraj 
Patel, chief technology officer 
at GMAC Commercial Mort- 
gage Corp. in Horsham, Pa. 
“We would be very scared about 


sending our most mission- 
critical information over the In- 
ternet.” 

UUnet Technologies, Inc., 
Concentric Networks Corp., 
GTE Corp. and others already 
offer VPN services, and more 
are expected to follow. 

Like most VPN service pro- 
viders, MCI plans to offer dial 
and dedicated links. Dedicated 
links are recommended for 
users with heavy data communi- 
cations needs. 

MCI is beta-testing Microsoft 
Corp.’s Connection Point Sei- 
vice, which is supposed to make 
the VPN easier to navigate than 
rival services, said Glen Tindal, 
director of internal data net- 
working at MCI. 

The software would enable 
VPN users to find the number 
of the person or resource they 
want to reach using a directory, 
Tindal said. He wouldn’t say 
when a final decision on the 
software would be made. 

MCI plans to offer managed 
firewall service options for users 
who don’t want to do all the care 
and feeding of the VPN security 
device. 

Although some Internet ser- 
vice providers charge a flat rate 
for the number of connections, 
MCI is also considering usage- 
based pricing, Tindal said. O 


Users get desktop-like analysis over Web 


By Craig Stedman 


DESKTOP QUERY TOOLS rewrit- 
ten for the World Wide Web 
mostly limit business analysts 
to reading canned reports. But 
users’ dreams of doing full- 
fledged data analysis over the 
Web are starting to come true. 

Brio Technology, this 
week plans to announce a new 
server-based query tool that 
gives users linked to corporate 
databases via the Web the same 
ad hoc analysis features that 
come with its desktop software. 

Several Brio beta testers said 
their end users are itching to get 
full querying support in a Web 
browser. 

“Our users don’t necessarily 
want to wait on us to develop a 
report for them or to dictate how 
the reports look,” said Jim Scott, 
financial applications manager 
at Comcast Cable Communica- 
tions, Inc. in Philadelphia. 

Comcast has about 50 manag- 
ers and financial analysts who 
use a Web report-viewing tool 


inc. 


-— 


Brio’s tool will let browser users ask queries on the fly 


that Brio shipped last year. But 
that makes it hard for users to 
get fresh data or answers to 
questions that aren’t covered in 
the canned reports. 

Roland Ebright, an Alpharet- 
ta, Ga., consultant who is build- 
ing a Brio-based application for 
a regional telephone company, 
said using the Web should cut 


in half the number of technical 
workers needed to support the 
query tools. 

The new release of Brio’s 
Java-based Brio Enterprise Serv- 
er software and browser client 
plug-in is due to ship this 
month, with prices starting at 
$31,495 on Windows NT serv- 
ers.O 


TOOLS OF THE TRADE 


Tools in AFC’s intranet to help new franchisees get started 


§ Project management tool: Facilitates creation of a 


business plan 


i Development road map: Explains how to open a franchise* 


§ News feeds and urgent messages: Uses push technology 


from headquarters 


ff Sales reports: Uses a special “data bridge” system 


# Online manual: Contains procedures and policies 


*includes everything from how to build a franchise to how to schedule 


its grand opening 


Restaurant franchiser 
puts intranet on menu 


By Bob Wallace 


LITTLE-KNOWN restaurant fran- 
chiser AFC Enterprises, Inc. in 
Atlanta this week powered up 
an intranet that uses advanced 
networking technology to help it 
take a bite out of the big chains. 

AFC, which owns Popeye's 
Chicken, Churchs Chicken and 
Chesapeake Bagel Bakery, has 
built an intranet designed to 
give new franchisees the tools 
they need to get started. And it 
will provide ongoing support to 
hundreds of current eateries. 

“AFC’s mission is to become 
the franchiser of choice,” said 
Bill Clapes, AFC’s director of 
franchise systems and multi- 
media technology. “When an 
entrepreneur is looking to be- 
come a franchisee, we want him 
to come to us. We want our 
main selling point to be world- 
class support.” 

AFC uses a virtual private net- 
work (VPN) to link franchisees 
to its intranet. A VPN is a pri- 
vate channel carved out of a 
public network such as the In- 
ternet. VPNs typically are less 
expensive to maintain than pri- 
vate company networks, but 
they also can be less secure. 

Using PCs supplied by AFC, 
franchisees can access a project 
management tool that helps 
them create a business plan. 
And they can access a “‘develop- 
ment road map,” which shows 
them how to open a restaurant. 

Down the road, AFC will use 
“push” technology to distribute 
news feeds, urgent messages 
and sales reports, Clapes added. 

AFC will pay for the hardware 
and software and cover the costs 
of running the intranet, except 
for the individual restaurant’s 
Internet access charges. Clapes 


said the approach is intended 
to “improve support, not cut 
costs.” 

“This is a valuable tool that 
fills a void in the restaurant 
business,” said Ralph Reiland, a 
former chief information officer 
at PepsiCo., Inc. and associate 
professor of economics at 
Robert Morris College in Pitts- 
burgh. “It’s an ideal way to 
reach the young people that 
run restaurants, as they’re be- 
coming increasingly computer 
literate.” 

He said other chains “are just 
beginning to dabble in network- 
ing projects like AFC’s.” Typi- 
cally, chains talk to their franchi- 
sees once or twice a day using 
dial-up connections. 

“That sounds interesting, al- 
though what we do is a little bit 
more traditional,” said Alan La- 
batte, vice president of informa- 
tion systems at Uno Restau- 
rants, Inc. in Boston. “We’re 
using a dial-up polling package 
that lets us send pricing infor- 
mation, payroll and human re- 
sources information, while pull- 
ing sales data from the stores.” 


SECURITY CONCERNS 

Clapes said the top concern 
among franchisees was security, 
because the sites will be sending 
sales information and other sen- 
sitive data over the network. For 
its VPN, AFC chose client soft- 
ware from VPNet Technologies, 
Inc. in San Jose, Calif. 

AFC also plans to build a se- 
ries of bulletin board systems 
that will foster communications 
among franchisees. ‘‘We've 
heard loud and clear that these 
people learn more from each 
other than anyone else when it 
comes to running their busi- 
nesses,” Clapes said.O 
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AT&T's Ponder makes leap from C10 to CEO 


By Matt Hamblen 


AT&T CoRP. CIO Ron Ponder will soon 
become a CEO. 

For Ponder, it is the fulfillment of a 
longtime dream to be top dog. 


“I’ve always wanted to run my own 
company,” said Ponder, 54, in an inter- 
view. Starting Dec. 1, he will be president 
and CEO of Beechwood Data Systems, 
Inc. in Clark, N.J., a 10-year-old software 
and services provider to the telecom- 
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munications industry. 

In 1993, Ponder made headlines for 
taking a high-profile position as AT&T’s 
first chief information officer. Ponder 
now will go from managing the $52 bil- 
lion telecommunications giant’s 12 divi- 
sional CIOs and 40,000 employees to 
managing a company that has just 400 
ernployees. 

At Beechwood, he will fret with board 
members over whether to 
merge with other compa- 
nies or go public. And, he 
said, he will spend a fair 
amount of time worrying 
about how to keep AT&T as 
a Beechwood customer. 

“This is one of the most 
fascinating times, with all 
the mergers and innova- 
tions,” Ponder said. “The 
Internet is going to gently 
push us all into a different 
and better world over time 
in telecom. I can’t think of a 
place that’s more fun.” 

It could be a tough transi- 
tion, observers said. Al- 
though CIOs can success- 
fully become CEOs, Ponder 
will need to adjust toa much 
smaller organization than 
any he has worked with, said 
Frank Dzubeck, an analyst 
at Communications Net- 
work Architects in Washing- 
ton. Still, analysts said 
Beechwood will be well- 
served with Ponder’s back- 
ground. 


ILLUSTRIOUS PAST 

Ponder was known as a bril- 
liant CIO at Sprint Corp. in 
Kansas City, Mo., and at Fed- 
eral Express Corp. in Mem- 
phis before coming to AT&T 
where it has been hard to as- 
sess his impact, several ana- 
lysts said. 

That might be because Ponder’s ef- 
forts to implement change and his ability 
to shine as an innovator were stymied by 
AT&T’s large and entrenched bureaucra- 
cy, Dzubeck said. He said 30-year em- 
ployees may not have been open to new 
ideas from Ponder. 

His departure is amicable, but Pon- 
der’s tenure unfortunately may be best 
remembered for his disagreements with 
former AT&T President John R. Walter, 
who wanted to outsource information 
technology over Ponder’s opposition, ob- 
servers said. 

In May, Walter removed Ponder from 
overhauling AT&T’s billing systems and 
put him in charge of creating a plan for 
integrating AT&T’s network with its part- 
ners’ systems [CW, May 12]. Many viewed 
it as a demotion. 

Then in July, in what many considered 
a sweet twist of fate, Walter resigned, 
with one board member publicly ques- 


tioning his ability to handle the job. 

Ponder wouldn’t discuss Walter or 
much of what happened during his years 
at AT&T, but he said good progress was 
made on integrating the AT&T network. 
And Ponder said he was proud to be able 
to “give the division CIOs a voice with 
top management.” 

Whatever tension may have existed 
several months ago, AT&T President 
John Zeglis circulated an internal memo 
last week praising Ponder as a “good 
friend” with an “engaging personality 
and ... deep knowledge of information 
systems.” An AT&T spokeswoman said 


Ponder speaks 


CW: What does it take to be a good ClO? 

PONDER: Understanding what the customer 
wants from the company. CIOs must understand 
the total end-to-end process. But we tend to focus 
on what’s in front of us, and it takes more to look 
horizontally and look at all functions. 


CW: What attracted you to a 
CEO post? 

PONDER: I 
wanted to run my own compa- 
ny. ... I like to lead, and I feel 
I’m a good communicator. ... 
So, while I have a technical 
background, you'll find from 
those who know me that I 
spend a lot of time on the hu- 
man side of the organization. 
The only real asset you have is 
people’s brains and abilities 
and experience. It’s going to be 
fun to be involved in all aspects 
of an organization [as CEO]. 


have always 


Systems Dec. 1 


CW: How do you stay on top of technological 
change? 

PONDER: It’s difficult. You have to read a lot, 
and you have to stay close to good people in all ar- 
eas, and you have to arrange to have them keep you 
up to date. You have to learn to tap experts, and you 
need to attend selective seminars. 


— Matt Hamblen 


Ponder is likely to be replaced by Alan 
Jones, general manager and CIO of busi- 
ness and consumer markets. 

So, what has Ponder learned from his 
years of experience? “You always benefit 
from spending a lot of time really under- 
standing the business and staying close 
to customers,” he said. 

Budding CIOs need to learn to focus 
more on management, he said. “Under- 
standing technology is seldom the prob- 
lem. It’s usually management and com- 
munications you need to focus on.”’ 

Seven years as a college professor 
taught Ponder to communicate, make 
the best of one-on-one meetings and be 
able to summarize and get people’s at- 
tention, he said. 

ClOs need to be the best people in 
their organizations in handling informa- 
tion overload, learning to read “a lot” 
while finding the right combination of 
experts to keep them abreast of change, 
he said.O 
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Lotus hopes to redraw 


office market 


CONTINUED FROM PAGE 1 


way to cut the cost of office pro- 
ductivity tools. 

The goal of ESuite is to “make 
computing easier, less expen- 
sive and more closely tied to an 
organization’s business objec- 
tives,” said Lotus President Jeff 
Papows at last Monday’s unveil- 
ing. 

Lotus is the first major vendor 
to introduce a suite that should 
theoretically run anywhere us- 
ing Java virtual machines or 
within World Wide Web brows- 
ers. In bringing ESuite to mar- 
ket, Lotus hopes to redraw the 
office productivity market with a 
minimalist philosophy to re- 
duce the total! cost of ownership. 

Office suites, which have 
been on a features binge for 
years, have grown to more than 
100M bytes. With its applets 
weighing less than 800K and 
500K bytes and the ability to up- 
grade every seat in a company 
from a central location, Lotus 
hopes customers will jump off 
the fast-moving technology 
treadmill and into its arms. 


INDUSTRY WARY 

But observers were skeptical 
about whether Lotus could per- 
suade companies to convert 
their dumb-terminal users to 


"Our clients have been 
clamoring for this kind of 
functionality." 


~ Mark Watson, 
Binary Tree 


network computers and ESuite, 
and whether ESuite had enough 
compatibility to coexist in the 
Microsoft Corp. world. 

Code-named Kona, ESuite 
consists of four major compo- 
nents: the WorkPlace user inter- 
face; nine Java applets, includ- 
ing a word processor, spread- 
sheet, electronic-mail client, cal- 
endar and scheduler; a browser; 
and database access tools. 

The user interface and nine 
applets will be available in Janu- 
ary and will cost $49 per seat 
when purchased in volume. 

A DevPack will be available in 
March for $1,495 per processor. 

Lotus’ announcement includ- 
ed apparent broad support from 
industry leaders, including Sun 
Microsystems, Inc., Oracle 


with ESuite 


Corp., Netscape Communica- 
tions Corp., Novell, Inc., Ameri- 
ca Online, Inc. and Lotus’ par- 
ent company, IBM. 

The companies announced 
various levels of support and 
bundling for ESuite. Even Intel 
Corp. was there to say it would 
try to optimize ESuite for Intel 
processors. Perhaps more sig- 
nificant, the companies also 
agreed to work on a set of speci- 
fications for the network com- 
puter interface, called Web 98. 


SOME QUESTIONS 

But some industry analysts 
questioned how strong the alli- 
ance was and how many users 
will actually adopt ESuite in the 
short term. Judith Hurwitz, 
president of Hurwitz Group, 
Inc. in Framingham, Mass., said 
she hadn’t seen enough features 
that would compel companies to 
use it. “It’s a starting point [for a 
Java suite], but they’ve got a long 
way to go,” she said. 

“It’s yet another user inter- 
face,” said analyst Michael Sulli- 
van-Trainor at International Da- 
ta Corp. in Framingham. He 
said PC users would need to re- 
learn all their office applica- 
tions. And users of 3270 termi- 
nals typically don’t have office 
productivity applications such 
as those included in ESuite. 
Generally, those users need an 
application much more specific 
to their industry, he said. 

Lotus officials said they would 
work on compatibility. For now, 
document exchange can be ac- 
complished through the native 
Hypertext Markup Language 
support in most office suites. 
Word or WordPro files also can 
be accessed through a viewer 
that will be in ESuite. 

Mark Watson, a vice president 
at Binary Tree, Inc. in New York, 
said the applets will let some 
companies bridge compatibility 
problems they have now. Wat- 
son, whose company develops 
Notes and Domino applications, 
said one customer has problems 
sharing Microsoft Office 97 
documents with another com- 
pany that uses Lotus SmartSuite 
97 through Notes. He said the 
two have expressed interest in 
instead using the ESuite applets 
through a Web browser to share 
information. 

“Our clients have been clam- 
oring for this kind of functional- 
ity,” Watson said. 0 
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> Windows, Web ware on tap for Comdex/Fall 


By Computerworld staff 


COMDEX/FALL ’97 promises a 
five-day flurry of new hardware, 
Windows products, network 
computing tools and World 
Wide Web-enabled commerce 
applications. 

An estimated 200,000 peo- 
ple are expected to 
flock to Las Vegas 
next week, cramming 
halls in which 2,100 companies 
will exhibit more than 10,000 
new products. 

On the Web front, 650 com- 
panies are taking part in an In- 
ternet showcase, rolling out 
Web development tools, brows- 
ers, commerce applications and 
security products. 

Here is a peek at what is on 
tap: 

"Microsoft Corp. plans to dem- 
onstrate its multiuser version of 
the Windows NT operating sys- 
tem, code-named 
Hydra. It will let 
users run Win- 
dows applications 
on the server and 
push Windows in- 
to the space net- 
work computer 
vendors have been 
pursuing — the 
traditional termi- 
nal market. The 
company also will announce 
availability of Exchange 5.5, an 
upgrade of its messaging and 
groupware server intended to 


—COMDEX 


Laptops will be featured 


boost scalability and offer addi- 
tional Internet hooks and col- 
laboration features. Version 5.5 
should be capable of supporting 
1,000 users or more. 

Wizzard Software Corp. in 
Pittsburgh plans to unveil Voice 
E-mail, an electronic-mail prod- 
uct with voice recognition. The 
software wiil let users 
navigate through 
their E-mail by using 
voice commands and create 
their E-mail by speaking. The 
software runs on Windows NT 
and Windows 95. It costs 
$49.95 per user license and is 
available now. 

®Dell Computer Corp. in 
Round Rock, Texas, plans to 
show off at least one model of its 
forthcoming Net PC lineup, 
dubbed the OptiPlex N. The Op- 
tiPlex N is due next month and 
features Pentium chips with 
MMxX at 166 MHz and up, 512K 
bytes of Level 2 
cache, and 16M 
to 256M bytes of 
system memory. 
=Actioneer, Inc. 
in San Francisco 
will announce 
Actioneer for 
Windows, mes- 
saging software 
that lets users 
capture, manage 
and share action items con- 
tained in E-mail, voice mail and 
documents. The _ software, 
priced at less than $100 per 


user, runs on Windows 95, Win- 
dows NT Server and 3Com 
Corp.’s Palm Pilot. 

sEven plain-vanilla storage is 
taking a high profile this year 
with a special Fibre Channel 
area that will highlight how the 
interconnection technology can 
speed storage system perfor- 
mance. IBM will demonstrate 
its latest disk drives for high-end 
storage, the Ultrastar 18XP. The 
18.2G-byte drive doubles the 
gG-byte drives on the market. 
=3Com will use the show as a 
backdrop to unveil a host of 
products, including 56K bit/sec. 
offerings and an international 
X2 PC Card modem approved 
for use in more than 30 coun- 
tries. The vendor also will offer 
attendees a sneak preview of its 
upcoming LAN + Modem com- 
bination cards. 

Notebook PC vendors will 
show off speedy new machines 
armed with Intel Corp.’s new 
233-MHz processor with MMX 
technology. The menu includes 
souped-up megalaptops from 
vendors such as IBM, Toshiba 
America Information Systems, 
Inc. and NEC Corp. that weigh 
in at a hefty 8 lbs. and have 14.1- 
in. color screens, some with 
DVD-ROM drives and en- 
hanced sound and video. 

=The mininotebook market is 
heating up with a more power- 
ful 1.8-Ib. Toshiba Libretto 
70CT. It features a 1.57G-byte 
hard drive, 6.1-in. active-matrix 
display and a 120-MHz Pentium 
processor. It costs $1,999. 


Wizzard’s Voice E-mail 


AT&T Corp. is expected to an- 
nounce its entry into the virtual 
private network (VPN) market 
with a service called Worldnet 
VPN, which lets users carve out 
virtual networks over the Inter- 
net. The service is due by year’s 
end and will serve more than 
two dozen countries. Pricing 
wasn’t available. 

#On the networking front, 
Ipswitch, Inc. in Lexington, 
Mass., plans to further enhance 
its WhatsUp Gold network 
management software. The sim- 
ple and inexpensive tool will add 
support for monitoring Novell, 
Inc. NetWare networks and ad- 
ministering Web sites. Version 
3.5 will ship next month for 
$695.0 
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or approve the purchase of internet 
products and/or services? 


SJ Yes No 


3.D0 you use, evaluate, specify, recommend, 


purchase: (Circle all that apply.) 
rating Systems 
(a) Solaris (e) Mac OS 
(b) NetWare (f) Windows NT 
(9 OS/72 (g) Windows 
(d) Unix (h) NeXTStep 
App. Development Products © Yes “J No 
Networking Products QO Yes OD No 
Intranet Products O Yes Q No 


or approve the purchase of internet 
products and/or services? 


GI Yes No 
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Web middleware catches on 


CONTINUED FROM PAGE 1 


application servers between the Web 
server and the database to boost process- 
ing power in the middle tier. 

Analysts said they expect the use of 
that type of middleware to catch on. 

“This will be one of the key technology 
trends in 1998,” said Merv Adrian, a se- 
nior analyst at Giga Information Group 
in Cambridge, Mass. “It's the critical en- 
abling step to bring robust, scalable busi- 
ness applications to the Web environ- 
ment.” 

Net Contents, Inc., for example, hit a 
brick wall. 

The Palo Alto, Calif., company wanted 
to expand its popular Virtual Vineyards 
Web site and move into new areas. But 
adding new hardware and software on 
the back end was becoming impossible 
given the complexity of the business ap- 
plications. 

“We would have had to double our pro- 

gramming staff to 
write our own mid- 
dleware. Fortunate- 
ly, we found we 
could purchase it,” 
said Ed Videki, di- 
rector of electronic- 
commerce systems. 

Videki ended up 
buying Kiva Soft- 
ware Corp.’s Enter- 
prise Server, which 
lets a company cen- 


Net Contents’ Ed 
Videki used Kiva 
software to expand 
his Web site 


tralize its business 
logic so changes to 
an application can 
be made more 


quickly. 

Pacific Bell Internet Services sought 
out an application server to enable its 
Web site to handle the increasing num- 
ber of customers who access billing state- 
ments and ordering services. Not only 
did that allow the company to save mon- 
ey on development costs, but it also re- 
duced hardware expenses. 

Andres Gutierrez, the company’s vice 
president of product and systems devel- 
opment, said he figures Pacific Bell 
avoided at least $1 million in back-end 
hardware costs by licensing application 
servers for about $400,000. 

Without an application server, Pacific 
Bell would have needed more CPU pro- 
cessing power on the back end to handle 
the increased number of transactions 
An application server, on the other hand, 
runs on less expensive hardware. 

“You can either grow with the hard- 
ware or the software, and we decided 
we'd grow with the application server 
software,” Gutierrez said. 

The application server also helped im- 
prove reliability, load balancing and fault 
tolerance, he said. 

Having bought an application server 
for its external site, Hongkong Telecom 
decided to use one for its intranet as well. 

Billing information for the company’s 
wide range of services, such as long dis- 








tance and wireless, is stored on different 
systems. Because of that, a service repre- 
sentative might have to search multiple 
locations for a customer 's bills if that cus- 
tomer purchases more than one service. 
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“That’s where middleware is some- 
thing that would be very powerful, be- 
cause the middleware then would actual- 
ly be going on behalf of the customer 
service representative to all the different 
back ends, pulling all [the information] 
together and presenting it as one dis- 
play,” said Riyaz Moorani, Hongkong 
Telecom’s general manager for the Inter- 
net and intranets. 

Products in this emerging market in- 


Appearing in the 
November 17th issue 


of 
COMPUTERWORLD 


Getting i 
Control of TCO 


clude offerings from major database ven- 
dors such as Oracle Corp., Sybase, Inc. 
and Microsoft Corp., as well as smaller 
players such as Kiva and NetDynamics, 
Inc. Other products that can help inciude 
high-end application development tools 
from Forte Software, Inc., transaction 
processors such as BEA Systems, Inc.’s 
Tuxedo and object request brokers from 
Iona Technologies. Inc. and VisiGenic 
Software, Inc.0 


| COMPAQ 


Total cost of ownership (TCO) is in the spot- 
light — and for good reason. By better man- 
aging the computing environment, IT can not 
only reduce TCO but make the company more 
versatile, agile and competitive. 


A new generation of PCs and servers based on 
Intel’s Wired for Management (WiM) 
Initiative provides built-in management capa- 
bilities that enable remote management and 
centralized IT control. By coupling these WfM- 
enhanced computers with a comprehensive 
management strategy, IT can get control of 
TCO and turn the computing environment into 


Sponsored by 


eam oe UA 


~ A three-step plan for reducing TCO 


and increasing business agility 


Success tips from top iT managers 


The role of new Wired for 
Management-enabled computers 


www.untel.com 


even more of a competitive advantage. Specific 
steps include simplifying the computing envi- 
ronment to reduce complexity without sacri- 
ficing power and versatility, and automating 
management and support functions to lower 
labor costs. 


Look for this supplement in next week’s issue 
and learn how industry leaders are taking steps 
to control their computing environments and 
reduce TCO. Find out what they’re doing — 
and how a new generation of computers based 
on Intel’s WfM Initiative can help. You may 
want to keep it and pass it on to your team. 
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Tool eases heavy-duty online publishing 


By Barb Cole-Gomolski 


ENIGMA INFORMATION Retrieval Sys- 
tems, Inc. this week will announce an 
upgrade to its software that helps compa- 
nies more easily publish and update 
large corporate documents on an intra- 


PST mr. ts) 


net, World Wide Web site or CD-ROM. 

Although intranets allow companies to 
publish text-based business documents 
for mass consumption, Engima’s Insight 
Into Information comes into play for 
large documents such as technical and 
operations manuals. 


get certified 


Fer ae rd 


Available in quality bookstores and stores 
To locate your nearest source for Microsoft Press® products, reach us at 


1-800-MSPRESS in the U.S., or at mspress.microsoft.com 


The software automatically converts 
documents to Hypertext Markup Lan- 
guage, preserving indexes and tables of 
contents. 

Moving such documents online saves 
money and makes it easier to keep infor- 
mation up to date, users said. 


m7 = a 


SUCCESS belongs to those individuals and companies who prepare to win. The 
right training can give you and your business the tools you need to stay ahead of 


the competition. 


Microsoft Press and the Microsoft® Certified Professional program 
deliver the most timely and sophisticated training availabie on 
Windows® platforms and the Microsoft BackOffice* family of 
= products. Training kits from Microsoft Press can help you quickly 
~ acquire skill sets that will make you more productive. 
They'll also help you prepare to take Microsoft Certified 
Professional exams—widely recognized as powerful indica- 
tions of professional credibility. Only self-paced training 
kits from Microsoft Press can carry the Microsoft Official 
Curriculum logo, your guarantee that the information is accurate, relevant, 
and direct from the source—Microsoft. Microsoft Press® training kits help 
you learn to work faster and smarter—so you can g0 farther. 


For example, Consolidated Edison 
Company of New York uses Insight to 
publish government regulations and op- 
erations manuals that the utility is re- 
quired to keep on hand. During an emer- 
gency, such as an oil spill, the utility 
would turn to those documents to deter- 
mine what actions to take. 

Rich Wickboldt, Consolidated Edison’s 
manager of marine operations, said mov- 
ing the regulations and manuals online 
makes them readily available to the com- 
pany’s 17,000 employees. 

It is also much easier to update the 
documents, according to Wickboldt. “We 
used to do this by hand, with updates be- 
ing passed out in the form of hard copies 
to our various locations,” he said. 


One of Insight’s strengths is 
adding an advanced search 
capability to the documents 
that isn't found on most 
intranets. 

~ Ezra Gottheil, Hurwitz Group 


The utility also avoids fines because 
regulators do inspections and assess 
fines if up-to-date documents aren’t on 
hand, Wickboldi said. 

He praised Insight 4.0’s new wizards, 
which guide users through each step of 
the electronic publishing process. The 
upgrade from the Waltham, Mass.-based 
company also has a redesigned user 
interface that more closely resembles a 
Windows 95 desktop. 

According to Ezra Gottheil, an analyst 
at Hurwitz Group, Inc. in Framingham, 
Mass., online publishing makes sense, 
“since it’s the nature of paper documents 
to change a lot.” 

One of Insight’s strengths is adding an 
advanced search capability to the docu- 
ments, which isn’t found on most intra- 
nets, Gottheil said. 

Nick Iaccarino, product leader at air- 
craft engine maker Pratt & Whitney in 
East Hartford, Conn., a subsidiary of 
United Technologies Corp., said 
Insight’s search capabilities help make 
his company’s 4,000-page engine repair 
manual more useful to customers. 

Pratt & Whitney contracts with Enig- 
ma, which publishes the manual on CD- 
ROM using Insight. 

Insight is available on Windows 95 and 
Windows NT Server. It costs $7,500.0 


INSIGHT VS. AN INTRANET 
Insight 
* Automatically 
converts 


documents to 
HTML 


* Automatically 
creates a table 
of contents 


* Has built-in 
search function 


intranet 


* Converts 
documents to 
HTML manually 


* Table of contents 
may get lost 
during HTML 
conversion 


* Search features 
must be added 
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©1997 InterSystems Corporation. InterSystems Caché is a tr, 


RDBMs had a good run. 


Your relational database once ran well, but now you frequently encounter the demons of technological obsolescence. However, relief is in sight. You can now develop 
transactional applications without the limitations of relational technology. With Caché, the post-relational database, from InterSystems. Caché provides the performance 
and scalability needed for complex transaction processing. Unlike “object-relational” products that layer objects onto a relational database engine, Caché incorporates 
a lightning-fast transactional multidimensional data model and advanced object technology. In addition, even in backward compatibility mode with SQL for legacy 
applications, Caché achieves a several-fold improvement in performance and scalability. Now is the time for Caché, the post-relational database, available for GUI and 


Web-based applications on Windows 95 and NT, OpenVMS, and major UNIX platforms. Cail us at (617) 621-0600, or visit our website at www.intersys.com. 


Post-Relational Database. 


New Dimensions of Transactional Performance. FY 





Presenting our new expanded line of servers. Each day more and more companies realize 
= the power and advantages of running their operations with Compaq servers. 
= Today, over one million Compaq servers are in operation. As the need for this more efficient and 
; 4 intelligent form of computing has expanded, our line of servers has expanded to meet every demand. 
ogee The ProSignia 200 is our entry-level server, which your business can buy for the price of a desktop. 
For workgroups, we offer the ProLiant 800 and the new 850R, which is the first high-density, rack-ready workgroup server. 
Moving up the organization, we offer the scalable and flexible ProLiant 2500 for departments and the ProLiant 6000, which delivers 
excellent price performance for midrange enterprises. 
The ProLiant 6500 and 7000 are the newest scalable additions to our line and establish solid enterprise capabilities. Each offers the highest 
levels of availability for 7x 24 computing. 
From the very beginning, Compaq servers have set the standard for open systems computing. Today, Compaq management software allows 
companies to keep networks up and running and costs down. 


The days of having to run your business only on the big, expensive iron are over. The future with Compaq is a wide open, newly paved 


superhighway just begging to be travelled. 


www.compagq.com/products/servers 


THE GREAT TECHNOLOGY 
WON'T BE BUILT WIT! 
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Cabletron adds remote access to flagship switch 


By Bob Wallace 


STARTING IN January, Cabletron Sys- 
tems, Inc.’s data center switch customers 
won't have to buy stand-alone remote ac- 
cess servers to support far-flung workers. 

That’s because the Rochester, N.H., 


networking company last week an- 
nounced the first remote access modules 
that plug in to the company’s flagship 
MMAC-Plus switches. 

“It helps me consolidate remote access 
[systems] into one managed chassis,” 
said Roland Voyages, director of techni- 


© 
om 


cal services at NationsBanc Montgomery 
Securities, Inc. in New York. “And we 
can easily scale the system upwards to 
support more users.” 

The new modules, which can support 
corporate telecommuters, remote offices 
and mobile intranet users, can be man- 
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http://www.betasystems.com 





aged from Cabletron’s Spectrum network 
management system or by using Telnet. 

Integrating remote access in chassis 
switches saves network administrators 
from having to set up, configure, admin- 
ister and manage multiple boxes. Cable- 
tron, which also makes stand-alone re- 
mote access servers, said the chassis 
approach can reduce the total cost of 
ownership by roughly 10%. 

“This is a solid Swiss Army knife ap- 
proach to networking as the [MMAC}- 
Plus it can provide switching, shared me- 
dia and now remote access, all from one 
chassis,” said Craig Johnson, an analyst 
at Current Analysis, a consulting and re- 
search firm in Ashburn, Va. 

The downside is that these switches 
may already be full, or close to full, of 
LAN switching and shared media mod- 
ules. That leaves little, ifany, room for ex- 
pansion. 

Although integrating remote access in- 
to a high-end switch eliminates the need 
for stand-alone remote access servers, it 
can create a single point of failure where 
all is lost in the unlikely event that the 
switch goes down. 

The six new modules are available 
now. One series supports remote users 
over Integrated Services Digital Network 
(ISDN) lines, and a second line supports 
workers using 56K bit/sec. digital mo- 
dems that use Rockwell, Inc.’s K56Flex 
technology. 

The modules support wide-area net- 
work protocols, including Point-to-Point 
Protocol (PPP) and multilink PPP. Multi- 
link PPP can combine up to six 64K 
bit/sec. B channels for greater through- 
put. Each ISDN line has two B channels. 

Authentication schemes supported in- 
clude Password Authentication Protocol, 
Challenge-Handshake Authentication 
Protocol, Remote Authentication Dial-in 
User Service and Terminal Access Con- 


| troller Access Control Systems. 


The modules also handle routing for 
IP, Novell, Inc. IPX and Apple Computer, 
Inc.’s AppleTalk. 

For $16,995, users can buy a module 
with two ISDN PRI/T-1 or PRI/E-1 ports, 
and $23,995 will get them a module with 
four ISDN PRI/T-1 or PRI/E-1 ports. 

Users will be able to buy a module with 
two ISDN PRI/T-1 ports and 48 56K bit/ 
sec. modems for $39,995, and a model 
with two ISDN PRI/E-1 ports and 60 56K 
bit/sec. modems will cost $45,745. 0 


For these and other related links, point 
your browser at www.computerworld. 
com/links/971110remotelinks. html 


= Remote access resources 
www.shiva. com/ techsol/index.html 


= Remote access gets over the hump 
http://www2.computerworld. 
com/home/online 
9697.nsffAll/970505malloy 


= Remote Access Technology 
http://web.syredu/- 
jmwobus/comfagqs/serial- 
technology.html 





ONE KNOWS NETWORKS LIKE 





systems. Open standards. Open doors of interchange anywhere in the world 
That is the promise of networking. 
And that is the promise Novelle is delivering. 
Novell's innovative enabling technologies helped create the networking revolution of yesterday 
and are now helping catalyze the business revolution of tomorrow. 


With millions of users around the world, Novell server operating systems truly power the network. 


The latest version of IntranetWare™ software, for example, offers superior management and control of increasingly complex networks, 


including the Internet and corporate intranets, delivering exceptional value at a low cost of ownership. 
IntranetWare is supported by Novell Directory Services” the industry's leading cross-platform directory service, 
providing single-source administration of all parts of the computing environment, 
including UNIX" and NT servers, minis and mainframes. 


NDS” also closely integrates with Novell BorderManager™ technology, Novell's newest internet product. 


©1997 Novell, inc. All rights reserved. Novell and GroupWise are registered trademarks, and Novell BorderManager, IntranetWare and Novell Directory Services (NDS} are trademarks of Novell, Inc. 
in the United States and other countries. Java is a registered trademark of Sun Microsystems, Inc. in the United Siates and other countries. *UNIX is a registered trademark of X/Open Company, id. 





ell 


BorderManager is the industry's first integrated family of directory-based network services 


that manages, secures and accelerates user access to information at every network border— 
the point where any two networks meet. 
NDS and BorderManager are object-oriented network services that can be integrated under Novell’s Network Object Services for Java’ 
This unique set of Java initiatives allows developers to fully build robust and scalable server-based solutions for the Internet 
using open public API specifications for Java applications for global computing. 
And GroupWise” 5.2 leverages the ubiquity of the Internet to deliver expanded e-mail capabilities 
such as calendaring and scheduling, document management, workflow, imaging, threaded discussions and status tracking— 
for any user with any browser on any server. 
Networks will continue to get bigger, faster and more complex. But they're still just networks. 
And no one knows networks like Novell. 
We have the tools, the technology and the talent to make the networking future a practical reality today. 


Internet, intranet, extranet—anynet—the name of the network is Novell. 





ADVANCED DATA SOLUTIONS 


You've taken great care in 

creating your network picture. 

Now choose the right frame 
to match it. /Y 


©1997 Sprint Communications Company L.P. 


FOR CORPORATE CHALLENGES 


Choose Sprint Frame Relay Service. The first 
service tailored to fit your specific applications needs. 
Optimized for SNA or LAN traffic, it’s the most efficient 
way to run your communications. And the easiest: we 
handle all migration needs and deliver guaranteed 
performance backed by Service Level Agreements. 
And we offer Visual UpTime”™ allowing you to view 
the network and monitor performance real time. 
Call today to receive our Frame That Fits guide 
for more information and to qualify for a special 
introductory offer. Get the frame that fits your 
network, and the efficiency that will boost your 
bottom line. www.sprint.com/datal 1°888380°DATA 


We help your business do more business 





Europe's dreaming of 


By Sharon Machlis 


BACKED By Hewlett-Packard 
Co. and Microsoft Corp., a 
group of European retailers is 
launching an online Christmas 
shopping experiment designed 
to help Old World firms catch 
up with their U.S. counterparts 
in cyberspace. 

The retailers’ new World 
Wide Web site, www.e-christmas. 
com, will feature products from 
about 50 merchants in nine 
European countries. Items for 
sale will include Irish crystal, 
Swiss chocolates and British 
foods. The site was slated to 
make its debut today. 

“We’re keen to be involved in 
any Internet initiative,” said 
Roger Galligan, chief executive 
at House of Ireland in Dublin. 
“It’s kind of a learning process.” 

Project supporters said they 
are interested in building an In- 
ternet infrastructure in the rela- 
tively untapped European mar- 
ket and enticing more com- 
panies onto the Internet — even 


Commodities 


exchanges 
plan merger 


By Thomas Hoffman 


A PROPOSED MERGER between 
two commodities futures ex- 
changes could reap tens of mil- 
lions of dollars in annual IS cost 
savings and spark back-office 
marriages between other ex- 
changes, analysts said. 

As announced last week, the 
plan to combine the Coffee, 
Sugar & Cocoa Exchange, Inc. 
(CSCE) with the New York Cot- 
ton Exchange (NYCE) could 
slash combined information 
systems costs by 30%, said Larry 
Tabb, an analyst at The Tower 
Group, a Newton, Mass.-based 
financial services and technol- 
ogy consultancy. Tabb based his 
estimate on the cost savings 
typically yielded by previous 
mergers in financial services. 

Officials at both exchanges 
declined to comment on the 
merger or proposed savings, 
although a joint press release 
said the transaction “is expected 
to generate significant cost sav- 
ing efficiencies from stream- 
lined operations.” 

A NYCE spokesman said both 
groups must vote on the propos- 


if for now, the bulk of buyers are 
in the U.S. 

“If this gets these technology 
guys interested, that could have 
a significant impact on the 
adoption,” said Nicole Vander- 
bilt, director of the digital com- 
merce group at Jupiter Commu- 
nications, Inc. in New York. 

Europeans say they face elec- 
tronic-commerce obstacles such 
as lower consumer Internet us- 
age and a less-developed Web 
technology and service infra- 
structure than their U.S. coun- 
terparts. They are also less will- 
ing to conduct online business 
until a new generation of secure 
transaction protocols is imple- 
mented. 

But there is growing concern 
among some European busi- 
nesses that a potentially lucra- 
tive new market could be ceded 
to the U.S. and Asia. 

Nobody will predict how 
much revenue might be gener- 
ated from the new Web site, al- 
though project supporters ex- 
pect promotional links on sites 
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an E-Christmas 


Estimated Web users and Internet commerce 


@us. 
@ Western Europe 


Source: International Data Corp., Framingham, Mass. 


such as Microsoft’s and United 
Parcel Service of America, Inc.’s 
will generate a fair amount of 
traffic. KPMG Peat Marwick 
LLP plans to issue a report on 
the project in January. 

“With the Internet, it’s im- 
possible to predict,” Galligan 
said. ‘People who are expecting 
all these visitors to buy may be 
disappointed.” 

Galligan said the House of 
Ireland’s Web site (www. 
houseofireland.com) gets about 
5,000 to 6,000 per 
week — but only 0.2% to 0.3% 


visitors 


The New York Cotton Exchange is expected to save millions 
with its merger with the Coffee, Sugar & Cocoa Exchange 


al. It wasn’t clear when the vote 
would take place. 

About 3,400 employees work 
at the exchanges, which are lo- 
cated side-by-side at the World 
Trade Center. 

The merger makes sense 
from a competitive standpoint 
because all exchanges are under 
pressure by their members to 
increase efficiencies and differ- 
entiate their products from 
competitors, Tabb said. 

He pointed to the Philadel- 
phia Stock Exchange, which re- 
cently developed a set of tech- 
nology-oriented indexes and op- 
tions for its member brokers. 

One analyst said the merger 
between the CSCE and the 
NYCE will entice other ex- 
changes to seek information 
technology partnerships to gen- 


erate similar cost 
“Within two years, you'll have a 
merger of the back offices be- 
tween the two biggest futures 
exchanges, the Chicago Board of 
Trade [CBOT] and the Chicago 
Mercantile Exchange [CME]” 
because of cost pressures from 
member firms, predicted Joseph 
Rosen, managing director at En- 
terprise Technology Corp., an IT 
consultancy in New York. 

A spokeswoman for the 
CBOT said she wasn’t aware of 
any discussions between it and 
the CME regarding back-office 
combinations. 

But in September, CBOT 
Chairman Patrick H. Arbor said 
he would review a proposal sent 
to him by the CME to unify 
their respective clearing opera- 
tions.O 


savings. 


Bus. $155B 
@ Western Europe 


of them actually buy goods. 
Those percentages should rise 
over the next year to 18 months, 
he said, as more consumers are 
exposed to Internet shopping. 
“It’s an exciting initiative. We 
thought it was something we 
should support’ because so 
many organizations in different 
countries are involved, said Rog- 
er Green, joint managing direc- 
tor at EMAP Online in London, 
which is part of the $2.52 billion 
EMAP media company. “We 
view it as an investment.” 
EMAP Online offers theater 
ticket information on the Web; 
actual orders are placed via 
E-mail or the telephone. The 
E-Christmas project will be the 
first time the company com- 
pletes automated electronic 
transactions over the Internet 
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and also the first time it will be 
selling “theater ticket vouch- 
ers,” or gift certificates good for 
any performance, instead of 
tickets for a specific day, time 
and seat. 

Retailers aren't being charged 
to participate on the site, and 
several of those contacted said it 
was relatively easy to join the 
project. The overall Web site, 
though, is fairly complex; it 
seeks to pull together pages 
from 21 different European In- 
ternet providers. 

The project is open to any 
Western European retailer that 
sells goods ‘‘with a European 
flavor” appropriate for a Christ- 
mas gift, organizers said. 

U.S. companies will post an 
estimated $8.5 billion in elec- 
tronic-commerce activity this 
year, but Western Europe will 
garner only $1.1 billion, accord- 
ing to International Data Corp. 
in Framingham, Mass. 

To encourage cybersales over- 
seas, Microsoft will provide its 
server software free for the dura- 
tion of the project. HP is loan- 
ing its hardware free to the 21 
participating European Internet 
service providers. It is also pro- 
viding service and support. UPS 
has offered special shipping 
rates to project participants. O 


eg Users tap online catalog 
projects to save on supply 
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IBM, HP, Seagate vow 
open tape storage spec 


By Tim Ouellette 
and Patrick Thibodeau 


THREE 
hope to cut through all the red 
tape in the midrange tape stor 
age business. 

IBM, Hewlett-Packard Co. 
and Seagate Technology Corp. 
last week unveiled a joint effort 
to develop an open tape storage 
format that will knock down the 
walls between the numerous 
proprietary tape formats on the 
market. 

The group hopes to simplify 
users’ buying decisions and the 
way data is exchanged between 
different tape storage products. 
Users currently must wade 
through competing formats 
such as digital linear tape (DLT), 
SDX, Mammoth and Magstar. 

But details weren’t available, 
and technical specifics aren’t ex- 
pected until early next year. That 
has prompted some observers to 
speculate that the trio may have 


INDUSTRY GIANTS 


another motive stalling the 
growth of DLT tape technology. 
DLT technology is being driven 
by Quantum Corp. in Milpitas, 
Calif., the dominant DLT player 
in the booming midrange tape 
market. 

That growth is being fueled 
by voracious user demand for 
open systems servers. As more 
of these servers enter the data 
center, demand for tape systems 
targeted at client/server applica- 
tion support also has risen. 

The effort isn’t expected to 
change things in the mainframe 
tape world, though. Storage 
Technology Corp. in Louisville, 
Colo., leads the market and is 
developing its own tape format 
for delivery next year. 

“T think all in all this is really 
not affecting the high end, but it 
is in the midrange where there 
is the opportunity,” said Bob 
Amatruda, an analyst at Interna 
tional Data Corp. in Framing- 
ham, Mass. 
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Senate panel nixes ‘net taxes 


> Full Senate to vote on five-year ban next year 


By Matt Hamblen 


ELECTRONIC-COMMERCE ad- 
vocates were cheered by a key 
Senate panel’s vote last week 
barring state and local govern- 
ments from taxing Internet 
sales for at least five years. 

The Internet Tax Freedom Act 
passed the Senate Commerce, 
Science and _ Transportation 
Committee by a 14-to-5 vote, but 
it won't be considered by the full 
Senate until next year. 

“T’m glad to hear it,” said Carl 


Leubsdorf, webmaster at Calvert 
Group Ltd. in Bethesda, Md. “If 
states enacted Internet taxes, 
they would drive all the business 
overseas.” 

Leubsdorf is busy creating 
World Wide Web applications to 
let Calvert customers and finan- 
cial advisers access portfolio 
data at its site (www.calvertgroup. 
com). Eventually, Calvert hopes 
to sell from the site. 

Businesses that delve into 
Web commerce also have raised 
the concern that various taxes by 


state and local governments 
would be confusing to track. 
Some companies certainly 
would try to evade taxation by lo- 
cating Web servers in jurisdic- 
tions that have lower taxes or in 
foreign countries. Tracking 
down the taxes owed could be a 
huge burden for state and local 
governments, analysts said. 


CHOKING GROWTH 

The measure’s chief sponsor is 
Sen. Ron Wyden (D-Ore.), who 
has the blessing of the Clinton 
administration and others who 
believe such taxes could choke 


Digital plans Fibre Channel package; 
market preps for user ramp-up in 1998 


By Tim Ouellette 


THIS WEEK, DIGITAL Equip- 
ment Corp. will join the Fibre 
Channel fray. 

The Maynard, Mass., firm will 
announce Fibre Channel sup- 
port in its StorageWorks RAID 
Array 7000 and Enterprise Stor- 
age Array 10000. 

Additionally, Digital is plan- 
ning to offer Fibre Channel 
switches, hubs and adapters li- 
censed from other companies in 
order to give users a complete 
storage networking package. 

The great promise of Fibre 
Channel. an interconnect proto- 
col among computer devices, is 
that it will let users get around 
the current cabling length, de- 
vice and performance limita- 
tions imposed by the SCSI stan- 
dard found in most storage 
systems today. 
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Vendor 


“Users want to begin Fibre 


Channel technology test beds 


now. But no one is doing 


mission-critical work on Fibre 


Channel just yet.” 


~ Brenda Christensen, 
Fibre Channel Association 


“It gives you greater flexibility 
to expand in the data center. So 
if it is not too expensive to up- 
grade, we will go to Fibre Chan- 
nel for storage performance,” 
said Greg German, assistant di- 
rector of library systems at 
OhioLink, a statewide university 
library network in Columbus. 

However, analysts said there 
are still bottlenecks in adapters 


Product 


and servers that will 
limit the performance 
gains, but not the flexi- 
bility, found in Fibre 
Channel. 

That’s why, in most 
cases, users are only 
contemplating or test- 
ing Fibre Channel. They 
say they are still happy 
with the performance 
— though not the dis- 
tance and connectivity 
limitations — of Ultra- 
SCSI, an improved version of 
SCSI. 

While vendors such as Digital 
are building Fibre Channel sup- 
port into their products, the ad- 
dition of networking products 
lets users one-stop shop for 
their storage needs, observers 
said. The combination of Fibre 
Channel storage and network- 
ing tools allows them to build 
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growth of the Internet. 

Various groups that represent 
state and local governments and 
oppose the measure haven't 
waged a loud fight. They have 
voiced concerns that as sales of 
goods and services go online in- 
stead of being sold in traditional 
ways, sales tax revenue will be 
depleted. 

“Some people worry about 
the threat [of the act] to Main 
Street merchants. But if Main 
Street merchants are competi- 
tive, they will survive against E- 
commerce,” said Chris Hill, a 
spokesman for The Motley Fool, 


pools of storage, separate from 
the corporate network, on high- 
speed storage networks [CW, 
Oct. 20]. 

Digital is licensing Fibre 
Channel _ switch technology 
from Brocade Communications 
Systems, Inc. in San Jose, Calif., 
and hub technology from neigh- 
boring Gadzoox Networks, Inc. 

Other firms, including Sun 
Microsystems, Inc., Data Gener- 
al Corp. and MTI Technologies 
Corp., are also planning or ship- 
ping similar packages. 

“Users want to begin Fibre 
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da 200) om 
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? Prevents confusion from 
30,000 state and local 
taxes 


* Gives internet commerce 
a chance to grow 


om 


merchants that are 
taxed on their sales 


© Undercuts states’ rights 
to tax 


a financial information concern 
(www.fool.com) in Alexandria, 
Va., that runs a popular site.O 


Channel technology test beds 
now,” said Brenda Christensen, 
a director of the Fibre Channel 
Association and vice president 
of marketing at Brocade. “But 
no one is doing mission-critical 
work on Fibre Channel just 
yet.” 

Digital’s arrays will ship with 
Fibre Channel support early 
next year. In mid-1998, users 
of existing arrays will get a 
Fibre Channel controller that 
can be plugged in to their box 
without requiring a “forklift up- 
grade.” 0 


Microsoft considers $1B 
investment in cable group 


By Carol Sliwa 


LEST THERE BE any doubt, Mi- 
crosoft Corp. is dead serious 
about cable. 

Betting that cable will be the 
chief entry point to the Internet 
for home users, the Redmond, 
Wash., software giant reportedly 
is considering a $1 billion in- 
vestment in US West Media 
Group’s cable television opera- 
tions, according to a published 
report. 

Microsoft and US West offi- 
cials declined to comment, say- 
ing they don’t respond to specu- 
lation and rumors. 

The deal could give Microsoft 
a 6% stake in US West's cable 
business. 

That would mark Microsoft's 
second major investment in a 
cable company. In June, Micro- 


soft invested $1 billion in Com- 
cast Corp., 2 deal that gave the 
software maker an 11.5% share 
in the Philadelphia-based cable 
company. 


STALLED TALKS 
Just weeks ago, Microsoft re- 
portedly was nearing a similar 
deal with Tele-Communica- 
tions, Inc. Those talks reported- 
ly stalled over Microsoft’s con- 
cerns about TCI’s 39.5% stake 
in @Home Networks, a poten- 
tial Internet access competitor 
that uses the World Wide Web 
browser software of rival Net- 
scape Communications Corp. 
Microsoft's cable investments 
mesh with its $425 million 
purchase of WebTV Networks, 
Inc., which delivers Internet ac- 
cess to televisions via set-top 
boxes.0 
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Technodupes It all started 


with the accursed 


mapping software, 

which was supposed to shave precisely 41 minutes 
off our eight-hour drive from the Boston area to Get- 
tysburg, Pa., for my niece’s wedding last week. 

My first clue came when my husband handed me 
the 17-page printout from the street atlas program. 
There were tiny maps, mileage charts galore and esti- 
mated driving times between exits. “isn’t this amaz- 
ing?” he said, beaming like a man who'd never even 
have to consider asking for directions again. 

“What's wrong with that 1978 Rand McNally Road 
Atlas we always use?” | asked. He rolled his eyes and 

pointed out how technology 
was showing us the swiftest 
route possible. Oh, and that 
stretch down the Cross 
Bronx Expressway — the 
most godforsaken strip of 
nightmare driving in all five 
; New York boroughs — was 
ing to be well worth it in time saved. 

As we inched our way through sheets of rain that 
day in the traffic-jammed Bronx, | realized how insidi- 
ously technology dupes us into changing our habits 
and even overlooking common sense. 

Consider our widespread enslavement by E-mail as 
Exhibit No. 1 here. We are so duped by this technology 
that we have actually changed our work habits to ser- 
vice our overloaded mailboxes. How many of us whine 
incessantly about how we can’t keep up with those 
150 messages a day? Yet we try so hard — as if it’s go- 
ing on our permanent record somewhere if we don’t 
read and respond to every one. 

Think about how often you’ve had to slog through a 
tedious software switch from, say, a Lotus product to a 
Microsoft one because the marketing dweebs are 
sending you documents you can no longer read. And 
how many useless Web sites are languishing out there 
because someone got technoduped into paying for 
something they didn’t need in the first place? 

i would have gladly shared this whole technoduping 
theory with my husband once we arrived — two hours 
behind schedule —- for that family wedding. But we 
weren’t actually speaking at the time. 


Maryfran johnson, Executive editor 
Internet: maryfran_johnson@cw.com 


(www.computerworld. 


Wells Fargo column overlooked a few PCs 


= coLuMN by Frank Hayes in 
your Sept. 15 issue [“Show- 
down at the PC corral”] had a lot of 
references to the Old West, but un- 
fortunately, Hayes failed to rope in 
all of the story 
about the use of 
PCs in Wells Far- 
go bank branch- 


CN Tay 
don't need a 


es. PC to balance a. 


When Hayes 
spoke to me and checkbook. : 
another bank rep- 
resentative, we explained that we 
do not want to have our front-line 
branch employees (tellers) spend- 
ing time working in front of PCs 
when they need to be spending 
time in front of the customer pro- 
viding service. A PC potentially 
represents a lot of distractions that 
take away time from customer ser- 
vice. This crucial point was left out 
of his column. 

Contrary to what Hayes wrote, 
employees don’t need a PC to bal- 
ance a checkbook. And since our 
tellers do not typically write 
memos, use spreadsheets or create 
Power Point presentations, they do 
not need a PC for those functions 
either. 

We did tell Hayes that most of 
the PCs that had been in the First 
interstate Bank branches before 
our merger had been taken out. 
However, we were wrong to leave 
him with the impression that 
there are no PCs in the branches 
now. Our branch-based employees 
who need PCs have PCs. These in- 
clude branch managers, Premier 
banking managers and financial 
consultants. Employees who don’t 
need them don’t have them. 

As Hayes accurately pointed 
out, our tellers, through our new 


customized networked terminals, 

now have more information at 

their fingertips about our cus- 

tomers than the First Interstate 

branches ever had. This informa- 

tion means they can assist 

customers to a greater de- 

gree, even though not 

every employee has a 

word processor on his 
desk. 

Tom Unger 

Vice president 

of public relations 

Wells Fargo & Co. 

San Francisco 


Microsoft should realize 
‘Javarlike’ isn't true Java 


DO NOT BELIEVE that Microsoft is 
Depabie of derailing the eventual 
success of Java. 

When I want to write for the 
Microsoft-owned API, I’ll use C++ 
and get the maximum perfor- 
mance out of the Windows ma- 
chine. When I want my applica- 
tion to run across as many 
platforms as possible, I’ll choose 
Java. 

If Microsoft’s offering is Java- 
like but doesn’t run 100% Java ap- 
plications, it’s simply not Java, and 
it shouldn’t be able to use the 
name. If Microsoft won’t supply 
true Java virtual machines for its 
operating systems, I’ll get them 
through Sun, Borland, Symantec, 
Netscape or any of the other Mi- 
crosoft competitors eager to sup- 
ply 100% Java to the Windows 
masses. Then my applications will 
run just fine. 

David Rawle 
Nashville 
daver@ nashville.net 


GIS applications are where 
the rubber meets the road 


yo RECENT STORY on “Shar- 
ing geographic information 
systems (CIS) talent with world” 
[CW, Oct. 6] made me chuckle 
when I saw the factoid saying, 
“Harding & Lawson’s primary GIS 
is Arc/Info and ArcView from En- 
vironmental Systems Research In- 
stitute in Denver.” There are quite 
a few (maybe 50 or 60) firms do- 
ing some sort of GIS-related busi- 
ness in Colorado, but ESRI is 
based in Redlands, Calif. 

After years in the GIS market- 
ing business, I say the GIS indus- 
try’s image problem hasn't 
changed much at all. Namely, the 
recognition and acceptance of GIS 
into the mainstream of IS. 

The only stories that make 
headlines in the mainstream IS 
publications are stories about ap- 
plications, yet many GIS folks 
cling to their own industry by fo- 
cusing on the engine technology 
rather than on areas where the 
rubber meets the road: applica- 
tions. 

Doug Meyer 
EDataBank Systems 
Highlands Ranch, Colo. 


Computerwerld welcomes 
comments from its readers. 
Letters shouldn’t exceed 200 
words and should be ad- 
dressed to Maryfran Johnson, 
Executive Editor, Computer- 
world, PO Box 9171, 500 Old 
Connecticut Path, Framing- 
ham, Mass. 01701. Fax num- 
ber: (508) 875-8931; Internet: 
letters@cw.com. Please in- 
clude an address and phone 
number for verification. 





TACKLING LEADING ISSUES IN NEW TECHNOLOGIES ~ VERSION 1.0 


We're giving you more control 
over your clients and servers. 


In a world of rapid change, As the leading supplier of 
control can mean the difference new technologies for the computer 
between a business thriving and industry, Intel is committed to 
merely surviving. The more delivering solutions. 
control a company has over its To start with, we design 
desktops, the more agility it has manageability right into our 
to move fast, solve problems processors, baseboards, platforms— 
creatively, and quickly explore new even our newest EtherExpress™ 
ways of doing business. PRO/100 network 

Networked com- pepe adapters. Our Pentium’ I] 
puting environments EE processor contains — 
based on the Intel self-test and monitoring 
architecture play a oe circuitry that minimize 
critical role in business ee downtime and provide 
agility. However, the valuable data to 
very traits that make those environ- | management software. Along 
ments so powerful—the breadth with instrumentation throughout 
of hardware and software choices, __ the platform, Pentium II processors 
the growth in desktop capabilities, help simplify system management. 
the explosion of the Internet — Through our Wired for 
also make them more chailenging | Management (WfM) initiative, 
to manage and control. we're working with other PC 
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industry leaders to ensure that 
Intel architecture environments 
offer not only the most powerful 
array of business capabilities, but 
the most manageable. We’ve 
spearheaded an industry-wide 
effort to develop guide- 

lines for a new generation 

of platforms— designed 

from the ground up for 
manageability —to be 

centrally managed over 

the network. Now, s 

based on those guidelines 

are coming to market, and 

they deliver a rich set of 
capabilities for managing 

and controlling the computing 
environment. 

With our LANDesk» 
Management Suite, we offer a 
comprehensive set of software 
tools that can automate tasks 
ranging from software distribution 
and virus protection to inventory 
control and asset management. 
LANDesk family products also 
provide remote management 


features that help IT reduce total 
cost of ownership (TCO) and 
increase agility by automating and 
centralizing management functions. 

Manageability rests on more 
than just products—but products 

are a good start. By 
deploying PCs, Net PCs, 
and servers based on the 
Pentium Ii processor and 
the Wired for Management 
baseline, companies are 
better positioned to 
increase manageability. 
Add industry-leading 
management software 
such as the LANDesk 
family, and companies are further 
able to reduce their total cost of 
ownership, enhance business 
agility, and thrive in a world of 
ongoing change. 

Manageability is just one 
element of business agility. Watch 
for future Tech Buzz issues to 
bring you up-to-date information 
on other ways to make your 
business more agile. 


Wired for more control. 


Wired for Management- 
capable PCs and Net PCs can 
help your IT organization increase 
service levels, reduce support costs, 
and boost the ability to deploy 
new capabilities quickly. They do 
this by enabling down-the-wire 
remote management that delivers 
benefits in four key areas: 

Asset management. Built-in 
instrumentation lets systems 
identify themselves to management 
software, and provides a wealth 
of data for inventory control and 
asset management. 

Off-hours and remote 
maintenance. Remote boot and 
remote control capabilities can 
“wake up” a PC and install or 
upgrade software, without 
disrupting the user and without 
a technician’s involvement. 


Initial system configuration. 
A service boot feature aliows 
unattended installation of new 
systems, including installing the 
OS and user software. 

Remote problem resolution. 
Support techs can take over a 
system remotely, increasing first-call 
resolution rates and minimizing 
the need for “house calls.” 
Hardware monitoring and alerting 
heads off many problems. 

The net effect? Network 
uptime, user satisfaction and 
business agility go up. Support 
costs and TCO go down. 
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Sales force automation: You’re in trouble when... 


Michael Gentle 


aving recently completed a major sales force 


automation project (for more than 500 reps), 


I’ve found it’s no cakewalk. I didn’t run into 


all of the following problems, but the experience did 


point out these not-so-obvious signs of trouble: 


. IS is brought late into a 100% user- 
lriven project. It’s hard telling users — 
who still have the demo-glow on their 
‘aces — that the 

sractical issues of en- 

1ancements, perfor- 

nance and interfac- 

ng to customer data 

:ould very well delay 

he rollout by a year 

and double their bud- 

zets. 

2. The business case 

for the project is focused more on effi- 
ciency (automating the paper trail, for in- 
stance) than effectiveness (improving 
one or more aspects of the selling 
process, for example). Who cares if bet- 
ter “productivity” enables a rep to 
squeeze in one or two more calls per day 
if those calls are poorly targeted and un- 
likely to generate an order? Sales force 


Who cares if better “produc- sxcsicusc 
tivity” enables a rep to 
Squeeze in one or two more 
badly targeted calls per day? 


automation investments are very ex- 

pensive and can be offset only by in- 

creased sales, not by reduced costs. 
3. Your IS department develops an appli- 
cation in-house. With a slick prototype 
and a good spiel about competitive ad- 
vantage, you'll have no problems selling 
your sales organization on the idea. But 
you'll live to regret it a year later, when 
the costs and complexities of distributed 
computing and support hit you between 
the eyes. No IS department can build 


sales force automation systems more 
cost-effectively than a vendor with a mar- 
ket of 100 users. 
4. You choose a vendor whose largest 
client has a sales force one-tenth the size 
of yours. A vendor with no large clients 
will face enormous difficulties in scaling 
up to the industrial-scale processes and 
procedures required to successfully man- 
age projects and roll 
several hundred 


5- You didn’t evaluate 
seriously the vendor’s 
hot-line support. A few 
hundred reps can easi- 
ly overwhelm a small 
support structure, lead- 
ing to exponential user 
dissatisfaction in the 
initial stages of the project, when you're 
least able to recover from it. If the ven- 
dor’s support unit isn’t a call. »nter with 
an automatic call dispatcher and accept- 
able processes and procedures in place, 
you'd better have a contingency budget 
and a backup plan to cope with the in- 
evitable. Remember, hot-line support 
should be treated with the same impor- 
tance as critical software features. 

6. You chose the latest and greatest lap- 
tops on the market, effectively ensuring 


Reno vs. Gates? My bet’s on Bill 
John Gantz 


anet Reno must be nuts to go after Microsoft. I 


don’t see how she can win. Microsoft’s better 


off with her as an enemy. Sure, Microsoft’s 


claims that Internet Explorer is really part of the oper- 


ating system are bogus, but that doesn’t mean the gov- 


ernment should muck about in our software industry. 


My opinion comes to me not out of 
any great love for Microsoft (for example, 
I hate Windows) or the “Limbaugh Let- 
ter” (I am a Massachusetts liberal). It 
comes from my early days as a working 
journalist. 

For years, I covered the many IBM an- 
titrust trials, which culminated in the 
government suit filed on the last day of 
the Johnson administration. Later, I cov- 
ered the AT&T antitrust trial that led to 
divestiture. I learned the following: 

First, antitrust in our dynamic indus- 
try is almost impossible to prove under 
the Sherman Antitrust Act. IBM’s de- 
cline as a “monopoly” was well under 
way from natural causes long before the 
trial ended. AT&T had good cause to 
break itself apart for competitive reasons 


long before Judge Harold Greene forced 
the issue. This industry is so young, 
vibrant and competitive that it’s hard to 
prove the harm in monopoly power. And 
Microsoft has a smaller portion of the 
software industry than IBM had of the 
computer industry. 

Second, the defendants (Microsoft, 
IBM, AT&T) have more money and bet- 
ter lawyers than the government. Day af- 
ter day, I’d watch a phalanx of IBM 
lawyers — each of whom probably made 
more money in a year than the 
government’s legal team — grind 
away at the morale and determina- 
tion of their outnumbered foes in 
the Foley Square courtroom. You 
think Microsoft won’t make mince- 
meat of our public servants? 


Third, the government’s motivation is 
political. Reno wouldn't pick this fight if 
she didn’t think there would be some pos- 
itive fallout for her and the Clinton/Gore 
team. You think her successors are going 
to carry on her fight against a company 
that many of its customers think is a 
good guy? While Microsoft’s lawyers are 
fighting for their own and their client’s 
wealth, the government lawyers will be 
wondering when a new regime at Justice 
will hang them out to dry. 


TIME ON THEIR SIDE 

Fourth, time favors the defendant. The 
minute a lawsuit is 

filed, the issues are 

frozen in time. En- 

tropy erodes the 

government’s case. 

Microsoft will be able 

to string this out for 

years and will have ; 
plenty of time to re- Ws 


The industry is to 


dynamic a place to prove 
an antitrust case. 


that your sales force does the beta-test- 
ing. A quirky machine (modem, touch- 
pad, and so forth) can be a show-stopper 
for a large, often technophobic, sales 
force, for whom a portable must work, 
period. Estimate the costs to fix or patch 
hundreds of fauity machines scattered 
around the country; that will persuade 
you to stick with mature products that 
have been shipping for at least six 
months. 

7. You sign separate contracts with your 
hardware and software vendors, increas- 
ing the chances of finger-pointing when 
things go wrong. To ensure complete co- 
operation between the two, get the soft- 
ware vendor to endorse your choice of 
laptops, and then sign one contract with 
that vendor for both the hardware and 
software. 

8. The sales director imposes a project 
deadline that excludes time for a proper 
pilot test. A pilot test of two or three 
months is absolutely essential for a sales 
force automation project. It takes that 
long to validate product features and to 
allow the types of problems outlined 
above to manifest themselves in time for 
you to take corrective action.O 


Gentle is a project manager at a telecom- 
munications company in Paris. 


organize pending a settlement or adverse 
decision. Bill Gates isn’t going to lose 
much money or sleep over this. 

And fifth, the other guys are just as 
bad. For every predatory practice alleged 
in the antitrust suits against IBM, you 
could find one or more shady practices 
on the plaintiffs’ part. After a while in 
the IBM case, it began to look as if the 
cure wouldn’t be much better than the 
disease. And deregulation created the 
benefit for customers, not busting up 
AT&T. 

I doubt that Microsoft will let this 
issue get to a trial or that Justice will go 

after Microsoft on anything but the 
narrowest of terms. I don’t see what 
Janet Reno, Bill Clinton or Al Gore 
have to gain here after the initial flur- 
ry of publicity. But $365 million is a 
small price for Microsoft to pay to 
own the corporate Internet desktop. 

My prediction? Watch for Mi- 
crosoft to stall and the government 
to cool its jets. This issue will go 
away. O 





Gantz is a senior vice president at 
International Data Corp. in Framing- 
ham, Mass. His Internet address is 
Jgantz@idcresearch.com. 
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Year 2000 disclosure 


Public companies must 
disclose the following 
year 2000-related issues: 


8 Costs if the year 2000 
causes future sales and 
profits to be off-kilter 
with past sales and 
profits 


§ Costs and consequences 
of not addressing year 
: 2000 issues 


# Whether the year 2000 
could affect products, 
services or competitive 
position 


Source: Securities and Exchange Commission 
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Women repave road to success 


By Laura DiDio 

CARLENE ELLIS, Intel Corp.’s 
CIO and vice president of tech- 
nology, made it through a win- 
dow in the glass ceiling 11 years 
ago when she became an officer 
of the company. 

How did she do it? “I’m the 
biggest risk taker you'll ever 
meet, and I don’t play racquet- 
ball,” Ellis said. 

Ellis and dozens of other 
high-level female executives are 
rewriting the rules on how 
women can make it to the top 
at Fortune 1,000 businesses. 
Forming close alliances, taking 


Women get to the top not by 
mimicking men’s behavior, but with: 
> Strong alliances with peers 

and supervisors 


> Technical competence 


> High performance in meeting 


goals 
> Endurance 


Carol Gallagher 


Source: “Women and the Giass Ceiling” by Dr. Carol Gallagher 


risks and motivating co-workers 
to achieve their goals are the 
methods that helped propel 75 
women executives to top man- 


Technology checks in 


> Hotel chain books systems to boost sales 


Choice Hotels’ new property management systems will auto- 
mate hotel from check-in through billing 


By Craig Stedman 


TECHNOLOGY Is fast becoming a 
key tool for boosting revenue in 
the hotel business. And Choice 
Hotels International, Inc. is a 
prime example. 


Like other hotel chains, 
Choice has always spent big 
money on its central reserva- 
tions system. But now the Silver 
Spring, Md.-based company is 
moving on numerous fronts to 

Hotel, page 40 


agement posts, a newly pub- 
lished study has found. 

The study, “Women and the 
Glass Ceiling” by Dr. Carol Gal- 
lagher, a psychologist and prin- 
cipal at American Management 
Systems, Inc. in Fairfax, Va., is 
also the focus of a conference 
this Friday in Monterey, Calif., 
that will host the women who 
participated in Gallagher’s 
study. 

Gallagher’s findings, based 
on 18 months of interviews with 
top female executives at Fortune 
1,000 companies, contradicted 

Women, page 42 
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Fund network 
bearish about 
the Internet 


By Thomas Hoffman 

SO MANY ONLINE companies are 
scrambling to set up Internet- 
based business models. But 
FundServ, isn’t one of 
them. 

FundServ is a Toronto-based 
mutual fund network that 
routes 80% of Canada’s 8 mil- 
lion annual fund trades among 
mutual fund companies, finan- 
cial intermediaries and broker 
dealers. 

Gordon Divitt, the company’s 
president, is pushing FundServ 
to develop more World Wide 
Web browser-based applications 
to make trade data more acces- 
sible to its clients. But like other 
players in the mutual fund in- 
dustry, Divitt is being very cau- 
tious about doing any serious 
production work over the Web. 

For FundServ, processing 
trades over the Internet “is a 
long way away,” Divitt said. 
FundServ runs a private frame- 

Fund network, page 40 
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WORKFLOW MANAGEMENT 


Utility hopes IT overhaul 
recharges customer service 


By Jaikumar Vijayan 
CALL IT AN EFFORT to get current 
with existing technologies. 
Virginia Power, a Richmond, 
Va.-based utility that serves 
more than 2 million customers 
across an area the size of South 
Carolina, has just embarked on 
a massive overhaul of some of 
its core information technology 
processes and technologies. 
The goal is to improve cus- 
tomer service and cut opera- 
tions costs by developing a new 
workflow management and ge- 
ographic information system 
(GIS) that integrates and auto- 
mates many of the utility’s ex- 
isting processes and data. 
When the project is finished, 
service engineers who now sift 
through thousands of paper 
maps will be able to pinpoint 
the locations of electricity poles 


Virginia Power's upgrade will 
let staffers find utility poles 
with computerized searches 


with computerized searches, 
among other things. 

To be completed in late 1999, 
the project will help the utility 
improve management of all its 

Utility, page 40 
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Hotel chain books new systems 


CONTINUED FROM PAGE 39 


put more powerful technical ca- 
pabilities in the hands of its lo- 
cal franchisees and its market- 
ing and franchise management 
departments. 

The goal is to help the $430 
million international chain's 
properties get more revenue out 
of their rooms, said Gary Thom- 
son, vice president of informa- 
tion systems at the company’s 
data center in Phoenix. 

“Hotels have not been a high- 
ly technology-driven industry at 
the locai level,” Thomson said. 
“We really weren't pushing the 
whole idea of trying to generate 
additional revenues there. But 
we felt like we were leaving 
money on the table.” 

Choice is changing its ways 
big-time now. The company, 
which franchises a variety of 
mostly midpriced hotels, is 
rolling cut the following proj- 
ects aimed at turning informa- 
tion into more business: 

#A local property management 


system based on Microsoft 
Corp.’s Windows NT and SQL 
Server database. The system, 
which automates hotel manage- 
ment from check-in through 
billing, has been installed at 
about 300 sites since May and 
is expected to be placed at 2,500 
U.S. hotels by the end of 1999, 
Thomson said. 

8A satellite network that ties 
the property management soft- 
ware to Choice’s Unix-based 
central reservation system, 
which runs on an Informix 
Software, Inc. database. Thom- 
son said the satellite links, 
which are at 100 hotels now, 
will give Choice a better shot at 
filling rooms that haven’t been 
reserved locally. 

@A yield management applica- 
tion, in testing now and due 
next year, that is supposed to 
help hotels get the best possible 
rates on room bookings. 

#An Informix-based data ware- 
house, scheduled to go live in 


Fund network bearish 


CONTINUED FROM PAGE 39. 


relay network across Canada 
and taps in to a public frame- 
relay network to exchange cross- 
border traffic with companies 
such as Fidelity Investments in 
the U.S. 

“I think I do a better job ser- 
vicing Customers using a private 
intranet where we still have 
control over the pipe,” he said. 

Divitt has the support of at 
least one FundServ customer. 
Because FundServ serves mutu- 
al fund companies that sell their 
products primarily through fi- 
nancial intermediaries, “there 
would be a lot of concern about 
sales information going across 
the Internet,” said Brian Gore, a 
vice president at AGF Manage- 
ment Ltd. a Toronto-based 
management and distribution 
company for mutual funds. 

There have been “a whole 
bunch of concerns” among mu- 
tual fund companies about us- 
ing the Internet for trade pro- 
cessing, including the standard 
security and reliability issues 
that revolve around clearing and 
settling transactions, said Oc- 
tavio Marenzi, research director 
at Meridien Research, Inc., a 
Needham, Mass.-based financial 
services consultant. 

Web-enabled organizations 
that have a few years of online 


experience have learned that the 
cost benefits of running opera- 
tions over a “free” network 
“aren't as great as you might 
think,” especially after you fac- 
tor in network management 
fees for an Internet service 
provider, Marenzi said. 

Divitt agreed. “There are 
more hidden costs on the Inter- 
net,” such as security and en- 
cryption costs, than using a pri- 
vate intranet, he said. 

FundServ’s network operating 
costs have jumped 33% over the 
past three years. But hidden In- 
ternet costs are one of the rea- 
sons why FundServ plans to 
stick with its TCP/IP network, 
Divitt said. FundServ’s commu- 
nications cloud is fairly com- 
plex. In addition to the frame- 
relay networks, the company 
uses X.25 and fiber-optic net- 
works to connect it to 300 bro- 
ker dealers and 60 mutual fund 
companies across Canada. 


CLIENTS HELP THEMSELVES 

Last March, FundServ began de- 
veloping browser-based _inter- 
faces to let its clients check on 
the status of activities such as 
the availability of contract files 
over the private network. The 
browser-based applications, de- 
veloped using Microsoft Corp.’s 


January, that will store informa- 
tion on guests for marketing 
analysis uses. 

#An intranet and companion 
franchise management system, 
also built on Informix databas- 
es, to give employees a more 
complete picture of the hotels 
they oversee. Both went into 
use in the past five months. 


NO MORE GUESSING 

Choice’s new applications 
should automate “what would 
have been a lot of guesswork in 
the past for the hotels,” said Bill 
Clegg, senior director of fran- 
chise service in the company’s 
Charlotte, N.C., regional office. 
For example, decisions on when 
to start discounting room rates 
mostly were left to intuition un- 
til now, Clegg said. 

Jeff Griswold, a consultant 
who works with hotel compa- 
nies on technology matters, said 
Choice has been among the 
most enthusiastic about beefing 


Internet Explorer, allow Fund- 
Serv to offer some help desk 
functions over the network and 
“get people accustomed to using 
these browser front ends,” Di- 
vitt said. 

The networks, which Fund- 
Serv built with help from Tan- 
ning Technology Corp., a sys- 
tems integrator in Denver, have 
gone a long way toward sup- 
porting FundServ’s growth. 
Three years ago, Tanning 
helped FundServ build a trans- 
action processing monitor to 
control the routing and process- 
ing of fund trades among 
clients. 

The system, which houses an 
Oracle Corp. database running 
on Sun Microsystems, Inc. 
servers, has helped FundServ 
increase its monthly processing 
volumes more than tenfold, 
from 52,000 transactions in 
February 1995 to more than 
800,000 transactions in Febru- 
ary 1997. 

FundServ plans to extend oth- 
er browser-based applications to 
clients next year and to replace 
their “clunky” VT-220 screens 
with browser-enabled PCs to 
check on trades and launch 
ad hoc queries, Divitt said. He 
said those applications and all 
other operations will continue 
to be run over a private net- 
work. 

“We're committed to conirol- 
ling bandwidth for a long time 
to come,” Divitt said.0 


CHOICE HOTELS INTERNATIONAL 


Franchises: Clarion, Comfort and Quality Inns, plus four 


other hotel brands 


Annual revenue: $430.9 million 
Number of franchised hoteis: 4,200-plus 


Problem: Needed to automate individual hotels and 
make more data available to its franchising managers 


and marketing employees 





Solution: Projects include a property management 
system and a data warehouse 


up its IS capabilities. 

But Choice isn’t alone in us- 
ing technology to boost sales. 
For example, HFS, Inc. in Par- 
sippany, N.J., and Promus Ho- 
tel Corp. in Memphis also are 
implementing local hotel man- 
agement systems. HFS is also 
spending $5.5 million to build a 
data warehouse with informa- 
tion on customers across all of 
its brands, which include rental- 
car and real estate businesses 
[CW, Aug. 18]. 

“Many [hotels] have been in 
the Dark Ages on technology,” 
said Griswold, who works at 


Utility 


facilities, records, maps, sched- 
uling and human resources. 
That, in turn, will help Virginia 
Power increase employee pro- 
ductivity, improve customer re- 
sponse times and reduce the 
cost of operating crews, said 
Marvin Walker, a project man- 
ager at the utility. 

The integrated work manage- 
ment/GIS is part of a larger 
$100 million overhaul of the IT 
services and support infrastruc- 
ture at Virginia Power. 

“This is going to completely 
change the way we do work in 
this part of Virginia Power,” 
Walker said. The biggest chal- 
lenge, he said, will be getting 
the 700 to 800 eventual users 
of the new system up to speed 
on some on the automated pro- 
cedures and processes the sys- 
tem will bring. 

Such sweeping process 
changes are often what it takes 
for some corporations to pull 
aging IT infrastructures and 
processes to more competitive 
levels, said Gerry Murray, an an- 
alyst at International Data Corp. 
in Framingham, Mass. 

“Typically, many of the poli- 
cies, procedures and other data 
[of companies in previously reg- 
ulated industries] are stored on 
archaic mainframes or paper- 


Chervenak, Keane & Co. in New 
York. “But it’s an absolute ne- 
cessity now to be able to track 
your guests and know what they 
like.” 

Thomson declined to say how 
much Choice is investing in all 
its projects. Training is a big is- 
sue at individual hotels, “where 
you have a very transient work- 
force,” he said. Choice has 
more than 30 IS employees 
running both local and regional 
training classes, and it devel- 
oped a CD-ROM to help hotel 
employees learn the new tech- 
nology. O 


based systems that resist 
change,” Murray said. “As a re- 
sult, there often is an incredible 
amount of procedural and oper- 
ational inefficiencies.” 

To help pull itself out of such 
an environment, Virginia Power 
has roped in the services of Log- 
ica, Inc., a U.K. professional 
services organization, to act as 
the main integrator. 

Logica will replace Virginia 
Power’s mainframe-based work 
management system with the 
integrated systems. The new 
client/server-based system will 
be composed of workflow man- 
agement software from Logica, 
as well as a range of job plan- 
ning, mapping and design soft- 
ware from other vendors. 

Most of the data that will flow 
through the integrated work- 
flow/GIS system will be the 
same information that is avail- 
able today. But all of it will be 
available centrally and in an au- 
tomated fashion instead of be- 
ing widely dispersed and some- 
times on paper, as it is today. 

For instance, work requests 
will automatically be routed 
through a series of predefined, 
formal processes such as sched- 
uling, construction, closing and 
archiving of the request. 

Similarly, the integrated GIS 
capability means Virginia Pow- 
er engineers will have instant 
electronic access to detailed 
maps of the entire area covered 
by the company. 
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~Paradyne Corporation, a pioneer 
and leader in digitat network access, 
has customers who not only want 
fast rk access, they want fast 
anes on the Status of their orders 
that used to mean tne 


. The company knew the answer 
was a self-service application on the 
Web; but how could they integrate a 
Web reporting system with mainframe 
legacy.data? The answer... EDA 
middleware and WebFOCUS from 
Information Builders... 


Web Access to Legacy Data 
Using Information Builders EDA 
middleware and WebFOCUS reporting 
engine, Paradyne customers are now 
able to launch dynamic queries 
against live mainframe data. The 
whole system was built in 90 days. 
And in less than two months Paradyne 
reduced order status telephone calls 
by over 40%, enhanced customer 
relations, and stimulated new business 
by driving customers to its Web site. 


Call THE BUILDERS 

Want to build cutting-edge Web 
applications that can access, update, 
or create dynamic reports from live 
data resident in any application or 
database? Call THE BUILDERS at 
(800) 965-INFO or visit our Web site 
at www.ibi.com. 


Sree ts > information 
Builders 


www.ibi.com 


(800) 969-INFO oa 
In Canada call (416) 364-2760 Uniting the WEB 


EDA and Webfocus are trademarks of Information Builders, Inc., NY, NY. E-mail: info@ibi.com. and the Enterprise 
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Women repave road to success 


CONTINUED FROM PAGE 39 


the conventional wisdom of how women 
succeed in business. 

“When I started, I believed women 
had to network the way men do, that 
they had to play it safe, be ruthless, pro- 


duce results that outpace their male 
counterparts and play the man’s game in 
order to crack the glass ceiling,” Gal- 
lagher said. But the women debunked 
those myths. 


The common denominator among the 
75 female executives studied was a set of 
four characteristics: competency in their 
chosen fields, outcomes that entailed 
high performance, relationships that in- 
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volved alliances at ali levels both within 
and outside the organization and en- 
durance. 

Ellis, based at Intel’s Santa Clara, 
Calif., headquarters, said she considers 
traditional networking techniques such 
as exchanging business cards at cocktail 
parties a waste of time. 

“Neither myself nor any of the women 
executives I know have the time to stop 
off at the bar after work or play a game 
of racquetball. We’re too busy taking care 
of the home and kids,” Ellis said. 

Like Ellis, Dawn Lepore, chief infor- 
mation officer at Charles Schwab & Co., 
a San Francisco-based brokerage, credit- 
ed the help of a few good men and 
women and her willingness to take 
chances in helping her become Schwab's 
first female CIO. 

Four years ago, when Schwab was 
faced with a total network overhaul, no 
one wanted the job. Except Lepore, that 
is, who at the time was a senior vice 
president. “Whoever led the project was 
either going to win big or fail big. I was 
terrified but volunteered anyway,” she 
said. 

Lepore succeed by “relentlessly look- 
ing” for the best people she could find, 
getting them involved in the migration 
and listening to their advice. Doing that 
buried another stereotype: that a woman 
has to be as ruthless as the Melrose Place 
character portrayed by Heather Locklear. 
Lepore’s promotion to CIO, her superi- 
ors told her, was largely due to her high 
rating among her peers. 


THE THRILL OF THE CHALLENGE 

All the women studied said they aban- 
doned job security at established firms 
and actively sought challenges. 

Connie Galley, president and CEO of 
TSI International Software, Inc., an ap- 
plications integration software company 
in Wilton, Conn., said she has “no inter- 
est in playing it safe.” In 1985, she left 
the safety of an established firm — The 
Dun & Bradstreet Corp. — to form the 
TSI spin-off. “It was an opportunity, and 
I convinced 50 of my peers at D&B to 
come along,” Galley said. 

Gloria Salsedo-Everett, vice president 
of network engineering and operations 
at AirTouch Communications, a San 
Francisco wireless company, also thrives 
on change and challenge. She aban- 
doned the “comfort zone” of Pacific 
Telephone in 1983 to join Pactel Wire- 
less. “It was a lateral move professionally 
to a completely new field — cellular 
phones — that I knew nothing about,” 
she said. 

Salsedo-Everett said being in a vertical 
market such as high technology made it 
“easier to prove my competency than 
other softer areas of business like mar- 
keting or administration.” 

That sentiment was echoed by Lin 
Knapp, chief knowledge officer at Coop- 
ers & Lybrand LLP, the New York ac- 
counting firm. "High technology is 
much more open to women executives,” 
Knapp said. By contrast, she said, pro- 
fessional services companies and law 
firms are still “extraordinarily dominated 
by males in the top positions.” 0 
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It's easier to listen to a single voice for all your communication services 


How many local phone companies do you use? Too many to remember? Well, now that MCI 
has local service, just remember one company. For everything. From Conferencing to Data to 
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in volume discounts) and one check to write. So your company will spend less time on 


bureaucracy and more time on something far more important: your business. Sound good? 
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PERVASIVE INTRANETS 


Companies that have at least 
75% of their desktops 
connected to an intranet: 


37% 
Bt 


* Projected 


Base: 650 IS professionals 
Source: Delphi Consulting Group, Inc., Boston 
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Dow techs meet 
and greet users 


By Julia King 

PRINCETON, N.]. 

ONE EARLY APRIL morning in 
1995, Tim Andrews packed 11 
of his co-workers at Dow Jones 
Interactive Publishing into two 
vans and set out on a weeklong 
mission to find out 
exactly what users 
would want from a 
totally revamped Dow Jones 
News Retrieval Service. 

The idea, Andrews said, was 
“to really get right in the face of 
customers and expose people 
who had never before been ex- 
posed to customers, so they 
could really understand the 
value of what they do.” 

John DeLorenzo, a _ self- 
described “networks guy” and 
assistant director at Dow Jones 


—OQNLINE _ 


Global Operations, was among 
the dozen. 

Time and again, DeLorenzo 
said, customers told him the 
same thing. The new service 
should be fast — very fast — 
and easy to navigate. Later, 
those would become among the 
main reasons Dow 
launched an extranet 
that offers direct 
frame-relay connections. 

Users also wanted autonomy. 
Sales and marketing people in 
particular wanted to do their 
own searches rather than sub- 
mit research requests to corpo- 
rate librarians. They wanted ac- 
cess to a broad spectrum of 
information sources, all of 
which they could quickly and 
easily navigate by PC. 

Dow Jones, page 47 
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Electronic catalog seen as time, money saver 


Online Universal Catalog 
highlights 


* Customized pricing and 
supply information for 
a company’s contract 
vendors 


* Searchable database 
* Online ordering option 


By Sharon Machlis 


TWO MAJOR service companies 
have launched online catalog 
pilot projects they hope will 
shave time and money off the 
now largely manual process of 
ordering office supplies. 

The tests, at Blue Cross and 
Blue Shield Association in 
Chicago and Charles Schwab & 
Co. in San Francisco, will use a 


customized electronic catalog 
hosted by a service vendor. The 
goal is to conduct business with 
the vendors it has under con- 
tract at negotiated prices. 

The idea is to make it easier 
for employees to access that in- 
formation — and make it more 
likely that they will buy from 
the approved vendor list, at the 
lowest cost. 

“Work is required to populate 


Web-based technical support offers just the FAQs 


REVIEW? Right Now 
unifies product, 
support and consulting 


By David Strom 


I SPEND A LOT of time talking to 
vendors about their products. 
The words I never want to hear 
on the telephone from their 
technical support folks are “You 
are the first person to call us 
with that problem.” Misery 
loves company, and solving a 


glitch is always easier when you 
find someone else who has 
faced the exact same issue. 
That’s the idea behind a new 
service offered by a start-up 
company in Bozeman, Mont., 
called Right Now Technologies, 
Inc. The offering, Right Now 
Web, is actually a series of dif- 
ferent things: part product, part 
outsourced technical support 
and part consulting. But it 
works and is a viable option for 
vendors and companies that 
want to get people off the 


phones and on with their daily 
computing lives. 

Actually, Right Now Web 
doesn’t have to be used at all for 
tracking computer-related prob- 
lems. It can be used by any 
company whose products re- 
quire technical support, espe- 
cially those that have already as- 
sembled long lists of frequently 
asked questions (FAQ) that 
solve most customer problems. 

It makes searching the FAQ 
more palatable and is much less 

Technical support, page 47 


the catalog, but once it’s done, 
it’s done,” said Jonathan Han- 
dler, contract manager for infor- 
mation technology at Blue Cross 
and Blue Shield. Then employ- 
ees need to be encouraged to 
learn to use the system, which 
uses an Internet browser as a 
front end. 
Although he hasn’t estimated 
cost savings for the project yet, 
Electronic catalog, page 47 


REVIEWP 
Right Now Web 


Bozeman, Mont. 
www.rightnowtech.com 

Pro: Handles customer queries 
and searches FAQ knowledge 
base via the Web. 

Con: Importing a iarge 
knowledge base can be 
expensive. 

Price: Outsourced for $250 per 
month or $5,000 license and 
$1,000-per-year maintenance. 


NICK CARDILLICHIO 





PERITUS 


Are we there yet? 

DP, MIS, IT. 

Mainframes, Minis, PCs. 
Reengineering, Rightsizing. 

You've been through it all and have emerged 
intact. Then, just as you thought “oneness” 
was upon you, the impending millennium cast 
a shadow on your enlightenment. 

Patience, Grasshopper. 

Peritus can show you how to take your busi- 
ness into the future through the dynamic new 
paradigm of software evolution. When practiced 
by Peritus, the four disciplines of software evolu- 
tion—maintenance, modernization, migration, and 
mass change—deliver measurable productivity 
gains and cost reductions through our Outsourcing 
and Insourcing services. And our Automate:2000® 
technology licensing program can provide you 
with the ultimate century-compliant experience. 

It may not be nirvana, but we're working on it. 

Call Peritus today at 1-800-598-7787, or visit 


our web site at www.peritus.com. 
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Dow Jones gets to know users 


Many of those suggestions 
found their way into the Win- 
dows-based dial-up news service 
that came 12 months after the 
development team’s first joy- 
ride. 

But now, virtually all of them 
have been incorporated into 
Dow Jones Interactive (http:// 
djinteractive), the company’s 
new World Wide Web-based 
news and research service. 

Launched eight weeks ago 
and already installed on tens of 
thousands of desktops, the ser- 
vice contains a_ searchable 
library of almost 4,000 publica- 
tions, including the Dow-owned 
The Wall Street Journal; reviews 
of and direct links to more than 
1,000 business Web sites; and a 
custom news-alerting service 
that continuously informs users 
via electronic mail of develop- 
ments at companies and 
industries they track. 

But what really differentiates 
the service is users’ ability to 
integrate that information into 
their own corporate intranets. 

Beginning next year, Dow 
Jones will even begin selling a 
“starter tool kit” to help cus- 
tomers reformat its content for 
internal posting. 


FAST AND SECURE 
Customers can access the ser- 
vice over the Internet or via a 
private extranet, a strategy that 
DeLorenzo pushed for after 
listening to users’ repeated de- 
mands for both fast and secure 
access. 

“We had to be able to guaran- 
tee service levels that internet 
providers can’t guarantee,” De- 
Lorenzo said. With extranets, 
“customers can have their own 
private frame-relay connection 
and don’t have to deal with the 
Internet cloud or traffic conges- 
tion,” he said. 

“What we’re doing is licens- 
ing the product and the ability 
to create links to the content,” 
said Andrews, editor and execu- 
tive director of enterprise prod- 
ucts at Dow Jones Interactive 
Publishing. 

“We think the real power is 
letting customers integrate con- 
tent into the way they do busi- 
ness,” he said. 

So does Trish Foy, director of 
Coopers & Lybrand LLP’s 
Knowledge Strategies Group, 
which provides about 17,000 
employees with access to the 
Dow Jones service via its 
intranet-based CyberLyb. 

“If one of our consultants is 
researching mergers and acqui- 


sitions, they can just log into 
the intranet and CyberLyb and 
immediately have access to a 
full compendium of research 
services,” Foy said. 

Previously, she said, many 
Coopers & Lybrand staffers had 
individual access to electronic 
news services, which was more 
expensive than the enterprise- 
wide flat fee that the firm now 
pays Dow Jones. 

Another benefit is that Coop- 
ers & Lybrand’s librarians and 
corporate researchers can now 
focus on providing higher-value 
services. 

“Now, we might actually do 
our own industry report or con- 
solidate information because 
we’re not doing data dumps 
and handing them off to peo- 
ple,” Foy said. 


Meanwhile, back in Prince- 
ton, Andrews is busy planning 
another road trip. 

This time, he’s thinking 
about renting a couple of train 
cars, including a sleeper. Anoth- 
er trip will give the development 
team a chance to get updates 
from customers and get reac- 
quainted with one another. 

“When you travel with peo- 
ple, you hear about everything,” 
Andrews said. “You find out 
things you didn’t even want to 
know. By about the third day, 
you know everything about their 
families, everything about their 
kids. everything about their 
failed marriages and everything 
about the foods they like and 
don’t like. But we're all still very 
close friends and very in- 
volved.” 0 


Companies try electronic catalog 


CONTINUED FROM PAGE 45 


Handler said it will save the 
time spent thumbing through 
paper catalogs and will save 
money by simplifying the 
process of finding the best 
prices. 

Start-up Requisite Technolo- 
gy, Inc. in Boulder, Colo., is 
supplying the catalog software 
and will host the server and 
handle transactions. 

It costs about $50,000 to 
$100,000 to set up a company’s 
custom catalog, plus a subscrip- 
tion fee based on the number of 
users, company officials said. 
There is no per-transaction fee. 

The catalog will be tied back 
to suppliers for ordering. 

There are currently two ver- 
sions of the Requisite software 
for customers: one based on 


Hypertext Markup Language 
(HTML) and a more powerful 
version built on Java. Handler 
said his company already is 
rolling out the HTML version 
but is still working out security 
issues for the Java one. The 
latter involves creating a tightly 
controlled opening in the com- 
pany’s firewall. “You’ve got to 
make sure you've done the se- 
curity right,” he said. 

Schwab plans to use the tech- 
nology for its buyers, which it 
hopes will free up those work- 
ers to spend more time negoti- 
ating contract pricing for the 
company instead of making 
calls for the latest pricing. Offi- 
cials expect to make the catalog 
available to all employees for 
ordering goods and services. 0 
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Banks flock online 


West Coast banks are moving quickly toward electronic banking, 
but they still aren’t getting enough customer traffic to give them 
a return on their investments, according to a survey of about 
400 banks by Deloitte & Touche LLP. 

More than half the banks polled said they offer some elec- 
tronic banking services, with the remaining banks making plans 


to offer those services. 


Many banks said they offer electronic services to keep up with 
competitors. “It’s not because there is an imminent return on 
investment, but because the guy next door is doing it,” said 
Bola Ajere, a Deloitte analyst who worked on the report. 

Of the banks that offer electronic services, 59% provide ac- 
count information and money transfer services, and 27% pro- 


vide online billing payments. 
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Technical support on Web 


provides just 


CONTINUED FROM PAGE 45 


expensive than keeping opera- 
tors standing by to answer ques- 
tions. 

It works like this: When a 
user or customer accesses your 
support site, Right Now's search 
engine lets them search for an- 
swers by subject or keyword. 
The search returns a list of re- 
lated FAQs, which may have 
been authored by your support 
staff or captured from queries 
by earlier users — much in the 
same way that an Internet 
newsgroup works. 


OLD IDEA, NEW APPROACH 
Actually, the marriage of the 
World Wide Web to technical 
support has been consummated 
before. There are several ven- 
dors that will sell you a product 
that connects a browser to a live 
phone operator. 

That is an interesting ap- 
proach, but it assumes that 
customers can receive audio via 
the Internet, which isn’t a fore- 
gone conclusion. 

Right Now Web tries a differ- 
ent approach. You take a FAQ 
list and import it into Right 
Now’s system. Using a Web 
browser without any special 
plug-ins, you can query the 
Right Now database and can see 
right away if the questions were 
relevant. Right Now Web is part 
search engine, part scoring sys- 
tem and part advice to the frus- 
trated user — all rolled up in- 
side your browser. 

A similar but less satisfying 
approach is Account Mark, 
Inc.’s Helpanswers.com. 

Right Now Web has several 
pieces. First is the knowledge 
base, which contains the series 
of questions and answers. It 
comes with its own search tool. 
You enter keywords to search 
for relevant items; nothing out 
of the ordinary there. 


HERE’S THE MAGIC 

But once you submit your 
query, you see the real magic of 
Right Now Web. With most In- 
ternet searches, you get a ton of 
chaff and very little wheat. With 
Right Now Web, you can focus 
on the relevant stuff because at 
the end of each potential solu- 
tion is a question asking if it ad- 
dressed your problem or not. 

If it did, Right Now Web 
notes both the query and your 
response. It uses that informa- 
tion to rank the solution. That 


the FAQs 


is a deceptively simple system, 
but it helps target answers to 
your question by correlating the 
experience of previous users. 

And that is just the user side 
of the system. Right Now Web 
also has an administrative side 
that lets corporations keep track 
of queries; print summary re- 
ports of how many people asked 
which question when; and see 
queries for which no answer 
was available. All those controls 
are available using a Web 
browser, of course. 

There are several ways to as- 
semble a Right Now system. 
You can license the software 
from Right Now directly and 
put the knowledge base on your 
own Windows NT server run- 
ning SQL Server. That costs 


Right Now Web is part search 


engine, part scoring system 
and part advice to the 
frustrated user all rolled up 
inside your browser. 


$5.000 plus annual mainte- 
nance of $1,000, not including 
the NT and database server 
licenses. You can outsource the 
knowledge base to Right Now, 
and it will host it on its server 
farm for $250 per month. That 
price includes up to five admin- 
istrative log-ins and up to four 
hours of Right Now’s time to 
set up your knowledge base. 

To make that option work, 
you will need a link on your 
corporate home page to Right 
Now's site. 

Right Now returns electronic- 
mail queries when users send 
in personal requests. It offers a 
free 30-day trial, as well. 

The outsourcing method as- 
sumes that Right Now’s servers 
will be running and will have a 
reliable Internet connection. 
But I had some availability 
problems one afternoon during 
my tests. 

Right Now Web represents a 
unique way of adding technical 
support to your Web site in sim- 
ple yet powerful ways. Live 
demonstrations are available at 
the company’s Web site.O 
Strom is an independent reviewer 
in Port Washington, N.Y. He can 
be reached at david@strom.com. 
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PANASONIC OFFICE PRODUCTS CO. has an- 
nounced the Panafax UF-770lI, an Inter- 
net fax machine. 

According to the Secaucus, N.J., com- 
pany, users can direct the hardware fax 
machine to send faxes over the Internet 
by dialing in an electronic-mail address 
rather than a telephone number. 

The hardware was designed to reduce 


long-distance phone charges because 
users pay for only local Internet access 
when faxing to E-mail addresses. 

It works by converting scanned faxes 
into Tag Image File Format files that are 
attached to Multipurpose Internet Mail 
Extension files. 

The Panafax UF-770I costs $4,695. 
Panasonic Office Products 


(201) 348-7000 
www.panasonic.com/office 


OBJECTIVITY, INC. has announced Aziza 
Enterprise Web Manager, World Wide 
Web site management software for large 
intranets on Windows NT and Unix plat- 
forms. 

According to the Mountain View, 
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Calif., company, the software has three 
components. 

The Web Object Manager manages 
content on multiple servers and coordi- 
nates access for thousands of site edi- 
tors. Web Management Clients let au- 
thorized users check out pages for 
editing and link tracking. 

Two Web Content Servers — one 
Hypertext Transfer Protocoi and one file 
transfer protocol — allow site authoring 
with browsers and applications such as 
Adobe Systems, Inc.’s PageMill. 

Pricing starts at $8,000 for one server, 
unlimited users and up to 500 pages of 
content. 

Objectivity 
(650) 254-7100 
www.aziza.com 


FRAMEWORK TECHNOLOGIES CORP. has an- 
nounced Aspects Site Builder 2.0, soft- 
ware for building and managing engi- 
neering project Internet and intranet 
sites. 

According to the Watertown, Mass., 
company, the Windows software helps 
users build engineering project World 
Wide Web sites with interrelated images, 
spreadsheets and computer-aided design 
drawings. 

It uses a drag-and-drop interface for 
designers who aren’t familiar with 
Hypertext Markup Language 

Once a site is completed, users can 
click on tabs or icons to view designs in 
progress or documentation such as elec- 
trical schematics. 

The software costs $3,000 per seat. 
Framework Technologies 
(617) 923-8890 


www.frametech.com 


HT COMMUNICATIONS, INC. has announced 
Internet Framer, a hardware device for 
connecting PCs to the Internet via frame 
relay. 

According to the Simi Valley, Calif., 
company, the device establishes a point- 
to-point session between itself and the 
host PC. It then strips off the point-to- 
point protocol overhead before transmit- 
ting to the network over its 56K-bit/sec. 
frame-relay connection. 

Internet Framer costs $595. 

HT Communications 


(805) 579-1700 
www.htcomm.com 


INNOMEDIA, INC. has announced InfoTalk, 
a device for making long-distance calls 
over the Internet at local rates. 

According to the Santa Clara, Calif., 
company, InfoTalk plugs in between the 
telephone handset and a normal tele- 
phone wall connection. 

It uses the user’s Internet account in- 
formation and packet compression to 
route long-distance calls over the Inter- 
net. 

The device has a built-in LCD screen 
and a data/fax modem. 

InfoTalk costs $299.95. 

InnoMedia 
(408) 562-3535 
www.innomedia.com 





Behind every great person stands another great person. In this case, it happens to be more than 65,000 service 
people. For over 15 years Compaq has worked with some of the finest service partners worldwide. Today our 
combined expertise provides our customers with the most comprehensive IT life-cycle management services 
possible. We plan. We implement. We maintain. We upgrade. We listen to your specific 
needs. Then we deliver solutions that have a positive irmpact on your business. 

| As the company that sells the most computers on the planet, 

| we believe that one person has the power to change the 


world. 65,000? The possibilities are endless. 


www.compaq.com/support 
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If the answer is Cisco, you know 
your network service provider is 
supported by the products and 
technology that brought the 
Internet to business. In fact, the 
Internet as we know it today is 
built on Cisco equipment. 

Cisco Powered Network™ 
service providers are equipped to 
make your network work for you. 
Whether it’s Internet access, ATM, 
frame relay or other data services, 
you will know your business is 


getting the quality it can depend on. 
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Look for the new Cisco 
Powered Network mark or visit 
our Web site at www.cisco.com 
to find out more about the 
participating network service 
providers. Either way, you will 
know your provider is committed 
to giving your business the most 
in reliable, secure and innovative 
service. And you will know it’s 
powered by Cisco — the company 
that makes the world’s networks 


work for business. 


Cisco SYSTEMS 


® 
The Network Works. 
No Excuses.” 
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Base: 150 !S professionals 


Source: international Data Corp., 
Framingham, Mass. 
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LANs ¢ WANs ¢ Network Management 


From bandwidth- poor to switch-rich 


> Millipore ade pipes, eases database access 
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MIGRATION 


Notes sniffer 
eases moves 
to Exchange 


By Barb Cole-Gomolski 
ASK ANYONE WHO has migrated 
from Lotus Development 
Corp.’s Notes to Microsoft 
Corp.’s Exchange, and they'll 
tell you: It isn’t easy. And com- 
panies that run both systems 
and try to share information 
also face challenges. 

Electronic-mail and discus- 
sion databases can be moved 
with relative ease between Notes 
and Exchange using third-party 
tools. The tricky part is moving 
applications — customized pub- 
lic folder databases with some 
business logic built in to them 
— that are based on the mes- 
saging systems, users said. 

“I may wait a year before I 
solve this problem,” said Mark 
Bennett, information systems 
manager at Security DBS, a 
division of Dresser Industries in 
Dallas. The company makes 
drill bits for oil wells. 

Dresser is largely a Notes 
shop, but Security DBS uses Ex- 

Notes sniffer, page 53 


_ business was hurt by a net- 


_ Corp. database. 


By Bob Wallace 

MILLIPORE CORP. is known for 
filters that can sift tiny parti- 
cles from air or water. But its 


work that squeezed users 
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width on our LANs was just 
not enough for quick access 
to the applications. There was © 
no way the hubs could pro- % 
by the applications.” 


ing became frustrating. “No 
matter how much bandwidth 
we had, the users wanted 1 


now is upgrading its LANs 
and WANs to widen the pipes 
and improve access to critical 
applications on an Oracle 


“Every other day we were 


_ firefighting,” said Ram Prab- 
»» hu, 
| tions manager at Millipore in 


corporate communica- 


Bedford, Mass. “The band- 


more,” Prabhu recalled. 

One area of concern was 
the call center Millipore uses 
to take orders from outside 
customers. 

“One-third of our $900 
million in business comes 
over the phone. Agents go 
into the Oracle database and 
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“No matter how much bandwidth we had [on our LANs], the hte pve more” 


Diagnostic tool taps OpenView data 


>» SMARTS product 
builds custom logic 


By Patrick Dryden 


SYSTEM MANAGEMENT ARTS, INC. 
(SMARTS) is starting to apply 
its unique event correlation soft- 
ware to specific troubleshooting 
needs of information systems 
managers. 

The White Plains, N.Y., com- 
pany, which specializes in per- 
formance analysis, introduced 
InCharge last spring as a gener- 
al-purpose engine for diagnos- 
ing failures in any complex en- 
vironment. 

But systems staffers balked at 
investing time and program- 
ming talent to teach InCharge 
what to analyze. They had to de- 
fine all relevant relationships 
among hardware and software 
in a mathematical matrix that 
InCharge scans to quickly reveal 
the root cause of a problem 
from any symptoms. 

SMARTS this week is launch- 
ing the first in a series of fo- 
cused versions of InCharge. 
Each will eliminate the need for 
users to develop models for 
analysis by adapting available 


data about networks, systems or 
applications. “Now, InCharge is 
quicker to use and more intelli- 
gent because it can receive data 
you already have on hand,” said 
beta-tester Frank Henderson, 
chief technology officer at Net- 
plex Group, Inc. in McLean, Va. 

The first custom tool, In- 
Charge IP Fault Manager, filters 
through all the alerts that flood 
managers of complex networks 
to find the most likely source of 
trouble. The first version inte- 


grates with the most popular 
network management platform, 
Hewleit-Packard Co.’s Open- 
View Network Node Manager. 
“Right out of the box, this 
solved our need to reveal which 
specific device failed in order to 
trigger a trouble ticket,” said 
beta-tester Karl Kaufman, a net- 
work systems engineer at Elec- 
tronic Data Systems Corp. 
InCharge snaps right into the 
OpenView database and sends 
Diagnostic tool, page 52 


InCharge event correlation engine now links to HP CpenView; 
users don’t have to build relational models for troubleshooting 
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Millipore widens pipes 
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enter orders and couldn’t tolerate de- 
lays,” Prabhu said. 

The situation got worse earlier this 
year when Millipore acquired two com- 
panies, adding 1,100 employees. 

Now with 7,000 employees, the com- 
pany decided to install switched connec- 
tions using equipment from 3Com Corp. 
Switching provides dedicated bandwidth, 
whereas shared hubs require users to 
contend for capacity. 

“Our objective is to replace all shared 
hubs with switching,” Prabhu said. 

To ensure plentiful bandwidth be- 
tween 3Com SuperStack I and Ii Ether- 
net switches, Prabhu installed a 100M 
bit/sec. Fast Ethernet backbone. 

“We didn’t have a network stability 
problem before the upgrade, but the per- 
formance after we went with 3Com 
switching has been tremendous,” said 
Mike Doyle, senior database administra- 
tor at Millipore. “It’s helped boost the 
performance of the Oracle applications 
as well.” 

Network upgrades are a popular way 
to improve database access, according to 
Infonetics Research Corp., a San Jose, 
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its diagnosis to the OpenView manage- 
ment station “so we don’t have to build 
anything,” Kaufman said. 

The tool kit and logical language for 
InCharge aren’t difficult to use for creat- 
ing models, and the new interface to 
OpenView is a significant advantage, 
said beta-tester Gerald Murphy, director 
of network management services at RPM 
Consulting, Inc. in Columbia, Md. 

“We had this operating within an hour 
at a bank customer,” he said. InCharge 
helps by suppressing OpenView’s dupli- 
cate alarms and listing probable causes 
for a problem, even when OpenView 
data is incomplete, he said. 

OpenView users stand to gain a much 
more valuable function than maps and 
basic alerts, according to Bill Gassman, 
an analyst at Gartner Group, Inc. in 
Stamford, Conn. Trusting its diagnosis 
will take time, however, and SMARTS 
needs greater ability to respond once the 
problem is found, he said. “If InCharge 
proves itself on networks, it should be 
valuable for troubleshooting systems and 
applications as well,” Gassman said. 

SMARTS officials said they will sup- 
port additional network management 


platforms with IP Fault Manager and en- 


able InCharge to extract information for 
its relationship models from data 
sources that track wide-area networks, 
systems and applications. InCharge IP 
Fault Manager for HP OpenView costs 


$25,000. It runs on Sun Microsystems, 
Inc.’s Solaris and HP’s HP-UX.O 


(www.computerworid.com) 


Calif., research and consulting firm. It 
recently released a study that showed 
that improving database access was the 
fourth-biggest influencer of high-speed 
LAN purchases. 
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Millipore officials considered higher- 
bandwidth technology such as Asyn- 
chronous Transfer Mode. But the com- 
pany went with the 3Com Ethernet 
product because it used a technology 
with which Millipore was already famil- 
iar and provided an upgrade path to 
Gigabit Ethernet. 

The switches improved LAN perfor- 
mance, but Prabhu also had to find a 
way to eliminate performance problems 








on the company’s Sprint Corp. frame- 
relay network. 

Most remote sites had 56K bit/sec. 
frame-relay lines to the company’s Bed- 
ford headquarters. But those sites didn’t 
have direct Internet access. To get to the 
Internet, they had to compete with 
application data on the frame-relay lines 
to Bedford, where Millipore had a T1 
connection to BBN Planet Corp., Prabhu 
explained. That meant each line was car- 







Envision an enterprise that’s 


completely compatible, 


infinitely scalable, totally expandable, 


easily manageable, and entirely mobile. 








rying critical application data and not-so- 
critical World Wide Web data at the same 
time. “We had to tell employees not to 
do Web traffic during work hours be- 
cause the Oracle business users were 
suffering. And our entire company runs 
on Oracle,” Prabhu said. 

Prabhu said he hopes to alleviate the 
problem by giving remote sites direct In- 
ternet access rather than squeezing them 
through the gateway at Bedford.O 


change. As a result, there are certain cor- 
poratewide applications, such as those 
from the accounting department, that 
Security DBS workers need either to ac- 
cess from Notes or to migrate to Ex- 
change. 


Introducing Acer’s 


mobile client server 


solution — the new. way to truly realize 
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enterprise productivity. 
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The company uses software from 
LinkAge Software, Inc., which Microsoft 
bought last July, to let workers on Ex- 
change share mail and discussion data- 
bases with Notes users. 

But it has yet to port any Notes appli- 
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tion to Exchange 


cations to Exchange, Bennett said. 

At American International Group 
(AIG), an insurance company in New 
York, the IS department manually 
rewrote the company’s Notes applica- 
tions to run on Exchange. “The applica- 
tions were redesigned, and it was a lot of 
work,” said Jim Del Rossi, a technical 
specialist. 


AUDITING TOOL 

A new application from The Mesa Group 
in Newton, Mass., could make it easier 
for companies such as Security DBS and 
AIG to port Notes applications to 
Exchange. 

The company will announce this week 
Application Assessment and Planning 
(ASAP), a product that audits Notes ap- 
plications and provides reports that indi- 
cate how much work will be involved in 
the migration. 


Security DBS’s Mark Bennett says 
workers at his company need to use 
both Notes and Exchange 


ASAP generates reports that rate the 
complexity of the Notes application on a 
scale of 1 to 5 and estimate what will be 
involved in moving it to Exchange. For 
example, an application that uses lots of 
Notes-specific programming functions 
would be difficult to move to Exchange. 

Del Rossi said ASAP would have been 
a big help when the insurance giant was 
planning its migration. Bennett said he 
likes the idea of ASAP, too. But he 
balked at Mesa’s policy of requiring 
users to pay for evaluation units of the 
software. He said that could keep him 
from using ASAP. 

Tim Sloane, an analyst at Aberdeen 
Group, Inc. in Boston, called ASAP a 
good idea. “Anything that helps auto- 
mate the [migration] process is nice,” he 
said. But Sloane cautioned that although 
the tool might help with planning, it 
does little to ease the task of actually mi- 
grating the applications. 


ASAP is available now. Pricing starts 
at $5,000 for 1,000 databases.O 
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YOU DON’T BLAZE A TRAIL, CONVINCE 

THOUSANDS OF CUSTOMERS 
TO FOLLOW YOU AND THEN FIND OUT 
- YOU'RE GOING THE WRONG WAY. 


IN THIS BUSINESS, 
FORESIGHT IS CRITICAL. 


To whom are you going to entrust 
your business? A software company that 


forces you down a well-worn technological 


YOUR GUIDE TO 
CHOOSING A 
SOFTWARE COMPANY. 


path with no clear idea of the challenges 
ahead? Or Lawson Software, a company 


that has smoothly migrated its customers 


through every technological upheaval of 
the last 20 years, leading the way from 
mainframe to client/server to the web? 
The difference is, our business management 
systems were built to survive this rapidly 
changing environment. The unique 
architecture of our products allows us to 
deliver advancements like Self-Evident 
Applications™ the next generation of 
enterprise software, long before other 
software companies realize they’re on the 
wrong path. To learn more about Lawson 
Software, the Web Enterprise Company,™ 
visit www.lawson.com/guide or call us 


at 1-800-477-1357. 
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eVERSATILE 
Products are built 
from the ground up to 
handle change. 


e VISIONARY 

At the forefront of 
technology, delivering 
solutions others can 
only promise. 


eTRUSTWORTHY 
Customers speak 
highly of them. 


eALERT 

On the lookout for signs 
of change, protecting 
your investment. 
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Supply-chain management 
software market, 1996 


w@ Supply-chain planning 
and execution 


w Warehouse manage- 
ment systems 


Transportation 
management systems 


Total revenue: $419 million 


Source: Advanced Manufacturing 
Research, inc., Boston 


Corel Corp, will develop a ver- 
sion of its CorelDraw 8 opti- 
mized for the Digital Equip- 
ment Corp. Alpha processor, 
the any said last week. 
CorelDraw 8 will be bundled 
with Digital’s new Alpha 
workstations running Win- 
dows NT when the machines 


(www.computerworid.com) 


—_ 


Databases + Development ¢ Operating Systems 


Bank call center system pays dividends 


By Matt Hamblen 


FLEET FINANCIAL GROUP, Inc. in 
July began creating its own in- 
house call center and is raising 
revenue by turning customers 
who call for information into 
buyers of its products. 

Analysts said Fleet’s multi- 
million-dollar investment is the 
kind banks need to make to 
compete in regional and nation- 
al markets for credit-card cus- 
tomers. 

“We had to make it an indus- 
trial-strength call center able to 
support 75 million calls a year” 
and expandable to severai call 
center locations with hundreds 
of sales agents, said Ann N. 


Christensen, director of tele- 
phone banking at Fleet, based 
in Boston. In addition to setting 
up a call center for incoming 
calls, Fleet decided to expand 
the number of outbound sales 
calls it makes. 


INTEGRATED SALES 

In July, Fleet began to use call 
center software from Scopus 
Technology, Inc. in Emeryville, 
Calif., to allow 100 telephone 
sales agents in Framingham, 
Mass., to call up information 
about bank customers and con- 
tacts while also viewing sales 
prompts related to any of the 
bank’s 80 products on a PC 
graphical interface. 


FedEx signs out 


workflow tool 


> System eases package tracking 


By Randy Weston 


FOR LOGISTICS MANAGERS at 
Federal Express Corp., knowing 
where a package has been isn’t 
very useful for planning pur- 
poses. But knowing when it is 
coming their way is. 

That’s why the package- 
delivery company has signed on 
to use a messaging and work- 
flow management system from 
Vitria Technology, Inc. in Moun- 
tain View, Calif. 


Snapsh ®t 


: TOOLS FOR BUILDING DATA MARTS 


“Hee in 
the Memphis 
hub, we are 
looking at a 
million-plus 
packages com- 
ing through our building every 
night between 11 p.m. and 2 
a.m.,” said David Anderson, 
manager of sort systems devel- 
opment at FedEx. 

“What [Vitria’s software] al- 
lows us to do is understand 
how a package flows through a 


Scalable data mart tools should include these features: 


4 Parallel data extraction, transformation and loading 





i Graphical drag-and-drop development 


' Dedicated calculation and data conversion engine 





8 Support for updating only data that has changed 





i Built-in scheduling and troubleshooting capabilities 





§ Centralized management of informational meta data 


Source: Patricia Seybold Group, Boston 
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“We had to make it an industrial- 
strength call center able to 
support 75 million calls a year.” 


That way, a customer calling 
for information on a checking 
account can also be told about 
the latest rate on a certificate of 
deposit, a low-interest credit 
card or another product that fits 

Call center, page 56 


Vitria's Agiliti lets FedEx better pian and 
balance its nightly workload 


facility,” Anderson said. “We 
can see where it goes through 
the facility and how it hits. It 
lets people down the line know 
what packages are going to their 
ramp, or to a specific city or by 
product type. And all this is 
going on in real time as the 
sorting occurs.” 

Anderson explained that until 
now, managers didn’t know 
what type or volume of pack- 
ages were coming each night 
until a plane was unloaded. But 
now, information that is collect- 
ed with scanning devices on 
packages from pickup to deliv- 
ery is pushed to the managers 
using Vitria’s Velociti. Using the 
Agiliti application, FedEx man- 
agers can track the process that 
the package goes through until 
it is delivered. 

Anderson said such informa- 
tion allows the company to bet- 
ter plan and balance its nightly 
workload. 

Workflow system, page 56 


- Ann 4. Christensen, 
Fleet Financia! 


PC UTILITIES 


Briefcase 
simplifies 
remote access 


By Gordon Mah Ung 


NEED To Access a file from the 
road or check your schedule 
from an airport online kiosk? 
Mountain View, Calif.-based 
Visto Corp. believes it has the 
answer with its new virtual 
briefcase for PCs and portables 
that use Windows 95 or NT. 
The product synchronizes user 
files with Visto’s server and 
makes them available over the 
Internet from any browser. 
Using the Visto Assistant 
client, files are automatically 
sent to Visto’s server. Users can 
view and edit calendar and con- 
Virtuai briefcase, page 56 


Audience: Mobile workers 
who want to access their 
office files from the Web 


What it does: Synchroniz- 
es work files and organiz- 
er information at a secure 
Web site 


Cost: About $19.95 
per month 


Available: By year’s end 


Limitations: Established 
IS organizations may 
resist users storing work 
files off-site 
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Call center pays dividends 
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the customer’s lifestyle and in- 
vestment needs. 

Scopus software’s abilities to 
dig into customer needs will be 
magnified when Fleet goes 
online in February with a $38 
million data warehouse [CW, 
Sept. 22]. 

Scopus operates on top of 
new call center servers by As- 
pect Telecommunications Corp. 
in San Jose, Calif. 

Even if a customer says he 
isn’t interested in the agent’s 
offer, the Scopus system makes 
it simple to record in a database 
what the customer said, Chris- 
tensen said. That way, Fleet 
managers can get daily reports 
from all their phone contacts 
and modify their product offer- 
ings and sales pitches. 

“Increasing revenue was the 


basis of our decision to buy Sco- 
pus,” Christensen said. Revenue 
has increased “measurably,” and 
Fleet’s multimillion-dollar in- 
vestment should be returned in 
less than two years, she said. 


CROSS-SELLING 
Fleet has increased by 30% the 
number of customers converted 
from those calling for informa- 
tion to buyers. Also, revenue 
has increased because the sys- 
tem allows greater ease of what 
is called “cross-selling” of prod- 
ucts related to the one a cus- 
tomer wants information about. 
The software was developed 
internally around Fleet’s seven- 
step selling process, which 
yielded a customized result and 
cut training time needed for the 
previous software. Training time 


Workflow system 
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Vitria’s server-based software 
systems ride underneath other 
business process software such 
as an order-entry system and 
can be programmed to set off 
warning and advance notice 
about events happening in the 
company. Together, Agiliti, 
which tracks and manages busi- 
ness processes, and Velociti, 
which is a “push”-based mes- 
saging system, work as both 
traffic cop and early warning 
alarm for data flowing through 
corporations. 

“What they have is next- 
generation business process 
automation software,” said 
Nathaniel Palmer, an analyst at 
Delphi Group, Inc. in Boston. 
“It’s much more like workflow 
than traditional push [technolo- 
gy]. It is wide-area workflow, 
workflow across extranets and 
wide-area networks without 
client interaction.” 

Although some vendors, such 
as CrossRoads Software, Inc. in 
Burlingame, Calif., offer appli- 
cation integration software and 
others offer messaging software 
or publish-and-subscribe tools, 
Palmer said Vitria is the first to 
offer a package of all three. 
Palmer also predicted that busi- 
ness process automation ven- 
dors such as FileNet Corp. in 
Costa Mesa, Calif., and even en- 
terprise resource planning soft- 
ware vendors such as SAP AG, 
will soon jump into this field. 

Still, Palmer said users need 


to be careful about using such 
software systems to alter their 
business processes. Just be- 
cause it is easy to change the 
process, it doesn’t mean you 
should, he said. 

“The process, once captured, 
becomes a fundamental part of 
your organization,” he said. “So, 
how you store that process, vali- 
date it and manage that process 
becomes a big issue.” 

Velociti, a publish-and-sub- 
scribe messaging server intro- 


was cut from five weeks to fouz, 
Christensen said. 

Scopus is one of about 10 
software vendors in the call cen- 
ter arena, but it is distinct for its 
ability to be customized, said 
Mike Rozelsky, a consultant at 
Technology Solutions Co. in 
Boston. 

Fleet said it picked Scopus 
over five other finalists because 
Scopus’ program could be made 
more customer-centric, rather 
than tailored around a set of 
sales campaigns. 

A good call center system is a 
real differentiator for a bank in 
a crowded market selling to 
small businesses and _ con- 
sumers, Rozelsky said. 

“It really affects a bank’s abil- 
ity to influence a2 customer’s 
buying patterns,” he said.O 


duced last spring, is available 
now. It costs $4,995 per server. 
Agiliti, which manages and 
tracks multiple processes in 
a company across different 
applications and databases, 
was unveiled last week. It 
costs $34,995 for a standard 
server. 

Vitria last week also an- 
nounced software called Con- 
nector which accelerates the 
flow of data within a cormpany, 
particularly between disparate 
applications such as a legacy 
homegrown application and 
SAP’s R/3 system. 

No pricing information was 
released.O 


Virtual briefcase eases 
network access fo files 
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tact information through the 
browser but not word process- 
ing files or spreadsheets yet. 
Visto said users can examine 
those documents with a file 
viewer, such as the free utility 
from Microsoft Corp. 

The goal is to provide busi- 
ness users with access to their 
information independent of de- 
vice and location. User electron- 
ic mail can also 
be forwarded to 
the Visto Brief- 
case. 

“The concept 
is good,” said 
Rob__Enderle, 
an analyst at 
Giga Informa- 
tion Group, 
Inc. in San 
Jose, Calif. But 
Enderle said he 
didn’t see 
much opportunity for Visto 
Briefcase to extend beyond 


small or midsize companies 
with small or unsophisticated 
information technology depart- 
ments. 


ACCESS CONCERNS 
“The problem with large com- 
panies is that they really like to 
lock down the data, and they’ve 
got the resources to do that rea- 
sonably. They just don’t like the 
idea of anybody else having ac- 
cess to corporate intellectual 
property,” Enderle said. 

Melissa Sader, Internet and 
online product manager at Sky- 


“It's just a real conve- 
nient way to store ver- 
sions without worrying ° 
about carrying disks 
and copies." 


~ Melissa Sader, SkyTel 


Tel Corp. in Jacksonville, Miss., 
said she has used Visto success- 
fully. 

“It works real well for me. I 
travel a lot. I have multiple 
computers,” Sader said. “It’s 
just a real convenient way to 
store versions without worrying 
about carrying disks and 
copies.” 

Sader said SkyTel doesn’t 
have dial-up ac- 
cess to the net- 
work or a policy 
that forbids use 
of such a service 
storage of 
files. She said 
she expects that 
the company’s 
IT department 
will consider it. 

Still, Sader 
said she doesn’t 
expect to put any 
sensitive information on it now. 
“I wouldn’t go and put a depart- 
mental budget on it,” she said. 

Visto officials said their soft- 
ware uses a combination of se- 
curity methods from RSA Data 
Security, Inc. in Redwood City, 
Calif., and technology from 
Netscape Communications 
Corp. using the Secure Sockets 
Layer encryption standard. 

Visto President Doug Brack- 
bill said the company also 
thinks its method is a better al- 
ternative than trying to keep 
files synchronized among a per- 
son’s work desktop machine, 
laptop and home computer. 0 
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LEGATO SYSTEMS, INC. has an- 
nounced NetWorker Power 
Edition for Microsoft Corp.’s 
Windows NT Server Enter- 
prise Edition 4.0. 

According to the Palo Alto, 
Calif., company, the storage 
management software pro- 
vides backup and recovery 
of large Windows NT server 
installations. NetWorker sup- 
ports symmetrical multipro- 
cessing servers and servers 
clustered with the built-in Mi- 
crosoft Cluster Server feature, 
previously called Wolfpack. 

The software costs $5,000. 
Legato Systems 
(650) 812-6000 
www.legato.com 


MICRO LOGIC CORP. has an- 


nounced DiskMapper Version 
2, a hard disk space-saving 
utility. 

According to the South 
Hackensack, N.J., company, 
Version 2 provides many ways 
to clear disk space. It can find 
and display duplicate files 
graphically and list file exten- 
sions in order of the space 
they consume on the drive. 
The utility has a new “advisor” 
that provides information on 
file type and specifies an asso- 
ciated application that is 
launched when a file is dou- 
ble-clicked. it costs $49.95. 
Micro Logic 
(201) 342-6518 
www.miclog.com 


JBS CORP. has announced 


MultiView 2000 Version 3.0, a 
32-bit terminal emulation 
suite for Windows 95 and 
Windows NT. 

According to the Scotts Val- 
ley, Calif., company, the soft- 
ware gives PC users access to 
Unix applications through 
Windows-like interfaces and 
World Wide Web browsers. 
Unix applications are given a 
Windows-like appearance 
through buttons and bars. The 
software is browser embedda- 
ble so users can launch a ter- 
minal emulation session from 
a standard Web browser or 
any ActiveX document con- 
tainer. 

MultiView 2000 costs $199 
for a single license. 
jBs 


(408) 438-8300 
www.jbs.com 


SYSGENICS, INC. has announced 
E-work, Windows-based work- 
flow software for managing 
business procedures in mid- 
size companies. 

According to the New York 
company, the client/server 
software replaces paper-based 
procedures in the areas of ad- 
ministration, customer sup- 
port, production tracking and 
finance. It includes a database 
for the forms, actions and 
rules necessary for completing 
a given procedure. 

E-work costs $249 per seat. 
Sysgenics 
(212) 265-1693 


www.sysgenics.com 
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PAY ONLY FOR WHAT YOU USE AND 
BLOW YOUR BUDGET ON BONUSES 
> NOW e GIG, eSUITE > THE 


NEXT BIG 


or 


A BREAKTHROUGH IDEA THAT GIVES YOU COMPLETE CONTROL. Lotus eSuite” is 
your first real reason to consider network computing as a viable desktop strategy. eSuite 
WorkPlace” is an integrated set of Java-based applets combined with an easy-to-use 


interface, designed to bring the right tools to the right people. 


eSuite WorkPlace means desktop applications reside on the server. It’s like your own 
central command post, providing more control for easier maintenance. eSuite WorkPlace 
applets are small, fast and modular. You load only those tools that are essential to users. 
The WorkPlace desktop gives users a single point of access to everything they need — business 
productivity applets, legacy data, e-mail and the Web. That equates to greater productivity 
and a sizable reduction in overall software deployment, maintenance, training and support 


costs. Which all adds up to a computing budget you can swallow, or even spread around a bit. 


eSuite WorkPlace IS CROSS-PLATFORM, BUILT FROM THE GROUND UP IN JAVA. 
eSuite WorkPlace runs on any operating system. There’s no need to support separate 
versions for different platforms. And it’s task-focused, snappy and easy to use, so you won't 
be running from user to user dishing out advice. Think of the dollars saved, the hours 
gained, the nuisance avoided. Lotus eSuite looks like a lot more than the next big gig in 


computing. It’s the advent of an entirely new way to Work the Web. 


Next steps on your agenda: learn more about eSuite technology. Give us a call at 1 800 


872-3387, ext. D603. Or visit us at our website www. esuite.lotus.com for more information. 
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Users eye NT on 
clustered servers 


>» Compaq ramps up for next Pentium Pro 


By April Jacobs 


COMPAQ COMPUTER’ CORP.’S 
strategy to push its servers fur- 
ther into the cluster zone next 
year could meet the needs of 
users who say better perfor- 
mance is key to running mis- 
sion-critical applications on 
Windows NT. 

The company recently out- 
lined its plans to deliver servers 
with Intel Corp.’s next-genera- 
tion Pentium Pro, code-named 
Deschutes, in the first or second 
quarter next year. Compaq also 
plans to support clustering of 


MIDRANGE STORAGE 


Server disks 
reach new 
landmarks 


By Nancy Dilion 


THE PAST Two weeks delivered a 
few firsts for server storage. 
There was the first 18G-byte 
drive to hit the market in quan- 
tity from IBM, Seagate Technol- 


Snapsh ®t 


six to nine nodes within the 
next 18 months. The next ver- 
sion of the Pentium Pro is ex- 
pected to be twice as fast as ex- 
isting Pentium Pro processors 
— probably with an introducto- 
ry speed of 700 MHz. 


POWER UP DATABASES 

For users such as Larry Garden, 
director of technical operations 
at Brewers Retail, Inc. in Mis- 
sissauga, Ontario, Windows NT 
clustering would mean an op- 
portunity to move from propri- 
etary servers to NT for database 
applications. 


ogy, Inc.’s announcement that 
it has developed the first 18G- 
byte drive with a 10,000-rpm 
rotation speed, and IBM’s entry 
into the 10,000-rpm disk drive 
market. 

Faster disk rotation rates are 
important, analysts said, be- 
cause the faster disks spin, the 
faster they can deliver informa- 
tion to users. 

Also last week, Data General 
Corp. in Westboro, Mass., an- 
nounced shipment of one of 
the first RAID-based disk arrays 
that use 18G-byte drives. Carls- 
bad, Calif.-based Artecon, Inc. 
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GOING WITH THE FLOW 


Sales of access concentrators, which combine voice, data and video traffic 
from multiple devices into one, soar as other access hardware sales fade 


Access 


Source: Dell'Oro Group, Portola Valley, Calif. 


$1.2B 


November 10, 1997 


Computerworld 


WINDOWS NT CLUSTERING PLANS 


Supports multiple NT server clusters with six to nine nodes 
and Deschutes, the next generation of Pentium Pro 


Digital 


Offers NT clustering with Alpha-based servers, but not 


Intel-based servers 


Compag, Digital, Hewlett-Packard, Intel, NCR and Tandem 
Plan to support Wolfpack on the Wintel platform 


“We are already running 
most of our applications on NT 
servers, but for our database we 
need more power and availabili- 
ty. If NT can scale up and clus- 
tering becomes a reality, we 
could use it across the board,” 
Garden said. 

“What this does for users is 
legitimize Intel as a scalable 
platform. And with the perfor- 
mance, it allows Intel to be- 
come an enterprise player, 
which they have wanted for a 


very long time,” said John Dun- 
kle, president of Workgroup 
Strategic Services, Inc. in 
Portsmouth, N.H. 

Dunkle said Compag is trying 
to leapfrog vendors such as 
Hewlett-Packard Co., which has 
an inside track on offering en- 
terprise-class products based on 
Intel chips through the compa- 
nies’ joint processor develop- 
ment project. Compaq wants to 
compete in that league. “Com- 
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Tape storage put to 
new enterprise uses 


> Faster technology 
key to data access 


By Tim Ouellette 
TAPE STORAGE Is moving beyond 
backup. 

Users have long dumped cor- 
porate data over the wall from 
disk subsystems into tape 
archives. But faster technology 
is giving them a chance to use 
tape as an integral piece of 
many enterprise operations. 

Disk subsystems provide the 
fastest response time for mis- 
sion-critical data. But the sheer 
amount of data users need to 
access these days as part of 
huge enterprise applications, 
such as data warehouses, re- 
quires affordable storage. 

“Tape is a big part of our op- 
erations,” said Dick Fernandez, 
assistant vice president of com- 
puting services at Insurance 
Services Office, Inc. “With all 
our storage pieces — including 
tape — working together, it 
keeps us a little bit ahead of the 
curve of the volume we have to 
deal with.” 


This is the kind of volume 
the Pearl River, N.Y., insurance 
company deals with: collecting 
1.2 billion insurance records per 
year, maintaining at least 5.5 bil- 
lion records online at any given 
time, holding data anywhere 
from five to 22 years and han- 
diing between 200,000 and 
500,000 downloads per month. 

The company is able to use 
tape systems almost like online 
storage, so users can access all 
the data they need. 

“We store a lot of data on 
tape because our actuaries do 

Tape storage, page 62 


Insurance Services Office's 
data center handles: 


> Eight StorageTek tape 
silos 


> 50,000 additional 
cartridges stacked in 
archives 


5.5 billion insurance 
records that must be 
available online at any 
one time 
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Server disks hit landmarks 
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days before announced its im- 
mediate support for 18G-byte 
drives in its RAID arrays. Both 
will ship with IBM’s 18.2G-byte 
Ultrastar 18XP drives. 

IBM’s announcement that it 
is shipping its first 10,000-rpm 
drive, the 9.1G-byte Ultrastar 
9ZX, was significant because it 
“gives the market for faster 
drives more dignity and an im- 
portant alternative source,” said 
Jim Porter, an analyst at Disk 
Trend, Inc. in Mountain View, 
Calif. 


ronments, places with OLTP 
{online transaction processing] 
or data warehousing applica- 
tions, these milliseconds will 
compound and make an impor- 
tant improvement in perfor- 
mance.” 

Steve Randich, chief informa- 
tion officer at the Chicago Stock 
Exchange, said the “faster high- 
capacity disk drives are relevant 
to [my] company’s needs.” 

Randich supports 400 traders 
with real-time transaction pro- 
cessing. He said he has gone to 


HIGH-END SERVER DISK DRIVES* 


Vendor/drive 


IBM 

Ultrastar 9ZX 
Ultrastar 18XP 
Ultrastar 9ES 


Capacity 


9.1G bytes 
18.2G bytes 
9.1G bytes 


odd List price 


$1,245 
$1,745 
$900 


10,000 
7,200 
7,200 





Seagate 
Cheetah 9LP 
Cheetah 18 


9.1G bytes 
18.2G bytes 


$1,090 
$1,755 


10,000 
10,000 





Fujitsu 
Enterprise 9 
Enterprise 9 
Enterprise 18 


9.1G bytes 
9.1G bytes 
18.2G bytes 


$1,095 
$895 
$1,595 


10,000 
7,200 
7,200 


*Drives come in SCSI or Fibre Channel interfaces 


The industry standard is still 
7,200 rpm, Porter said, al- 
though Scotts Valley, Calif.- 
based Seagate had the first 
10,000-rpm_ drive early this 
year. Fujitsu Computer Products 
of America, Inc. in San Jose, 
Calif., also offers a 10,000-rpm 
drive (see chart). 

“The faster rotation of the 
10,000-rpm drives reduces la- 
tency time and can cut millisec- 
onds off of seek times,” Porter 
said. “In high-transaction envi- 


solid-state disks, which are stor- 
age on high-speed dynamic 
RAM memory chips, when tra- 
ditional disk drives haven't 
proven fast enough. Randich 
said he would have to evaluate 
the new storage subsystems to 
check out their performance 
gains. 

“The more we can use disk 
the better, because hard disks 
are cheaper and more secure 
than solid-state _ storage,” 
Randich said. “If there is a [sys- 


tem] fault, we want our data 
committed to disks.” 

Because solid-state disk dri- 
ves hold data electronically, not 
on magnetic disks, power out- 
ages or other system failures re- 
sult in a loss of data that 
hasn’t been backed up. 


NO BIG DEAL 

Bill Sutphin, an engineering an- 
alyst at Home Federal Bank in 
Knoxville, Tenn., said he sees 
no compelling reason to move 
to 10,000-rpm drives. 

“It’s everyone’s dream to have 
a drive system with instant up- 
date, but these 10,000-rpm 
drives aren’t the answer. They’re 
more of a checklist item for 
me,” Sutphin said. 

Sutphin supports 250 users 
with an OLTP system that is 
heavily cached on the bank’s 
network servers. He has an AS/ 
400 with 100G bytes of storage 
and three servers, each with 
eight to 30G bytes of storage. 

Seagate announced at the end 
of last month its next-genera- 
tion 10,000-rpm Cheetah serv- 
er drives, at 4.5G, 9.1G and 
18.2G bytes. 

The new Cheetah drives use 
3-in. disk platters, instead of 
standard 3.5-in. ones. Porter 
said the smaller platters helped 
Seagate solve the vibration, 
power-usage and cooling con- 
cerns associated with making a 
10,000-rpm 18G-byte drive. 

The new Cheetah drives will 
reach end users in the first 
quarter of next year. 

Artecon’s LynxArray with 
18G-byte drives will be on dis- 
play at Comdex/Fall ’97. The 
list price for a 162G-byte system 
with nine 18G-byte drives is 
$64,995. O 


Users eye NT on cluster servers 
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paq wants to be a full-line com- 
puter supplier,” he said. 

Compaq and other vendors, 
including HP and Digital 
Equipment Corp., support Mi- 
crosoft’s Wolfpack clustering 
technology. 

Wolfpack lets users cluster 
two NT-based servers. But func- 
tionally those servers can pro- 
vide basic fail-over, not load 
sharing, which would allow 
them to work together to beef 
up performance. 

Fail-over provides a mirrored 


back-up server that lets users re- 
sume their work almost imme- 
diately if the primary server 
goes down. 


OTHER OPTIONS 
Others have long produced their 
specific brands of clustering. 
Digital offers load-sharing clus- 
tering for NT with its servers 
running on Alpha chips, and 
HP supports clustering with its 
Unix boxes, for example. 
Features such as load-sharing 
are expected in the middle of 


next year, when Microsoft re- 
leases Windows NT 5.0. 

Some users also look forward 
to simpler management without 
having to support multiple serv- 
er and desktop operating sys- 
tems. “This will be a good 
thing, because it can save me 
from having to support so many 
different types of hardware and 
software, but it’s not here yet,” 
said one information systems 
director at a New York-based 
entertainment company, who 
requested anonymity. 0 


Intel to aim new chip 
at low-cost PC market 


By James Niccolai 


INTEL CORP. IS preparing a 
slimmed-down Pentium II 
processor for low-cost PCs, offi- 
cials said last week. 

An Intel spokesman con- 
firmed the company’s plans to 
bring the cost of the Pentium II 
down but wouldn’t say how or 
when Intel will do it. 

Nathan Brookwood, an ana- 
lyst at Dataquest in San Jose, 
Calif., said the new chip, which 
is being prepared for release 
late next year, could undercut 
similar offerings from Ad- 
vanced Micro Devices, Inc. in 
Sunnyvale, Calif., and Cyrix 
Corp. in Richardson, Texas. 

Brookwood said Intel will re- 
duce the cost of its Pentium II 
by removing the Level 2 cache, 
an “optional” memory compo- 
nent that speeds up the rate at 
which data can be fed to the 
processor, thus improving its 
overall performance. 

Intel’s Level 2 cache comes 
from four discrete cache chips 
that it buys from third-party 


vendors and packages with the 
Pentium II. It amounts to 512K 
of additional memory. Remov- 
ing the cache chips could re- 
duce manufacturing costs of a 
single processor from about 
$100 to about $80, Brookwood 
said. 

Intel now sells its Pentium 
IIs to systems manufacturers 
starting at about $350, Brook- 
wood said. To penetrate the sub- 
$1,000 PC market with them, it 
needs to sell them for about 
$100, which would mean reduc- 
ing their manufacturing costs 
by about half, he said. 

When Intel switches to its ad- 
vanced 0.25 micron production 
technology this year, its manu- 
facturing costs will be reduced 
further, said Linley Gwennap, 
editor in chief of “The Micro- 
processor Report” newsletter. 
All this could be bad news for 
smaller chip makers such as 
AMD and Cyrix, Brookwood 
and Gwennap said.O 
Niccolai writes for the IDG News 
Service in San Francisco. 


Tape storage put to use 
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their analysis over spans of 20 
quarters at a time, not just a 
small segment of data,” Fernan- 
dez said. 

Getting all that data on disk 
systems would break the bank. 
For example, Strategic Research 
Corp. in Santa Barbara, Calif., 
estimates that 10 years’ worth of 
medical records maintained on 
disk would cost $200,000 for 
the disk space alone, in addition 
to the price of the subsystem. 
That compares with prices of 
less than $20,000 for newer 
tape systems today. 

“High-accessibility tape is a 
solid choice for near-online stor- 
age applications such as imag- 
ing, document archive, video 
and CAD/CAM,” said Michael 
Peterson, president of Strategic 
Research, in a recent report. 

According to International 
Data Corp. in Framingham, 
Mass., Storage Technology 
Corp. has improved high-end 
36-track performance with 
faster controllers, libraries and 
improved tape-handling tech- 
niques. It also is planning sup- 
port for Fibre Channel intercon- 
nects, which is important for 
users beginning to build sepa- 


rate, high-speed storage net- 
works outside the corporate net- 
work. 

And IBM’s new Magstar MP 
3575 Tape Libraries promise 
2.2M byte/sec. response times 
for native data or 6.6M byte/ 
sec. for compressed data. The 
midrange tape libraries are tar- 
geted at mixed server — Unix 
and Windows NT — environ- 
ments in the data center. 


Freeman Associates, Inc. 
in Santa Barbara, Calif., 
says the market for tape 
libraries is grawing 
26% annuaHy. 


That’s because open systems 
servers are requiring tape re- 
sources as much as mainframes 
have over the years. 

At Insurance Services Offices, 
with up to 70 new servers in 
the data center, Fernandez is us- 
ing 9714 StorageTek libraries 
for those applications. 

Fernandez also is placing 
smaller 9133 tape systems into 
departments for smaller work- 
loads and to make sure the data 
gets moved to the silos for en- 
terprise availability.0 
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in the world. Each year customer 
service reps field_some-70 million 
calls.’ Leading the companiy’s 
world-class service initiative ts 
customer chemipion Howard Koenig. 
“The only thing we dois service. 
It’s critical to the bottom. line. 
Our focus-on serving clients 
. really made Clarify a eee 
Strategic fit for our-company. | 
They came to us and said, ‘Let us 
shew you how we-can enhance >| 
\DP’s- service,’ Other companies 
cante at us from a pure sales. 
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they would:partner with us to 
make wus successful. And they-did: 
Faster than we thought possible. 
Now ave’re using Clarify globally 





to gain a competitive ‘edge. 
Clarify-ts the heart of our 
business. Literally.” 
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Itsorts. 
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Its from Xerox. 


Its not what you think it is. 





It's a new benchmark in Network Printing. 
LT TTT TC Ce 


Introducing the Xerox DocuPrint N32. With its 32 ppm speed, copier-like options, and $2900° 


starting price, there’s nothing like it. Its modular design lets you build your own solutions. And along 


with seamless connectivity, you get our new WorkSet technology that provides true multiple document set 
printing and dramatically minimizes network traffic. We'd like to show you all the ways the DocuPrint N32 
makes office printing simpler and far more productive. Give us a call at 1-800-34-XEROX, ext. 2976. 


In Canada, 1-800-ASK-XEROKX, ext. 2976. Or visit www.xerox.networkprinters.com. 


Xerox Network Laser Printers. A different line of thinking. 


THE DOCUMENT COMPANY 
XEROX 
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HEWLETT-PACKARD CO. has announced the 
HP Colorado 5G-byte, a desktop tape 
drive that uses HP 5G-byte media. 

The Palo Alto, Calif., company, said 
the Travan-based drive can back up 3G 
bytes of data in less than 60 minutes. It 
is available in two versions: an internal 
integrated electronics drive and an exter- 
nal parallel-port version designed for lap- 


tops and sharing among PCs. 
Windows-based Colorado Backup soft- 
ware from Computer Associates Interna- 
tional, Inc. also is included 
Internal drives cost $199, and external 
drives cost $249. 
Hewlett-Packard 
(650) 857-1501 
www.hp.com 


MYLEX CORP. has announced AutoNet, a 
network server engine for “thin” file 
servers and network-attached storage 
servers. 

According to officials at the Fremont, 
Calif., company, the engine allows 
plug-and-play connection of SCSI pe- 
ripherals into a LAN. Users can install 
the 3.5-in. product directly into existing 


WHEN ONE OF THE COUNTRY’S 


FASTEST GROWING COUNTIES 


BECAME SWAMPED WITH RESIDENTS, 


THEY WEREN'T WILLING TO GAMBLE THEIR 


DOCUMENT MANAGEMENT SYSTEM. 


Clark County, Nevada - home of Las 
Vegas - is the fastest growing 
eee mm Me LOC lmLCLmm Oh Lie 
Pee Meta mL 
Meee emma 
clogging the Clark County 


Department of Business License. 


“We couldn't operate any longer,” 


says Ardel Jorgensen, director of 
Business License, “The system was 
broken and driving up the cost of 
UU aa 
Jorgensen and her-—team, Bull 
offered a solution. A client/server 
Brom aC SUC ae) Ci 
rane teams Cole ci -ae uC ce ome| 
business licen$e from-120 to 45 
days. “It's. exciting being on the 
cutting edge,” sdys=jorgensen. 
“Our experience with Bull has been 
CCE ame eat SALE 
aCe IU mee Mlle elie 


Call 1-800-544-6736 Ext. 112. 


EVERYTHING’S POSSIBLE 


Bull 


storage enclosures to create file servers 
from what were previously only periph- 
erals. 

It includes RISC processing, 10/100M 
bit/sec. Ethernet connectivity and Ultra- 
SCSI interfaces. It also is operating sys- 
tem independent. 

Pricing for a hardware and software 
kit starts at $995. 

Mylex 
(510) 608-2222 
www.mylex.com 


PLASMON DATA, INC. has announced the 
D-Series CD-R libraries. These are 120- 
to 480-slot libraries for data archiving to 
long-life CD-Recordable discs. 

According to the Minneapolis compa- 
ny, the libraries include two CD-R drives 
for recording and either two or four CD- 
ROM drives. 

The libraries use a double picker 
mechanism that holds two disks simul- 
taneously, allowing CDs to be exchanged 
at the drive within three seconds. The 
company said most major manufacturers 
of CD library software, including Smart 
Storage, Inc., plan to support the D- 
Series. 

Pricing starts at $11,600 for a 120-slot, 
two-CD-R, two-CD-ROM configuration. 
Plasmon Data 
(612) 946-4100 
www.plasmon.com 


STORAGE DIMENSIONS has announced 

RAIDPro LC, a server-independent, ex- 

ternal RAID storage enclosure. 
According to the Milpitas, Calif., com- 


| pany, the system was designed to work 


with entry-level network servers from 
manufacturers such as Compaq Com- 
puter Corp., IBM and Hewlett-Packard 
Co. Users can start with three 4.3G- 
byte disk drives and scale up to six dri- 
ves for a total of 21.5G bytes per enclo- 
sure. The system supports RAID levels 
o through 5. 

A system with three 4.3G-byte drives 
costs $4,990. 
Storage Dimensions 
(408) 954-0710 
www.storagedimensions.com 


INTERGRAPH CORP, has announced the 
Evolution, a large-format desktop scan- 
ner that users can upgrade. 

According to the Huntsville, Ala., 
company, the 400-dpi Evolution4 can be 
upgraded to an 800-dpi Evolution’ with 
a software password given by the comipa- 
ny. No additional hardware or software 
installations are necessary. 

The 400-dpi version is for applications 
in architecture, mechanical design and 
document management. 

The 800-dpi version is for geographic 
information system applications and 
mapping. The Evolution can simultane- 
ously scan and threshold a document in 
15 seconds. 

The Evolution4 costs $9,900, and the 
key to upgrade costs $6,000. It costs 
$14,900 to purchase an Evolution8 out- 
right. 

Intergraph 
(205) 730-5441 
www.intergraph.com 
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element of a COPY record 
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the whole application. 
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ON 


ADPAC IMPACT prepares over 30 reports to show your team the use of every data element throughout a complete application. It 
doesn’t matter whether the application contains 100 or 1000 programs. This tool supports both MVS and VSE, and tracks each impact 
element through the maze of programs, I/O records, copy books, screen maps, data transfers, transferred parameters — everything 
Since 1963, ADPAC has been helping companies save time, save money, and solve problems. For more information or a 
demonstration of how ADPAC products can help you, call 800-797-8439 or 415-777-5400. Or talk to one of our Marketing Partners, 


including Platinum technology inc. and CDS. ADPAC. 425 Market Street, San Francisco, California 94105. www.adipac.com 


IMPACT is one of the ADPAC SystemVision family of products. A D P KC 
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What’s the scoop 
on SAP 
mentations? SAP 


imple- 


promises savings 
and efficiencies 
with 


prisewide 


its enter- 

soft- 
ware, but customers also cite frustra- 
tions — from time and cost overruns to 


the difficulties of changing business 





processes to accommodate its demands 


Dan, manager of employee support systems at a 
Fortune 500 company, was two hours away from 
proposing to senior management that they pull 
the plug on an enterprisewide SAP project when 
a senior technical professional called Dan to his 
desk. 
“His PC had just flipped out and started re- 
booting. When it came up, every Windows icon 
| label was in Ger- 
By Miryam Williamson man.” Dan says. 
Dan was appalled 
at the sight of an application modifying an oper- 
ating system. The SAP guys were “way into the 
blood and guts of Windows, and I didn’t want to 
go there,” Dan says. 

He attached a screen shot of the new Windows 
interface to his presentation to management and 
got what he wanted: permission to bail out. Thus 
ended a long string of problems, including three 
weeks during which five SAP-savvy consultants 
tried to configure SAP to handle the company’s 
new benefits plan. “They couldn’t make it hap- 
pen,” Dan says. “SAP is wonderfully integrated, 
but if you aren’t willing to bend your business to 
SAP’s model, the results aren’t pretty.” 

Reports abound on the successes of SAP cus- 
tomers — the savings realized and efficiencies 


(www.computerworid.com) 


Managing 


achieved once the mammoth enterprise manage- 
ment system has been implemented. 

But it isn’t all beer and skittles. Jim Johnson, 
chairman of The Standish Group International, 
Inc., a research advisory company in Dennis, 
Mass., estimates that 90% of SAP projects run 
late. “Most people underestimate the time and 
cost,” he says. “If you estimated realistically, the 
numbers would be so staggering that you might 
never start.” Vinnie Mirchandani, research direc- 
tor at Gartner Group, Inc. in Stamford, Conn., 
adds, “They end up implementing a few key mod- 
ules, but it’s a far cry from the vision they have 
painted.” 

Critics say the complexity and rigidity of SAP’s 
R/3 software often cause project delays and fail- 
ures. Problems arise when the company has to 
adapt to R/3’s way of doing business, rather than 
the other way around. When the real-life business 
processes don’t map well with SAP’s model of 
business processes, trouble looms. 


FLEXIBILITY AND COMPLEXITY 

Looked at one way, SAP’s 8,000 configuration ta- 
bles give it unparalleled flexibility. Information 
technology professionals define business process- 
es by filling in blanks and setting switches that 
model the flow of materials, information and 
money through the company. If they get it right, 
virtually everything of interest to the enterprise is 
kept up to date in real time. 

But implementers rarely get it right the first 
time. Jayaram Bhai, vice president of marketing 
at Mercury Interactive, Inc., a Sunnyvale, Calif., 
vendor of SAP testing tools, tells of a company 


running a test simulating 220 concurrent users. 
Under that load, certain screens took two to five 
minutes to appear. Changing some values in a 
configuration table slashed the response time to 
five seconds. But finding the parameters to 
change was a matter of trial and error, done at 
considerable cost. 

SAP gives new meaning to the eternal trade-off 
between flexibility and complexity. Some find the 
table-tweaking required intolerably demanding. 
Companies organized along functional or divi- 
sional lines must reinvent themselves to fit SAP's 
hierarchical process orientation or pay a heavy 
price — much of it in consulting fees. 

Dan found it impossible to model his compa- 
ny’s organizational structure in SAP. “Our com- 
pany has lots of many-to-many relationships, and 
SAP’s model is very hierarchical, top to bottom,” 
he says. 

But Ann Senn, the Minneapolis-based Deloitte 
& Touche partner in charge of a gigantic SAP im- 
plementation at Owens Corning, the Toledo, 
Ohio-based maker of building supplies, objects to 
charges that SAP is overly hierarchical. “You need 
to define the divisions and the manufacturing fa- 
cilities, warehouses, distribution sites and em- 
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MIT's James Bruce blames an expected two-year delay in 
CIN ae) CM AT CO 
business processes. “That's the problem in a homegrown 
environment. Everybody knows their own-job . . - but 
nobody understands the whole process.” 


fore and after theirs, but nobody understands the 
whole process,” he says. 


CULTURAL CHANGE 

Changing a business process to suit SAP can af- 
fect an organization’s culture. At MIT, it took 
three months to agree on how purchase orders 
would be handled, Bruce says. “Everyone’s con 
cern was that a person might see a purchase or- 
der that they thought frivolous and make an is- 
sue of it. Or they might see a purchase that 
troubled them from their moral frame of refer- 
ence and decide to make a big thing of it,” he 
says. So far, Bruce says, none of the feared results 
has occurred. 

The way people interact as they work changed 
radically at Elf Atochem NA, a chemical manu- 
facturer in Philadelphia. Ben Vettese, director of 
SAP applications, calls that a plus. Under the 
legacy system, each transaction was handed off 
from one department to the next, with each re- 
a cipient checking the work of the previous one, re- 
: sulting in considerable redundant labor. 
rd “SAP helps eliminate that because of its inte- 
gration and real-time attributes,” Vettese says. 
SAP’s master resource planning module has 


“changed the way we handle 


our entire supply chain and 

how we do customer service,” 
Looking fer more information 
on SAP? Here are some help- 


he says. 
“In SAP, the customer calls 

ful sites on the World Wide 

Web: 


in an order, and we do an in- 

ventory check. We don’t have to 
www.saptech.com 
SAP Technology, Inc. 


» 





call the plant anymore to see 
what the inventory position is, 


ployees associated with them,” she says. Without 
defining those things, it’s impossible to establish 
the work and information flows that let SAP per- 
form, Senn says. 

Not everyone buys that argument. Jerry Gre- 
goire, chief information officer at Dell Computer 
Corp. in Austin, Texas, says, “In order to get SAP 
running, either you modify your business 
processes or you take the time to get all the para- 
meters set the way you need them to be.” A 
planned enterprisewide implementation at Dell 
has stalled with just one module in use. Antici- 
pating a three-year implementation project, Gre- 
goire realized that Dell’s business would change 
too many times in that period to make SAP a 
good choice, he says. 


SAP AND PROCESSES 

Some users say no matter how much flexibility 
SAP offers, it all disappears once the system is in 
use. 

“Making changes is a big deal, and you have to 
be extremely careful,” says James Bruce, vice 
president of information systems at MIT in Cam- 
bridge, Mass. “If you've got a thousand people 
who are authorized to do something and you 


want to change that process, it may take an hour 
to change the authorization on each of them, plus 
changing all the rules in the system.” 

One SAP customer who disagrees is Ben Wee, 
a partner at Benchmarking Associates, a research 
and development consulting firm in Cambridge, 
Mass. He was CIO at Computervision, a CAD/ 
CAM company in Bedford, Mass., when manage- 
ment decided to eliminate the company’s Prime 
minicomputer line, three months after the SAP 
system went live. 

“Three of our IT staff had been trained in con- 
figuring SAP. Over one weekend they reconfig- 
ured our production systems to eliminate the 
manufacturing and hardware portion of the busi- 
ness,” Wee says. 

MIT’s SAP project began in 1994. SAP has 
been “the institutional system of record” since 
September 1996, Bruce says. Individual schools 
and departments are coming online, with an ex- 
pected rollout across the campus next June, two 
years later than projected. 

Bruce blames much of the delay on a lack of 
clearly understood business processes. “That’s the 
problem in a homegrown environment. Every- 
body knows their own job, and maybe the one be- 
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or what the production schedule 
is. We already have that infor- 
mation. It’s simplified business 
for us,” Vettese says. 

Firms that place high value 
on local autonomy shouldn't try 
to run in an integrated fashion 
“if all they care about at headquarters is how 
much income each unit turned in this quarter,” 
Wee says. But, other companies “believe that the 
only way they can remain competitive is to adopt 
best practices throughout the enterprise,” hie says. 

Elf Atochem, the result of a 1990 three-busi- 
ness merger, falls into the latter category. Massive 
re-engineering was needed, Vettese says, and SAP 
was the means to bring that about. “If you don’t 
even have a vision of how you want to run your 
company, by its very nature, SAP will help you to 
re-engineer the way the organization works,” he 
says. The implementation project began in Au- 
gust 1994 and is expected to finish late next year, 
a year ahead of original projections. 

Bruce says that on some days, he’s very happy 
with the SAP decision — and then there are oth- 
er days. Once, he says, he told a facility meeting, 
“When you buy a new software package, if the 
vendor’s world view is identical with your world 
view, then it’s great. And to the extent that your 
world views differ, you get into trouble.” 

The real problem with a package as large and 
complex as SAP, Bruce adds, is that “you never 
know until you've got it completely implemented 
the degree to which your world views departed. 
It’s those departures you find in the eleventh 
hour that bite.”0 


www.sap.com 
SAP USA 


www.sap-ag.de 


Williamson is a technical journalist in Warwick, 
Mass. Her E-mail address is mwilliamson@ 
reporters.net. 





SAP AG’s corporate site 


FINALLY, AN ISP KNOWN FOR THE 


bandwidth 


of its solutions. 


Ss 
http www. icon.com 


Design | Integration |Manager 


"— INTERNET SOLUTIONS PROVIDER” 





SOURCES: 


Swatting the Y2K bug 


Year 2000 Problem: Strategies and Solutions from the Fortune 100 
Edited by Leon Kappelman 

International Thomson Computer Press, Boston; 447 pages; $44.99 
(paperback) 


= here are two big problems with this 6 
collection of year 2000-related arti- a 
cles and studies. They are the words 2600 
“Reprinted from.” Rather than writing a a) 
tightly structured how-to guide for solving 

the millennium bug, Kappelman has mostly 

reprinted articles from industry publications 

(including Computerworld) and by year 2000 

consultants and practitioners. If you keep up with the year 2000 prob- 
lem through trade publications, the World Wide Web or an electronic 
mailing list, much of this material will be old hat to you. 

But if you’re new to the issue or want another year 2000 resource 
guide, there are some good nuggets. They include in-depth looks at how 
year 2000 repairs affect databases and at the legal threats posed by the 
year 2000 problem. There are also useful case studies, as well as a CD- 
ROM with a business risk-assessment database, utilities to check PC 
BIOS chips for year 2000 flaws and sample survey letters to ask ven- 
dors about the year 2000 status of their products. 

Bottom line: This can be a useful book, but for $45, you're getting a 
lot of information that’s already been published or that’s available on the 
Web. — Robert L. Scheier 


The Year 2000 Probiem: Quantifying the Costs and Assessing the Consequences 
By Capers Jones 
Addison-Wesley, Reading, Mass.; 368 pages; $29.95 (paperback) 


costs. And his new book is a haven of statistics for readers who 
can’t get enough of numbers -— or the year 2000. 

It’s especially useful for IS executives whose CEOs just don't get it yet 
or don’t understand all the ramifications of the problem. If your com- 
pany has yet to begin its conversion work, Jones offers a rough calendar 
of what you should be doing beginning in January. (But in his introduc- 
tion, he cautions that if you haven't starting 
finding and repairing all year 2000 instances by 
now, you may not make it by Jan. 1, 2000.) 

Jones offers you more charts than you can 
find in a medical records department, and much 
of his data is useful, such as the following: 

@ Staffing efforts for a company that began its 
work in 1995 vs. one that starts next year. Bot- 
tom line: The latter needs 60% more staff per 
month to make the deadline. 

@ Impact of the problem for selected languages. (Cobo! is about 36% of 
the problem; C is next, at 9%.) 

U.S. repair costs by industry. (The military accounts for about 20%, at 
more than $14.3 billion; finance is next, at $4.95 billion.) 

Jones also provides an extensive cost-analysis worksheet that you can 
use to analyze year 2000 costs for each year through 2001. 

IS managers will find the book dry reading but nonetheless a handy 
reference that could help them determine how big, deep and costly their 
particular year 2000 problems are. — Rick Saia 


j ones is a leading authority on the millennium problem and its 
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IS MANAGER'S BOOKSHELF 


ON THE WEB 
Tenfales~ 


is your help desk feeling a bit frustrated with bone- 
headed users who lack technical smarts and com- 
mon sense? 

Let them get some laughs off the World Wide 
Web at TechTales (www.techtales.com), which pre- 
sents some text and audio recreations of hilarious 
technical support calls. The tales are gathered from leading computer hardware, software 
and online companies by CBS Radio technology reporter Fred Fishkin. Illustrator Mike 
Scherfen spiffs up the site with some cartoons. 


Some stories: 


A TRUE VOICE MODEM 
USER: Your software has done something realiy weird to my computer 


DESK: May | ask what that is, sir? 


USER: Well, every time | try to use it to dial out with my modem, | hear the computer 
speaking at me and, well, | am starting to worry about my sanity. 


DESK: Well, sir, do you hear the modem actually dial? 
USER: Oh, yes, but then there is this muffled female voice. 
DESK: And what does this voice say to you, sir? 


USER: “The number you have dialed is not in service. Please hang up and try your call 
again.” 


SURFIN’ WITHOUT THE ‘BOARD (OR BAUD) 
| used to work Internet support for an Internet service provider. One day we got a call from 
a customer who had purchased an account and wanted help setting it up: 


US: Support, can | help you? 

HIM: Hi, | need help getting my access to work. 
US: OK, what type of modem do you have? 

HIM: Modem? What’s that? 

US: It’s the box that connects to your phone line. 
HIM: Nope, | don’t have one of those. 


At this point, we probably should have given up in disgust, but no. Having established that 
he needed to buy a modem before he could go online, we tried to be helpful. 


US: Why don’t you give us a call when you've bought one, and we'll talk you through con- 
necting it to your computer. 


HIM: Computer? | need a computer? 
| think he thought the ‘net came through the TV or something. 


THE RIGHT CLICK 
We were supporting a PC application for a client who was used to using Macintoshes. 

While trying to talk him through looking at the “My Computer” properties on his Win- 
dows 95 machine, our man said, “Highlight the My Computer Icon, and click the right 
mouse button.” However, that didn’t seem to bring up the window we expected. 

After severa! minutes of frustration on both ends, our man asked, “You are clicking the 
right mouse button, aren’t you?” 

To which, the even more frustrated Macintosh-using client asked, “Is there a wrong 
mouse button?” 
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over of chief information officers among Ameri- 


ca’s largest corporations has gone from bad to dis- 


astrous. In two years, it’s shot up from 24% to 40%. 


PAUL A. STRASSMANN 


Last year, I wrote about the dangers of CIO 


turnover [CW, June 10, 1996]. I matched names on 


THE 

PRIC 
UNCERTAIN 
LEADERSHIP 


1994 and 1995 CIO mailing lists. After 
counting the dropouts, I calculated a 
one-year turnover rate of 24%. That in- 
dicated an average on-the-job CIO tenure 
expectancy of 30 months. It was an un- 
acceptable turnover rate. It would force 
American IS organizations to devote 
most of their attention to patching up 
failing operations or satisfying pressing 
needs through costly improvisations. 

I just obtained the updated mailing 
list. This time I was able to compare the 
respective 1996 and 1997 CIO names 
for the 300 largest U.S. corporations. To 
my shock, I found that the attrition rate 
of CIOs has accelerated. This year, 103 
companies have appointed new CIOs. 
The departures from the list include sev- 
eral prominent people who over the 
years have received CIO leadership 
awards and other accolades. Only 152 
named CIOs remained in their jobs dur- 
ing the past year. That means we have 
experienced a staggering 40% turnover 
rate. 

But that’s not all. That rate is under- 
stated, because it accounts for only the 
255 companies that made the top 300 
list both years. What about the other 45 
companies? 

Some companies that appeared on the 
1996 list weren’t among the top 300 
companies this year. Others didn’t claim 
a CIO last year but listed one this year. 
Still others failed to designate their top 


with CEOs, but they and 


IT position last year. All that suggests 
turmoil in IS, or at least a need for 
change in IT leadership, that’s greater 
than is fully accountable by name match- 


ing. 


WHY THE ATTRITION RATE? 

One can endlessly speculate about why a 
CIO lost or gained a position: personali- 
ty clashes, personal failures, etc. But the 
40% turnover rate suggests something 
deeper is at work. 

The latest rapid departures of corpo- 
rate IT leaders isn’t a random and tem- 
porary happening such as sunspots or 
sudden shifts in ocean currents. It’s the 
end of an era of abdication of responsi- 
bility for information management by 
top corporate executives. It signals the 
end of a 40-year epoch during which 
technology prevailed over economics. 

The turnover and turmoil you see to- 
day marks the beginning of a painful 
phase, after which the dominance of eco- 
nomics over technology and the need to 
integrate IT into the business main- 
stream will finally happen. 

We are dealing here with a major shift 
in the business model and power struc- 
ture. 

Uncertain leadership may encourage 
IT professionals to become even more 
short-term-oriented than before. One can 
recognize that trend in how companies 
adopt, customize and maintain packaged 


systems solutions without giving much 
thought to the long-term consequences 
for their IT budgets. Outsourcing also 
continues to offer the fastest relief from 
pain without necessarily curing the caus- 
es of defective management practices. I 
have reviewed enough year 2000 fix-it 
plans to observe that leadership uncer- 
tainty is forcing more and more IT 
shops into patching and working around 
their problems instead of fixing the 
data. That will push the costs of year 
2000-induced maintenance into the next 
decade. 

I don’t believe that the short-term op- 
portunists will prevail. When the plan- 
ning and control of the full life-cycle 
costs of ownership of computers become 
a required corporate practice, only those 
who know how to deal with that will 
be asked to remain. Information tech- 
nology isn’t just an expense; it’s an in- 
vestment. Those who propose and install 
those investments will have to stay 
around while the promised benefits 
materialize. Top corporate management 
will finally see to it that responsibility 
and accountability reflect the same time 
line.O 
Strassmann (www.strassmann.com) has 
shown, in his four books on the economics 
of information, that taking a long-range 
view of IT investments has the best chance 
of delivering profitable results. 


Hairy issues for ClOs 


taffing and the year 
S 2000 aren't the only is- 
sues bugging ClOs, 
says Gene Raphaelian, who 
runs Gartner Group, Inc.’s 
Information Technology Ex- 
ecutive Program. 
Raphaelian, a Gartner vice 
president based in San Jose, 
Calif., says lack of credibility, 


alignment and “BHAGs” — 
big, hairy, audacious goals, 
such as implementing SAP, 
redesigning the network in- 
frastructure or conducting 
business over the ’net — are 
also depriving ClOs of sleep. 
Raphaelian says IS organi- 
zations are doing “a great 
job in tough circumstances, 
but given the changes and 
expectations, it’s difficult to 
be credible.” The problem, 
he says, isn’t so much with 
CEOs, chief operating offi- 
cers and chief financial offi- 
cers as with other line 
managers and regular em- 
ployees. ClOs have learned 
they have to communicate 


their IS staff haven’t learned 
how to communicate with 
others. The situation is wors- 
ened by help desk snafus 
and other failures. 

Alignment is still a prob- 
lem for IS, in large part be- 
cause it “still mostly has a 
technical culture” instead of 
a business culture. 

Still, staffing and resolving 
the year 2000 problem are 
the top issues. “They are 
hurting most in the staffing 
area. There’s a tremendous 
amount of frustration out 
there because they don’t 
have the autonomy [from 
corporate HR control] to do 
what has to be done with re- 
tention and recruitment,” he 
says. — Allan E. Alter 


RAD-ical help 


ooking for some new 
[ perspectives on rapid 
application delivery? 

The Society for informa- 
tion Management (SIM) has 
released a paper — Rapid 
Application Delivery — de- 
signed to help IS managers 
who must deliver successful 
business solutions. 

“This publication goes be- 
yond the methodology of 
RAD and provides valuable 
guidance for the IT executive 
and project manager,” says 
Donna Steuber, director of IT 
Finance at Merck & Co. and 
leader of SIM’s RAD Working 
Group. 

The paper addresses and 


explores RAD’s success fac- 
tors, including how to obtain 
and keep business involve- 
ment; education required for 
IT and the end user; and the 
use of project management. 
For copies, call SIM at 
(312) 644-6610 or visit SIM’s 
World Wide Web site at 
www.simnet.org. The paper 
costs $75 for SIM members 
and $200 for nonmembers. 
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WITH OUR NETWORK, 
THEY DON’T EVEN 


CHECK IN 


AppliedTheory only designs 

its network with 

industry-leading technologies 

that have been proven reliable 

in real-world performance. 

That means one less worry for you. 
100% backbone up-time 

for the past 21 months. 

No bugs allowed. 


e Internet Access 
¢ Web Hosting 
e Web-Enabled Legacy Databases 
e Internet Training 
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By Amy Malloy 


Following the release of Internet Explorer 
4.0, engineers from Microsoft Corp. 
dropped a 12-foot-tall “E” on Netscape 
Communications Corp.’s lawn. Netscape 
Navigator’s revenge: Its engineers threw a 
blow-up of its Mozilla 
mascot on top of the “E.” 
Naturally, each prank was 
accompanied by a note 
jabbing the competitor. 
The antics were all in good fun, but they 
illustrate the bitter rivalry between the two 
vendors. The companies, their business 
partners and their users have formed op- 
posing camps. Users want Netscape’s and 
Microsoft’s Internet technologies to inter- 
operate, but Microsoft and Netscape have 
made it clear: Customers must pick a side 
of the fence. A Computerworld survey shows 
how 175 IT managers are lining up: 


° Netscape so far has the browser advantage in terms of market share, 
but more than half of our respondents plan to go with Microsoft as 
their future browser vendor [“Explorer to slip past Navigator,” CW, 
Sept. 29]. 


° Users are dissatisfied with their respective vendors’ adoption of the 
rival’s technologies, such as ActiveX and Java. 


* The browser tends to determine the vendor choice on the back end. 
Users generally stick with the same vendor. 


* In terms of products, Microsoft and Netscape match up well with 
slight variances. 


The customer’s decision goes beyond whether to use Netscape or Microsoft 
browser software. It includes which browser will be best supported on the user com- 
pany’s World Wide Web site and which products will be used to build and manage 
that Web site. Although the Netscape/Microsoft rivalry is strongest in the browser 
market, information technology managers must choose between the two in other 
sectors — such as Web server software and proxy servers —- where Netscape and Mi- 
crosoft rank among the market leaders. 

The competition lately has taken on a more serious tone. The U.S. Department of 
Justice has asked a federal court to fine Microsoft $1 million per day for anticom- 
petitive behavior relating to how it markets its Internet Explorer, and Netscape has 
endorsed the government action. 

Yet the very strategies that the Justice Department and Netscape complain about 
may be exactly what many IT managers, at least those who have chosen Internet 
Explorer, want. When Computerworld asked corporate managers to rate their Inter- 
net-related products from Microsoft and Netscape, two common themes emerged. 
Those who have chosen Internet Explorer did so because it’s free or because it’s so 
tightly integrated with other Microsoft products. It also appears that those managers 
who haven't committed to Explorer support the Justice Department action, as shown 
by a second Computerworld study showing that 59% of Windows 95 users said tight- 
ly tying Explorer to the operating system gives Microsoft an unfair competitive ad- 
vantage (CW, Oct. 27]. 

The differences between the opinions of Explorer users and the population at 
large make it clear that while Microsoft has an advantage, many managers want 
choices. 

Microsoft vs. Netscape, page 76 
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Microsoft vs. Netscape: The browsers 


Netscape is winning the browser war right now. Most 
of our respondents use Navigator, but by next year the 
majority of them said they will run Explorer. 

In reviewing the comments by respondents to the 
Computerworld Information Management Group’s sur- 
vey of 175 IT managers, the reasons for Explorer’s gain 
in market share became clear. The browser is free and 
integrated with Microsoft's operating system. 

One-third of our respondents cited Explorer’s low 
cost as the reason they chose Explorer for their compa- 
nies. Another one-third of those respondents who use 
the Microsoft browser said Explorer’s integration with 
the Windows 95 operating system or with Microsoft ap- 
plications is the reason they use it. 

Technology-wise, these two browsers are comparable. 
Our respondents ranked Microsoft’s Explorer and 
Netscape’s Navigator within tenths of a point of each 
other for overall confidence in their vendor’s browser 
technology and strategy. 

“The advantage that Microsoft has, at least as far as 
most businesses are concerned, is they are giving away 
the browser,” says Matthew Williams, a senior product 
analyst at Progressive Strategies, Inc. in New York. 

On the flip side, not everyone wants the browser in- 
tegrated with their operating system, which leaves an 
opening for Netscape. Netscape’s advantage is that it 
tends to sell products that have fewer bugs than Mi- 
crosoft’s products, says Patrick Carroll, a workstation 
and LAN coordinator at Simmons Co. in Atlanta. So he 
says he doesn’t mind paying for Netscape’s browser. 

The competition isn’t a bad thing. “We like Win 95. 
We like the Microsoft Office product, but I like compe- 
tition in the marketplace. We get a better product as a 
result,” says Marcia Murto, a Netscape user and director 
of IS research and development at PPD Pharmco, Inc., 
a contract drug research company in Morrisville, N.C. 


RIVAL TECHNOLOGIES MATCH UP WELL 


Users’ confidence in their 
vendor's browser technology 
over the next year: 


(www.computerwor!d.com) 


STRENGTHS AND WEAKNESSES 


“I don’t see it as strictly a race 
between Microsoft and Netscape,” 
says Tim Sloane, an Internet ana- 
lyst at Aberdeen Group, Inc. in 
Boston, referring to the browser 
war. 


3 


ActiveX 


Microsoft was rated a bit higher in Web development and overall cost areas, but 
Netscape provides slightly better security and electronic commerce. Users want 
both vendors to adopt the other’s technology. 


lot ges Lei kd 
4.25 


Netscape 
2.93 





He says the battle is between the 


Microsoft Distributed Component i 


3.17 417 





Object (DCOM) and ActiveX pages 
and the Internet object computing 
environment, the combined use of 
Java and Object Request Broker 


Security 


Web site development 


Electronic commerce 


4.03 
3.29 
3.64 


3.61 
3.69 
3.80 





(ORB), which is advocated by 
Netscape, IBM, Sun Microsystems, 


Cost of ownership 


3.94 3.47 





Inc. and Oracle Corp. DCOM is 
Microsoft’s technology for distrib- 
uted objects that allows objects to communicate over 
the network. ORB is an object-oriented system for 
managing message traffic between applications and 
platforms. 

Those are the environments in which users will cre- 
ate Web sites. To develop and maintain a Web site, 
users will need Web authoring tools. That’s one area in 
which Microsoft and Netscape don’t compete. Accord- 
ing to our survey, 43% of the respondents use Microsoft 
Web authoring tools, while only 6% rely on Netscape. 
Netscape isn’t actively pursuing this part of the market. 
The vendor has partnerships with some third-party ven- 
dors, but Web authoring isn’t one of Netscape’s prime 
focuses. 

Not all Netscape users like this gap in Netscape’s In- 
ternet offerings. Carroll says he would like to see 
Netscape offer more in the way of Web authoring tools. 

Microsoft, on the other hand, invested in this part of 
the market by purchasing what is now FrontPage, but 
the product doesn’t own the market. “I would say the 
biggest problem is that it is very middle of the road,” 
Sloane says. 

Microsoft also offers a broad range of 
application and Web development tools 
and languages. A quarter of the Com- 
puterworld poll respondents use tools 
from other vendors in the market. 

In our survey, respondents gave Mi- 
crosoft a rating of 4.03 for Web site de- 





Users’ confidence in their 
vendor's overall Internet and 
intranet technology and 
strategy over the next year: 


velopment during the next year. The 
ratings are based on a 1 to 5 confidence 
scale, in which 1 is lowest and 5 is 
highest. Netscape rates about a half a 
point lower in this area. 





Scale: 1 (not very confident) to 5 (very confident) 


Microsoft vs. Netscape: On the server 


Recognizing that the browser battle is part of a larger 
war, we also looked at the back end of the Internet/ 
intranet market to find out what users have installed, 
how they feel about those technologies, and what they 
think of each vendor’s overall strategy. 

Analysts and users said the browser will most likely 
dictate what a customer uses on the back end. They 
tend to stick with the same vendor or go with a vendor 
that offers compatible technology. Users also find the 
technologies of the two vendors to be on par with each 
other. 

Depending on who you talk to, you'll hear that Mi- 
crosoft and Netscape combined own 90% of the brows- 
er market. The back end — Web authoring tools, Web 
server software, proxy servers and commerce servers — 
is a different story. Other vendors populate that market. 


Whichever tools users opt to use, it 

is important that their Web site be 

compatible with both browsers, Williams says. He ad- 

vises going with standards and keeping the environ- 
ment open. 

Along with authoring tools, users need Web server 
software. Sloane says each vendor comes to the table 
with unique Web server software benefits. Microsoft 
has more developers to leverage its Web server, he says. 

Netscape’s technology comes with a Web server, a 
mail server and a news server, which can be integrated 
to provide groupware open solutions, Sloane says. 

In our survey, a higher percentage of users employ 
Microsoft’s Web server, with Netscape and other ven- 
dors matching up fairly evenly. Several respondents 
mentioned using the same vendor for Web server soft- 
ware that they use for the browser. 

Some sites are involved in electronic commerce, but 
it’s early in the commerce server game. Only 20% of 
our respondents are using one. If he needed a com- 


Scale: 1 (not very confident) to 5 (very confident) 


merce server, Carroll says he would choose Netscape’s 
commerce server because he uses the Netscape browser. 

Williams says it’s easier to port existing applications 
to the Web using Microsoft’s commerce server, called 
Microsoft Transaction Server. It doesn’t seem as easy to 
do yet with the Netscape offering, Williams says. 

Proxy servers, a type of firewall, are also part of the 
back end. Most of our respondents don’t use one cur- 
rently. 

Sloane says that he thinks Netscape has the advan- 
tage in the proxy server market, but from a marketing, 
not a technical, standpoint. Netscape’s relationships 
with Internet service providers and telecommunications 
companies places it in an ideal position for taking the 
lead in outsourcing, Sloane explains. Sloane sees 
Netscape’s ties to Internet service providers and 
telecommunications companies as a very strategic 
move on its part. It makes it much easier for Netscape 
users to outsource, he says. 

Proxy servers are only one means of security offered 
by these vendors. Users mention Netscape’s overall se- 
curity as one of the vendor’s appeals. In our survey, 
Netscape rated higher for security than Microsoft. 

The security features accompanying Netscape’s 
browser are better, according to Murto. Part of what she 
disliked about Microsoft was its security offerings, she 
says. 

Netscape’s security model is excellent for its environ- 
ment and for controlling access from the Internet, ac- 
cording to Tim Sloane, an Internet analyst at Aberdeen 
Group, Inc. in Boston. Although it is based on open 
standards, he says it’s unique to Netscape. 

Microsoft’s security isn’t adequate for his business, 
which is getting ready to do online banking, says Dion 
Hargreaves, a network manager at Central National 
Bank in Junction City, Kan. 


Microsoft vs. Netscape: 
ActiveX and Java 


Users also said they are concerned that neither vendor 
supports both ActiveX and Java in the same fashion. 
You get users from both camps decrying their vendor’s 
lack of compliance with the rival vendor’s technology. 

“I would like to see them have better support for 
ActiveX,” says Netscape user Carroll. 

Because his company already uses ActiveX to develop 
windows applications, William Manring, a computer 
scientist at Toshoh SMD, Inc. in Grove City, Ohio, can 
leverage the ActiveX expertise already in place within 
his organization. That appeals to him, he says.O 





Malloy is Computerworld’s associate editor, Buyer's 
Guide. 
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Improvements in the 
WordPerfect Suite make 
upgrades worthwhile, 
but they won’t steal 
users from rivals 


eature for feature, the new 
F version of Corel Corp.’s Word- 

Perfect Suite Professional 8 
ranks well with the other major of- 
fice suites. The Professional ver- 
sion, released two months after 
Corel shipped the basic Word- 
Perfect Suite 8, targets the corporate 
desktop user. Improvements in the 
WordPerfect word processor and 
Paradox database, better uniformity 
in the individual programs’ user in- 
terface and strong Internet connec- 
tivity among the key programs in 
this suite make this version a 
worthwhile upgrade if you use a 
previous version of WordPerfect. 

I reviewed the other two major 
office suites, Microsoft Corp.’s Of- 
fice 97 and Lotus Development 
Corp.’s SmartSuite 97, several 
months ago [CW, June 7]. I applied 
the same criteria used in the Mi- 
crosoft and Lotus comparison to 
WordPerfect, focusing on corporate 
issues such as deployment and 
workgroup collaboration. 


Feature set (A-) 

Of the three suites, WordPerfect of- 
fers the most feature-rich suite, but 
it almost borders on burdensome. 
Corel’s “shovelware” approach of 
heaping programs and features in- 
to the suite rewards the user with 
the most comprehensive product of 
the three suites but dumps a 
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450M-byte disk foot- 
print on a server and 
up to 210M bytes on 
a workstation. 

Going beyond the 
standard fare, Corel 
tops the other suites 
by including the 
Time Line project 
manager (acquired from Symantec 
Corp.), the Web.SuiteBuilder pro- 
gram (comparable to Microsoft’s 
FrontPage), Netscape Communica- 
tor 4 and the Barista Java tool to 
publish complex World Wide Web 
pages without complicated pro- 
gramming. 


Deployment (B) 
Like the other suites, the Word- 
Perfect package is a decent citizen 
for corporate deployment, although 
the installers have quirks. The net- 
work installer places files on the 
server for shared use, distributes 
them to individual PCs, or both. 
Unfortunately, the workstation in- 
staller takes an all-or-almost-noth- 
ing attitude and doesn’t allow you 
to copy the core files to the local 
hard disk and leave low-usage files 
such as templates on the server. 

Corel provides some scripts and 
tools to help automate the rollout 
or update of the suite throughout 
an organization. But Corel doesn’t 
provide the requisite package defi- 
nition files for push distribution 
systems such as Microsoft System 
Management Server. 

When installing the files to an 
NT Server, the network installer de- 
mands that it write to the server’s 


REVIEW> Corel WordPerfect Suite 
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Netlogon shared resource, an ulti- 
matum that no other installer 
makes. The documentation doesn’t 
say how to change Netlogon’s per- 
missions; the only reference is 
found at the Corel Web site. And 
after insisting on this writable ac- 
cess, the installer commits an ab- 
surd faux pas by giving an error 
message rather than automatically 
creating the directory that holds the 
installation’s shared files. 


Intranet/iInternet 
publishing (A) 

The WordPerfect suite makes a bet- 
ter link to the intranet or Internet 
than SmartSuite or Office. The ma- 
jor applications, WordPerfect, Quat 
tro Pro, Time Line and Presenta- 
tion, can edit and “publish” to the 
Web. Time Line also can post all its 
visual project results to an intranet. 
Paradox also provides tools to pub- 
lish data statically or dynamically to 
the Web. 

Additionally, | Web.SiteBuilder 
provides a rapid development envi- 
ronment complete with templates 
for editing Hypertext Markup Lan- 
guage pages, embedded images 
and Java applets, tracking links and 
building small to midsize intranet 
or Internet sites. 


Workgroup 
collaboration (B-) 
When projects draw from a vari- 
ety of people and resources, Corel 
offers its own approach to collabo- 
ration. WordPerfect provides its 
own versioning control of docu- 
ments, which covers the major 
document-producing applications, 
and allows others to embed com- 
ments into any document. 

But no “wrapper” function is 
provided to al- 
low a com- 
pound docu- 
ment that uses 
files from sev- 
eral programs 
to be tracked 
as one item. 

Also, the 
support for 
versioning is- 
n't installed in 
the default setup. 


Enterprise 

computing (B-) 

As an enterprise-computing can- 
didate, the suite fits adequately. 
Again, word processing docu- 
ments can be exchanged across 
the corporation via electronic 
mail, the major applications can 
tap the corporate databases, and 
CorelCentral provides shared cal- 
endar and telephone book facili- 
ties, although Central isn’t suited 
for use with a corporatewide cal- 
endar or telephone book contain- 
ing thousands of records. 


Third-party 

support (B-) 

On the whole, the suite’s outside 
support can be rated as “good.” 

The WordPerfect word proces- 
sor drives the suite’s popularity; 
the other programs aren’t as 
popular. 

And the suite isn’t as popular as 
Microsoft Office, which has far 
more product and_ support 
providers.O 
DeVoney is a reviewer in Seattle. 
He can be reached at chrisd@ 
cybercritic.com. 
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Computerworld readers have long 
been familiar with columnist Esther Dyson’s incisive analyses 
and predictions. Now the non-information technology public is 
catching on. Dyson, perhaps best known for her “Release 1.0” 
newsletter, has caught the fancy of Vanity Fair, Newsweek and 
Business Week. 

In this excerpt from her new book, Release 2.0: A Design for 
Living in the Digital Age, Dyson explores the attributes that will 
make job-seekers attractive to prospective employers in a fully 
networked market. 


SO, YOU’RE STILL looking for that 
job. As employers check you 
out on the Internet, the efficient 
market for employment will 
lead to a widening gap between 
star employees and adequate 
ones — or worse. But the skills 
needed are not just creative bril- 
liance or intelligence; they also 
include attitude. To the extent 
that workers can find a culture 
or community that suits them, 
attitudes may get better. (Or at 
least all the complainers will de- 
serve each other!) As you devel- 
op or market your skills, there 
are four broad attributes that 
will be especially valuabie. 


CREATIVITY 

AND INTELLIGENCE 

The fundamental talent is cre- 
ativity — whether artistic or in- 
tellectual. As the world becomes 
faster-moving, companies will 
stay ahead not with proprietary 
technology, but with a constant 
flow of new technology and 


ideas. Employees will be valued 
for what they can produce, not 
for what they have produced. 

Most successful will be those 
who can design innovations to 
help the company get or stay 
ahead. The major business of 
business will be design — of 
new products, new processes, 
even new business models. It 
will be much harder for any 
company to gain a persistent 
competitive advantage other 
than with a strong company 
culture/community that both 
perpetuates and renews itself 
through new design. 

Employees will increasingly 
need to be good at thinking, 
rather than blindly following rou- 
tine. Routines can be automated 
or at least farmed out to special- 
ist firms; those specialists, mean- 
while, need to implement famil- 
iar tasks efficiently, but their core 
value is — you guessed it! — 
coming up with new ways of do- 
ing the old tasks better. 


Those who are good at doing 
what they’re told will be able to 
survive, but they won't excel in 
the increasingly competitive mar- 
ketplace. Nonetheless, support 
people will be valued to the extent 
that they can adjust to change 
while maintaining the healthy 
corporate culture. They will im- 
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plement the crazy ideas of the 
dreamers and risk-takers. Even as 
the market becomes more effi- 
cient and the stars can move 
around more easily, companies 
and co-workers will come to value 
loyalty and comfort as an antidote 
to this friction-free world. 

Wanted, page 82 
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CONTINUED FROM PAGE 81 _ 


REAL-TIME PERFORMANCE 
The second key attribute is a perfor- 
mance personality, for want of a better 
phrase. People who can think quickly 
will prevail. Can you respond quickly 
(rather than think slowly)? In the age of 
the ’net, there will be less time to think, 
more need for quick response — 
whether a speedy reaction to electronic 
mail or a real-time interaction in (elec- 
tronic) print or a videoconference. Real- 
time performance will outrank careful 
production. Editors and writers will con- 
tinue to be necessary, but more valuable 
will be people who can write and think 
in real time, participating in and moder- 
ating real-time online forums. Of course, 
these same capabilities are what “play- 
ing” on the ’net hones — just as sol- 
diers, toy cars, dolls and Play-Doh pre- 
pared children for the tasks of the 
previous century. What people do for 
leisure, they will also do for pay. (Con- 
sider tennis pros, for another example.) 
As the Internet’s “local loops” become 
broadband, there will be more need for 
people who can perform the equivalent 
of online or telephone interaction in 
video — in short, remote customer ser- 
vice. The people who used to work in 
stores will now work online, but cus- 
tomers will expect more than a hand 
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wave and a snarled “Over there!” Highly 
trained people will interpret complex in- 
structions or give advice to customers 
who prefer to deal with a person. Yes, I 
know things should become easier and 
easier to use, but people will still want 
customer service from people, not from 
expert systems. It’s a lot more convinc- 
ing to have a person tell you a particular 
sweater will go great with the skirt than 
to hear it from a machine. Who wants 
baby-care advice from a computer? Per- 
suasion is still a personal art rather than 
a computer technique. 

My favorite example of a real-time em- 
ployee performance was by a quick- 
thinking Southwest Airlines stewardess, 
back in the days before the ’net when 
they were still called stewardesses. The 
doors of the aircraft had closed, most of 
us had found our seats, and she took up 
the microphone: “Hey yall!” she 
drawled. “We got a little problem up 
here. We don’t have the peanuts. Now 
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we can set right here for about 15 min- 
utes, and catering promises we’ll have 
those peanuts right away ... but I can’t 
guarantee it. Or, folks, we could leave 
right away without those peanuts. Now 
I’m just gonna take a little vote. ...” 

Before she could even finish, she was 
drowned out with shouts and cries: 
“Let’s just go!” “Fergit the peanuts!” “As 
long as we got beer, who needs 
peanuts?” We left on schedule, and no 
one complained about the missing 
peanuts. We had a choice, and we had 
chosen. 


SELF-MARKETING 

Imagine a company as a physical object. 
The companies of the past were black 
boxes that produced products and had a 
small surface area, composed mostly of 
PR and investor-relations people, and 
perhaps a couple of outspoken top exec- 
utives. Consumer companies had ads, 
but they rarely involved anyone from in- 
side the company — with notable excep- 
tions such as Perdue and his chickens, 
Lee Iacocca and Chrysler, and Richard 
Branson and his Virgin product du jour. 
Exceptions were service companies such 
as airlines, competing on the friendli- 
ness of their stewardesses, and at least 
some retailers competing on the helpful- 
ness of their personnel. But most em- 
ployees were focused internally, design- 
ing and building products or perhaps 
writing ads or documentation. The prod- 
ucts and the advertising spoke for them- 
selves. 

In a service/information/’net world, all 
that changes. A company’s surface area 
expands in relation to its volume; it’s al- 
most all membrane with very little con- 
tained inside. And if you remember the 
physics you took in high school, the 
smaller an object is, the greater its sur- 
face area is proportional to its volume. 

The surface that a business exposes 
needs to be more than just posted infor- 
mation — even specific, customized in- 
formation such as Federal Express’ track- 
your-own package service. Companies 
will need to have real personality online 
— which means persons. 

Accordingly, there will be a premium 
on people who can market themselves. In 
a world where competitive advantage 
comes either from new design or from 
the attention of people, those who suc- 
ceed will be those who are good at getting 
their new designs or themselves noticed. 

The person is the living face a com- 
pany presents to the world. For example, 
take Jennifer Warf, who has run a Barbie 
Web site for some years. Other Barbie 
fans came upon the site, and pretty 
quickly it became an active center for 
discussions about Barbie, trading cos- 
tumes and even dolls. The site eventually 
attracted attention from Mattel itself, and 
an enthusiastic Warf hinted that she 
might like a job with Mattel when she 
graduated from Indiana University. But 
instead of hiring her, Mattel’s legal de- 
partment wrote her a letter with warn- 
ings about copyright infringement. She 
has redone the site to remove all of 
Mattel’s content; she is using photos of 


her own dolls instead. 

Unaffiliated with Mattel, she is now 
doing this as a labor of unrequited love. 
Of course, Mattel’s version of the story 
focuses on its need to protect its image 
and its intellectual property, but it seems 
to me they have missed an opportunity. 


MOST LIKELY TO SUCCEED 

I once asked an Italian executive who 
worked for AT&T what he did as a man- 
ager, and I have always remembered his 
answer: “I absorb uncertainty.” As rou- 
tine is sucked out of our daily work lives, 
people who can create stability from 
chaos will be key. This man, Vittorio Cas- 


soni, took the uncertainty out of his em- 
ployees’ lives so that they could go ahead 
and do their best. He did not tell them 
what to do so muc} .+ he provided bal- 
ance in a rocking sea. 

These kinds of personal qualities — 
management skill, leadership, judgment, 
coliaborative skills, risk-taking, evenness 
of temperament — are now called emo- 
tional intelligence. As change becomes 
constant, leaders must have the flexibili- 
ty and vision to handle it. It’s the skill it 
takes to run a meeting effectively, 
whether in a conference room or over a 
network, internally or with partners and 
customers — by"  u have to do it on a 
global basis ai. ver the long term. You 
have to fire people up and calm them 
down, resolve disputes, uncover the key 
points in a conflict or a strategy, make 
firm decisions. All these traits and capa- 
bilities inspire confidence and lead a 
company forward. These traits are the 
least definable — and their impact is the 
most visible. 


WHAT MAKES COMPANIES 
APPEALING TO EMPLOYEES 

When goods and machines are cheap 
and mass-produceable, people with the 
talents described above are valuable. 
What does it take to attract them? Other 
people. It’s the other people in a com- 
pany that will be a key factor in keeping 
employees. Even though employees will 
achieve greater freedom to move around 
because of the fluid job market, few peo- 
ple actually want to get up every morn- 
ing and find out what jobs are available 
on the ’net. They want stability; they 
want friends; they want familiarity; they 


want to be part of a community. What 
keeps employees as well as customers is 
the emotional intelligence described 
above — the presence of people they like 
to work for and with. All but the most 
solitary employees prefer to work with 
people whose company they enjoy and 
whose contributions they respect. 

Indeed, a company is a community. A 
company’s best strategy is to attract em- 
ployees and then to get them to invest in 
the company’s community — not just by 
paying them but by fostering an envi- 
ronment that lets them flourish. Great 
value is created by teams that work to- 
gether effectively, whether as repair peo- 


In a worid where competi- 
tive advantage comes either 
from new design or from the 
attention of people, those 
who succeed will be those 
who are good at getting 
their new designs or them- 
selves noticed. 


ple sharing experiences with balky ma 
chines or creative types coming up with 
a new multimedia extravaganza. 

That doesn’t mean that all companies 
will become identical happy families. 
They will have distinct cultures — per- 
haps more distinct than now because 
people will be better able to find an envi- 
ronment that suits them, whether it’s ag- 
gressive and sales-oriented, technical and 
reserved, formal or informal. But overall, 
companies with people enthusiastic 
about their work are likely to be the most 
successful. 

Since both companies and employees 
will have more options, dissatisfied em- 
ployees and employers are less likely to 
stick with an unhappy situation — a 
company community that doesn’t really 
meet their needs. Now, to be productive, 
it is usually necessary to affiliate oneself 
with a large organization. 

In the future, those who want freedom 
will be able to work on their own terms 
without sacrificing as much as they must 
today. People who aren’t much fun to 
work with will be able to become more 
independent, operating as one-person 
bands and contracting out for services. 

These two forces — independence and 
the need for affiliation with a communi- 
ty — often conflict. The way they are re- 
solved will vary from person to person 
and company to company. 0 


From Release 2.0 by Esther Dyson. Hard- 
cover; 307 pages; $25. Copyright 1997 by 
Esther Dyson. Reprinted by permission of 
Broadway Books, a division of Bantam 
Doubleday Dell Publishing Group, Inc. All 
rights reserved. 
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EDITOR'S NOTE 


Everything Old is New ! 


ot so long ago, elec- 

tronic commerce was 

an unspoiled front 
marked by new players, new 
buzzwords and altogether 
new concerns. Today, 
though, it’s threatening to 
take on some awfully famil- 
iar attributes. 

First, take a look at the 
emerging standards. The In- 
ternet has always had de fac- 
to standards such as TCP/IP, 


come to fruition. Both stan- 
dards face similiar threats as 
the “old” IT world — powe 
mongering, complexity and 
osophical disagreement. 
What looks promising for 
both these standards is that 
they're strongly driven by 
users. Perhaps that will keep 
the religious wars at bay (see 
stories pages 6 and 12). 


<e a look at soft- 


Maybe a BIT of the old world 
; creeping into the once PRISTINE 
EC LANDSCAPE. But that doesn’t mean 
we're going BACKWARD in time. 


but industrywide standards 
that require cooperation and 
collaboration — these are 
just starting to emerge. 

And emerge is the right 
word. It’s yet to be seen 
whether two of these stan- 
dards — Open Buying on the 
Internet and collaborati 
planning, forecasting and 


plenishment (CPFR) — will 


Electronic software distribu- 
tion is forecast to be a $ 
billion business by the year 
2000, according to Interna- 
tional Data Corp., but most 
big corporations are not buy- 
ing software on the Web to- 
day. In terms of basic ca 
bilitie: 


there. The obstacles have to 


the technology is 


do with ingrained methods 
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of licensing, volume purchas- 
ing and centralized vs. de- 
centralized decision-making 
(see story page 8). The out- 
come promises to radically 
change the sales channel. 

And then there’s Micro- 
soft. The industry giant, 
which was not even at the 
table when Inte 
electronic commerce was 
first spawned, is muscling in- 
to markets such as online 
banking and automobile 
purchasing. Sound famili 

So maybe a bit of the old 
world is creeping into the 
once pristine electronic com- 
merce landscape. But just be- 
cause these attributes look 
familiar doesn’t mean we're 
going backward in time. 

As the business world be- 
comes more dependent on 
electronic commerce, some 
argue that successful com 
nies may well be the ones 
that give their technical staff 
some clout and power. Not 
to mention, technically ori- 
ented companies may grab 
business advantages unheard 
of today. That could really 
rock the industry. (For more 
on this topic, see our column 
and forum at www.comput- 
erworld.com/emn *, Start- 
ing Nov. 17.) 

{¢ just goes to show you: 
You can’t run from your prob- 
lems. What's diffe 
time is that they'll likely lead 


nt this 


us down some new avenues. 
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“Going, Going, Gone” 


BY JOHN R. HOWE 


nline auctions are hot 

right now. Just look at 

the Internet Auction 
List, a directory 
related Web sites. It currently 
lists 128 online auctions sell- 


f auction- 


ing everything from col- 
lectibles to computer hard- 
ware, and the list is growing 
every day, according to list de- 
veloper John Jackley. 

These days, he is seeing a 
trend toward real estate and 
auto auctions. But the ques- 
tion on the business world’s 
mind is how to apply the auc- 
tion metaphor to suit its pur- 
poses. In some cases, business- 
to-business procurement 
might be the next frontier for 
auctions on the ’net, particu- 
larly for sales of overstocked 
goods. 

Take a look at the momen 
tum. Leading the pack of auc- 
tion sites is OnSale, a Silicon 
Valley company that grossed 
$30 million in 1996 auction- 
ing refurbished and closeout 
computer equipment and 
consumer electronics. 

A new competitor to On- 
Sale is the Internet Shopping 
Network (ISN). ISN’s First 
Auction, launched in June, 
moved more than $100,000 
of merchandise off the block 
in its first three days online. 

Will the Internet's global 
reach, multiparty capability, 
distributed processing and 

mputational speed inspire 


businesses to auction their 
surplus online instead of con- 
tracting with intermediaries? 
If American Airlines is any 
indication, the answer is “no.” 
Last year, the airline tried auc- 
tioning 11 round-trip U.S. 
tickets and other travel prod- 
ucts online, but it quit after a 
few rounds. “We found auc- 
tions are somewhat cumber- 
some to administer . . . and 
that they don’t lend them- 
selves to selling a lot of our 
product,” American spokes- 
man Tim Smith said. 
Lufthansa Airlines recently 
had a very different experi- 
ence with an auction of fares 
outbound from Germany. 
More than 100,000 people 
tried to access the company’s 
server in Frankfurt as soon as 
its first ticket auction opened. 
“It was one of the greatest In- 
ternet fevers ever seen in Ger- 
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many,” said Susana Clemen- 
tin, Lufthansa’s manager of 
new media technologies. 

Lufthansa’s bidders down- 
loaded Java applets, which 
shifted the information load 
off-site while allowing users to 
interact with the auction 20 
seconds behind real time. 

Despite Lufthansa’s “fever- 
ish” success, analysts doubt 
many businesses will rush to 
conduct their own auctions, 
even on overstocked products, 
given auctions’ intrinsic de- 
mand for unique products 
that are hard to price and 
large flows of merchandise 
and bidders. 

Jeffrey Mann, an analyst at 
Meta Group, Inc. in Stam- 
ford, Conn., dismissed the 
airline auctions as “something 
interesting to do on the Inter- 
net for a few months. I imag- 
ine that’s what American 

learned and what 
Lufthansa will find 


“To the extent that 
an auction is well-de- 
fined and has a consis- 
tent flow, it can get 
built into a market,” 
said Stan Dolberg, an 
analyst at Forrester Re- 
search, Inc. “If it’s one 
company occasionally 
clearing out its store- 
room, that could not 
possibly have much of 
an impact on the mar- 


ket. Tha 


more like 
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“As procurement systems get 
better, [they will] move into 
auction kinds of setups.” 


— JEFFREY MANN, META GROUP 


the ‘help wanteds.’ An inter- 
mediary site that is defined 
around an industry, or a seg- 
ment of an industry, is much 
more likely to have the ability 
to supply the buyers.” 

Two examples of this are 
FairMarket, Inc. and Fast- 
Parts, Inc. Both have set their 
sights on excess semiconduc- 
tors and computer products. 
In both cases, buyers benefit 
because they get standard in- 
formation on lot descriptions, 
asking prices and current of- 
fers, hopefully resulting in 
fairer prices. Sellers are able to 
get their stock online more 
quickly, thus ensuring that 
products don’t go out of date. 

FastParts claims its mem- 
bers are seeing an average re- 
covery of five to 10 times 
more than through conven- 
tional liquidation channels. 

Online auctions on the 
business-to-business procure- 
ment side are another signifi- 
cant trend to watch, Mann 
said. “I think you're going to 
see communities of shared in- 
terest going to electronic pro- 
curement systems,” he said. 
“As procurement systems get 
better, [they will] move into 
auction kinds of setups.” 

Dolberg pointed to indus- 
tries such as gas and electrici- 
ty, where imperfections exist 
in the supply and demand 
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pattern. “The auction will be 
a vital part of how the goods 
actually flow through the 
pipeline and the grids.” 

An example is FERC/ 
Oasis. As part of the federal 
government’ deregulation of 
the power industry, private 
utilities are now required to 
make excess transmission ca- 
pability available through a 
so-called Open Access Same 
Time Information System 
(Oasis), available online to 
qualified wholesale buyers. 

“There's no auction in the 
sense of auctioning something 
to the highest bidder,” said 
Bill Booth, chief of market 
oversight and information in 


the Federal Energy Regulatory 


Commission's Office of Elec- 
trical Power. “It’s really a 
process whereby utilities may 
want to more fully utilize 
their capacity, and they dis- 
count off of that.” When the 
number of people interested 
in using the capacity outnum- 
bers the available capacity, the 
utility will charge its maxi- 
mum rate, “so it’s kind 

Ba- 


sically what the system does 


strange auction,” he sa 


allow is price negotiation.” 
Howe is principal writer at 
Clearwater Communications, 
an editorial services network 
in Cambridge, Mass. 


Four-Hat Solution 

iS THERE A doctor in the 
house? There may be, if you 
contract with Cambridge 
Technology Partners (CTP) for 
an electronic commerce proj- 
ect. This summer, CTP, a con- 
sulting firm in Cambridge, 
Mass., launched Co-RAD, a 
multidisciplinary service, to 


help Fortune 1,000 clients de- | 
| and | want to crack it,” Head- 


velop and deploy electronic 
commerce solutions. With the 
service, each client is as- 
signed a consulting team 
whose members encompass 


four disciplines: creative, busi- | 
: Direct.com early on but hinted 
| it was in the 20% range. 


ness, technical and cognitive. 

Why cognitive? With tradi- 
tional projects, end users are 
employees. They have no 
choice but to interact with 
whatever interface is de- 
signed. But with electronic 
commerce systems, end users 
are consumers or business 
partners who have a choice 
about whether they work with 
your system or click to some- 
thing else. Thus, it’s much 
more important to study hu- 
man-computer interaction 
when designing the interface. 

CTP is getting serious 
about the cognitive aspect. 
It has actually hired a “cog- 
nitive manager” who has a 
Ph.D. in psychology. 


' 
' 
' 


Fighting Fraud 


| WHEN CNET Direct, Inc. 


launched its BuyDirect.com 
(www. buydirect.com) elec- 
tronic software distribution 


| site last December, it quickly 


learned that no matter how 


| many security checks you es- 


tablish, someone will try to 


steal from you. 


“People did not get tired of 


:_ it,” noted Bill Headapohi, ex- 
: ecutive vice president of elec- 


tronic commerce at the San 
Francisco multimedia maver- 


| ick. He once observed some- 
i One attempt to fraudulently 


buy a piece of software 40 


i times in a row, he said. 


Many fraudsters steal soft- 
ware for fun or for the chal- 


| lenge. Their credo: “Hey, | see 


a $10,000 piece of software, 


apohl said. That forced CNET 


i to take most of its expensive 


software off the site. 
He wouldn’t say how much 
fraud was committed on Buy- 


Although fraud continues to 
haunt the company, CNET be- 
lieves putting enough “curves 
in the road” will attenuate the 
risk. it is now looking at soft- 


| Ware wrappers — encrypted 


containers that users must 


i unlock with secure keys to use 


the software. 
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BY ROCHELLE GARNER 


here's a problem with the 

consumer model for buy- 

ing goods over the Inter- 

net: It doesn’t work for 

business. There’s no stan- 

dard way to authorize how 
much money which employees are allowed 
to spend. Or to get approval through the 
corporate purchasing hierarchy. Or even to 
cut purchase orders when an employee places 
an order directly with a supplier. 

In June, Americz <press Co. a 
Internet Purchasing Ro table — a 
group of Fortune 500 companies and thei 
key suppliers — did something about the 
problem. They released Version 1.0 of the 
Open Buying on the Internet (OBI) stan- 
dard, which specifies the processes, for- 
mats, security and technical design for the 
buying and selling of “indirect material” 
over the Internet. That would be office 
furniture, computer and industrial sup- 
plies and electronic components — 80% 
of all corporate purchas 

As president of the OBI Consortium, 


NEAL CASTEEL, PRESIDENT 

OF THE OBI CONSORTIUM, 
DISCUSSES THE NEW VISION 

FOR CORPORATE PROCUREMENT 


al Casteel helped formulate the OBI stan- 
dard. And as manager of electronic com- 
merce at National Semiconductor Corp. in 
Santa Clara, Calif., it’s Casteel’s job to pro- 
mote electronic transactions with Nation- 
al Semiconductor's suppliers and customers 
around the world. 

Rochelle Garner, a freelance writer in San 
Carlos, Calif., spoke recently with Casteel 
about corporate procurement and how OBI 
will affect large business 


6 COMPUTERWORLD EMMERCE November 1997 www computerworld.com/emmerce 


Q: WHY HAVE YOU BEEN SO INVOLVED IN 
HELPING FORMULATE STANDARDS FOR BUS- 
NESS-TO-BUSINESS COMMERCE? 


A: We can determine that today it costs 
from $150 to $200 to generate a purchase 
order. EDI can cut that down dramati- 
cally. [But] it forces a tremendous amount 
of work and effort at the front end before 
people start to see any of the benefits. All 
of our major customers and suppliers have 


PHOTOGRAPH BY SUSAN SCHELLING 





EDI. But if you look at the smaller com- 
panies that we deal with for indirect ma- 
terials — the products and services we buy 
through our internal Web catalog — most 


do not have EDI systems in place. 
Q: WHY WORRY ABOUT SMALL SUPPLIERS? 
A: Around six years ago, I started work- 
ing with our purchasing organization for 
doing EDI with our suppliers. In most 
cases, we heard, “What’s EDI?” We were 
able to pick out some of the top sup 
ers, but we found that mass volumes of 
those iers didn’t have EDI programs 
and still may not. It’s too costly, too dif- 
ficult. There is a trade-off there, of course. 
How long does it take for you to sit down 
and key in an order? 

aw it as, if you can build the bridges 
for EDI, then it’s a matter of individual 
maps customer. 
Q: BUT THAT CAN BE DAUNTING IF YOU HAVE 
SEVERAL HUNDRED CUSTOMERS. 


A: Sure it can. And guess what? They all 
do it differently. $ 


fits, there are ongoing liabilities. 


le there are bene- 


Q: IS THAT WHY YOU DECIDED THERE HAS TO 
BE SOMETHING BEYOND EDI? 


A: Actually, National had dealt with this 


problem several years ago by bringing up 
a rudimentary, searchable catalog on an 
old VM-based mail system we had. Our 


on had done this be- 


cause the people there knew that EDI 


purchasing organiz 


wouldn't be a solution for the small indi- 


rect suppliers. 
Q: WHAT WAS THE OLD SYSTE! 


A: It had about 15 or 20 suppliers, with 
maybe 1,000 different things it could list. 
And since it was a dumb terminal, it was 
limited to an 80-character-wide screen. 
These were huge limitations considering 
that a major office supplier catalog will 
ve 20,000 items in it. Even so, that sy: 
tem became very suc i 
portant to the company because it d 
tically cut the time to process requisi- 
tions and authorization and because 


National didn’t have to generate paper. 


bo 


Q: IT WAS YOUR JOB TO REPLACE THIS WITH 
SOMETHING MORE UP-TC-DATE? 


A: Yes. But with the new system, we had 
to build in safeguards. We had to build in 
processes that weren't there. We had to 
make sure we had a system robust enough 
for 1,500 users. It had to extend to every 
employee in the company. We brought up 
an enterprisewide system on our intranet, 
with all the catalogs from 35 different sup- 
pliers, listing about 100,000 items. We 
have 600 or 700 ind 


tem here. 


duals using the sys- 
Today, employees go to our in- 
ternal catalog, root around in it, find the 
stuff they are looking for, fill in the on- 
line order form, then send that form elec- 


tronically to the supplier. 
Q: WHAT IS THE DATABASE TECHNOLOGY? 


Just straight ASCII text files. It’s noth- 
ing significant, but it was part of the de- 
sign process to solve that issue. We did 
find some inexpensive and elegant solu- 


tions that allowed us to take the unde 


ing data we had and structure it to mul- 


tiple minicatalogs. So, for example, we 
might take one supplier's catalog and break 
it into 60 little catalogs, organized by com- 
modity. But we really do not have a data- 


base with this. 
Q: WHAT DOES THIS RUN ON? 


A: Our catalog runs on an AIX Web se 


er with the Netscape Enterprise Server. It’s 


a step in the right direction, but it’s still 
short of where we're trying to go with OBI. 
Q: HOW WOULD IT BE DIFFERENT WITH OBI? 


A: In the future, we want to point our 
requisitioners to a purchasing Web site 
that lists all of the approved suppliers. That 
site then points them off to the suppliers’ 
Web sites. And since we are looking at us- 
ing digital certificates, the supplier will 
know to point that employee to the Na- 

. [and] what that 
d to buy and spend. 


tional-specific catalo 
hor 


On the consumer model, I'd be off at 


-mployee is 


the supplier’s site, push the button and 
boom — the supplier has an order. That 
doesn't work for a business-to-business en- 


vironment because I still need to 
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you just ordered. I need to know what will 
happen when the product comes in, what 
do I match it against, what will happen 
when I get an invoice and do I pay that. 

But businesses don’t just pay invoices 
willy-nilly. That's why the OBI < 


ture has defined a process in which a 


chitec- 
quest will be sent back to the employee's 
purchasing organization rather than sim- 
ply placing an order. And when that re- 
quest is sent back, it goes through the nec- 
essary workflow for approval if it’s need- 
ed, to add accounting information and to 
provide the company’s own purchase or- 
der number. Then the purchasing orga- 
nization sends the purchase order as an 
OBI object, which may be a file or an 


EDI-formatted order. 


Q: REALISTICALLY, HOW SOON CAN A COMPA- 
NY EXPECT TO BUILD TO THIS? 


Not very long, given that we have ro- 
bust enough solutions from solutions 
providers. A handful of solutions providers 
have said they will support the OBI pro- 
tocol. They include Connect, Inc., Intel- 
lisys, Actra [a joint venture between 
Netscape and General Electric Informa- 
tion Services], Elekom, Microsoft, Ora- 
cle and Open Market. 


Q: HOW EXPENSIVE WILL THESE SYSTEMS BE? 


A: We arent looking at anything in the realm 


of a major enterprise solution. But we'll have 


to see what the market brings out. 


Q: CAN A COMPANY THAT'S INTERESTED IN 
THIS GET A BLUEPRINT OF OBI? 


A: The data is available at the OBI Con- 
sortium Web site. It’s broken into six dif- 
ferent sections. There's a white paper of what 
OBI and the Internet Purchasing Round- 
table is all about, and it talks about the busi- 
ness process and business vision that led us 
to this standard. There's enough there for 
people to say, “Wow, we could probably use 
this as the basis for a specification, to de- 


velop our own or go toa solution prov 
fe) More information about OBI is 


available at the OBI Consortium Web 
site at www.supplyworks.com/ebi. 
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ESD show 


complex process ev 


y many measures, Cisco 
Systems, Inc. is a hyper: 
tive user of Internet tech- 
nology. The fast-growing 
router company claims to 
have generated nearly 25% 
of its $6 billion-plus 1997 revenue over the 
*net. As » firm selling goods to an online 
world, Cisco practices what it preaches. 

Yet when it comes to purchasing soft- 
ware for its own use, Cisco conducts busi- 
ness the old-fashioned way. It buys a disk 
containing a master copy of a program, 
copies the program as many times as terms 
and conditions permit and distributes those 
copies among employees. In stark contrast 
to its habits as an online salesman, 
does not generally purchase or receive s 
ware online. 

Cisco's choice not to use electronic soft- 
ware distribution (ESD) mirrors that of 
many corporate information technology 
users. Despite the ready-to-wear nature of 
software in an electronic distribution world 
— its digital makeup suits it perfectly for 
electronic transport —— most companies to- 
day have yet to start buying or accepting 
their software electronically. 

“For a ‘one of’ purchase, electronic soft- 
ware distribution makes sense,” said Scott 
McMahan, manager of information sys 
at Cisco. “But for a company 
like to have a physical cop) ‘ 
McMahan said a physical copy assures him 
of a backup should files corrupt. Further- 
more, with the ESD infrastructure in its i 
fancy, many users are not yet confident that 
online software will arrive fully inta 

Certainly, ESD is alluring to corporate 
buyers, who are tantalized by the potential 
for instantaneous access to new releases, up- 
dates and patches. Ma 
tronically distributed software will be easi- 


hope that elec- 
er to track throughout their corporation — 


a development that would ease software 
management headaches. ESD also portends 
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3y Mark Halper 


lower prices because packaging and tra 
portation costs decrease, although new third- 
party “electronic clearinghouses” could par- 
tially offset those savings by taking a cut of 
the distribution action (see story page 10). 
Industry observers believe that ESD is 
poised for explosion as vendors, resellers and 
buyers work out licensing, purchasing, se- 
curity and pricing issues. In a survey of 50 
oftware vendors, Cambridge, Mass.-based 
market research firm Forrester Research, 
Inc. found that 25 of them expect to gen- 
erate half their revenue through ESD by 
1999, compared with eight who can claim 
that percentage today. 


STILL IN EARLY STAGES 
The ESD market has enjoyed a few notable 


deals already, such as the Defense ! 


ogistics 
Agency's five-year, $50 million commitment 
in July to electronically purchase Microsoft 
Corp. software through San Jose, Calif. 
based CyberSource Corp.’s Software.net site. 
CyberSource has also signed a sizable ES 
contract with the U.S. Department of Trans- 
portation, although CyberSource Chief 
Executive Officer Bill McKiernan declined 
to divulge detai 

These examples remain the exception, 
not the norm. Most corporations do not 
yet have the purchasing mechanisms in 
place. For instance, most use purchase or- 
ders, not credit cards, for corporate pur- 
chases, and often these do not exist elec- 

ally between corporate procurement 

departments and software suppliers. That 
is not necessarily an absolute barrier. The 
Progressive Corp., an auto insurer in Clev 
land, for instance, recently downloaded 
RealAudio server software from Progressive 
Networks’ site and later received a paper in- 
voice, said Ryan Conlon, IS manager at the 
insurer. 

Further, despite their best efforts, soft- 
ware vendors and resellers have yet 
work out a means of administering vol- 
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s how to make a 
n more complex 


ume and site licenses for electronically 
distributed software 

In fact, volume licensing is the reason 
that Terry jones, chief information officer 
at Sabre Group, the Dallas-based comput- 
erized reservation giant, is not yet involved 
with ES 


“ompanies want to know that 
they are in compliance with volume agree- 
ments and that they don’t have the soft- 
ware piracy association coming after them,” 
Jones said. “Individuals in the consumer 
market click on “Yes, I agree’ to those five- 
page statements they don't read, but com- 
panies don't do that.” 

What would happen, for instance, if a 
company lost software in a computer crash? 
In the physical world, the company would 
simply fetch its master disk and remake 
copies. But in an electronic world, would 
the company have to purchase another copy? 
Would a built-in counter prevent them from 
making additional copies? 1 may be 
looking at more of a customer service prob- 
lem than it’s worth,” said Craig Coffman, 
president of Card Shell Co., a credit-card 
accessories maker in Colorado Springs that 
does buy software electronically. 

“The question of how do you prove you 
already own it and therefore qualify for a 
lower price has to be resolved,” said Gareth 
Herschel, an analyst at Gartner Group, Inc. 
Conn. “Or how do you deal 


with a situation where a bad copy was de- 


in Stamfo 


livered or one that crashed? 
t users believe that volume license 
ons will have to continue to take 
place on a face-to-face basis. “Since we deal 
in volumes, it allows us to negotiate,” said 
Gary Osborn, CIO 
Communications Co. in El Segundo, Calif. 


Hughes Space and 


“We get the attention from the company.” 
These questions are under debate among 
software users, vendors and resellers. The 
Software Publishers Association (SPA) has 
placed top priority on establishing guide- 
Please turn to next page 
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Continued from page 9 

lines for licensing in an ESD environment, 
according to Alexis Tatem, Internet section 
manager for the Washington-based trade 
associatic There’s no publisher yet that 
I know of that’s doing volume licensing us- 
ing ESD,” she noted. 

Technology promises to address these 
issues, but not right away. Early attempts 
include licensing servers from the likes of 
TechWave, Inc. in Seattle. These systems 
“count” the number of software programs 
on the network to ensure compliance. 
Tech Wave can then issue licenses over the 
Internet using RSA Data Security, Inc. se- 
curity. Also, Portland Software “is mov- 
ing in the right direction,” said Chris 

ens, an electronic commerce analyst 
-rdeen Group in Boston. “The 
to be the leader in terms of understand- 
ing what the real requirements are.” 

One of these requirements is the ability 

to map into an existing license management 


system, such as Microsoft’s Select or Lotus 


Muccini, director of electronic commerce 
programs at Corporate Software & Tech- 
nology, a software reseller in Norwood, Mass. 

“The software needs to consider the spe- 
cific entitlements,” Muccini said. For in- 
stance, you might have a different license 
program for specific locations in the firm. 
Plus, “there are different volume license pro- 
grams with di porting require- 


ments,” he said. 


UNWELCOME ADVANCES 
Automated licensing also poses anot 
The SPA’s Tatem pointed out that 


con- 
ce 
some users may bristle at the policing such 
technology implies. In today’s physical 
world, most software publis 
honesty system to enforce their volume li- 
cense agreements. 

A recent Microsoft attempt to establish 
a standard tracking technology was greet- 
ed coolly. The software behemoth suggest- 
ed that software companies embed a Mi- 


crosoft programming interface called Li- 


Interface (LSAPI) into their programs. 
LSAPI was to serve as acommon device for 
tracking how many times a company copi 

g ) ) 
a program. But many software companies 
chafed at this idea, regarding it as an intru- 
sion by Microsoft into their own desi 


ting software pu ers to agree on 

’ difficult thing to do,” con- 

ceded Martin Tobias, Microsoft’s market- 

ing manager for emerging channels 
As evidence that the ESD fa 


unformed, publishers and reseller: 


is still 
have yet 
to work out exactly what roles each would 
play in the new digitally distributed world 
and how to safely distribute tamper-proof 
re “containers” an 


softw: wrappers” on- 


line (see story below). 


Meanwhile, the price breaks that have 
d consumers to turn incr 

online distribution channels 

pelling in the corporate world. The $20 a 
consumer saves by purchasing Qualcomm, 
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a master version for 1,000 users, it saves 
only the $20, not $20,000. The same holds 
true for products from Microsoft and Lo- 
tus, which on average cost only 10% less in 
the online world than in the physical world. 

But ESD holds promise for corporate 
price reduction in the form of new soft- 


ware architectures and pricing models, 
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versions of bulky programs. 
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In pay-per-use models, users fetch whole 


applications or portions of them — ap- 
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ESD also enables you to preview soft- 
ware before you purchase it. TestDrive Corp. 
in Santa Clara, Calif., lets users download 
software over the Internet and then uninstall 
it without altering their system configura- 
tions. If the user purchases the product, a 
key is provided to unlock the proprietary 
encryption features. TechWave also offers 
TryAndBuy tec 


ed with its volume licensing server. 


ogy, which is integrat- 


But such new paradigms will not fit for 
ail software users. Oracle’s notion of selling 
ad space on software programs is certain to 
run into opposition in some workplaces that 
would consider it a matter of inappropri- 
ate commercial intrusion, Pay-by-use’s suc- 
cess will depend in part on rates. 

As vendors, resellers and users hash out 
an ESD licensing template, it is the con- 
sumer market that will account for many 
ESD purchases. In a 1996 survey of 
homes, Boston-based The Yankee Group 
found that downloading software was the 
third most popular reason for staying on- 
line, ahead of fetching sports scores, check- 
ing stock prices or reading the news. It trailed 
only E-mail and bulletin-board chatting. 

Companies will buy as well, albeit in de- 
partmental and even individual quantities. 
Charles Jennings, chief executive at Port- 
land Software Corp., a Portland, Ore., com- 
pany that provides software encryption for 
ESD, said “corporate users are buying over 
the Web outside of traditional IS systems 
management.” In other words, end users 
might use their own credit cards to acquire 
software as they need it. 

Details aside, the corporate world is hope- 
ful about ESD’s potential. Counting him- 
self among the ESD enthusiasts, Progres- 

onlon wondered aloud why provi 
ch as Microsoft and Lotus are not yet in 
ing. “Why don’t they just do 
he asked. 

metimes technology's simplest promis- 

es are the hardest to execute. 


Halper is a freelance journalist in San 


Francisco. 


e Visit our online companion Webzine, 
Emmerce, at www.computerworld.com/ 
emmerce for an expanded version of these 
stories, URLs and a related diagram. 
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When we asked corporate users and 
software vendors about the prospects 
of ESD, we got a variety of responses: 


“Individuals in the 
consumer market click on 
“Yes, | agree’ to those five- 
page {license agreement] 
statements they don’t read, 
but companies don’t do that. 
We have a fairly rigid and 
centralized soft- 

ware acquisition 


group.” 


TERRY JONES, 
C10, Sabre Group 




























“Since we deal in vol- 
umes, |face-to-face negotia- 
tions| allow us to negotiate. 
We get the attention from 


the company.” 


GARY OSBORN, CIO, 
Hughes Space and Com- 
munications, on why vol- 
ume license agreements 
won’t occur electronically 
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FADI CHEADE, vice president, 
global customer informa- 
tion service at distributor 
Ingram Micro, Inc., on 
whether electronic soft- 
ware distribution will 

lower software prices 
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ELECTRONIC SOFTWARE DISTRIBUTION 


Continued from page 9 

lines for licensing in an ESD environment, 
according to Alexis Tatem, Internet section 
manager for the Washington-based trade 
association. “There's no publisher yet that 
| know of that’s doing volume licensing us 
ing ESD,” 


lechnology promises to address these 


she noted. 


issues, but not right away. I arly attempts 
include licensing servers from the likes of 
lech Wave, Inc. in Se 


“count” the number of software programs 


attle. These systems 
on the network to ensure compliance. 
lech Wave can then issue licenses over the 
Internet using RSA Data Security, Inc. se- 
is mov- 


curity. Also, Portland Software “ 


ing in the right direction,” said Chris 
Stevens, an electronic commerce analyst 
at Aberdeen Group in Boston. “They seem 
to be the leader in terms of understand- 
ing what the real requirements are.” 
One of these requirements is the ability 
to map into an existing license management 
system, such as Microsoft's Select or Lotus 


Development Corp.'s Passport, said Steve 


Muccini, director of electronic commerce 
programs at Corporate Software & lech 
nology, a software reseller in Norwood, Mass. 
“The software needs to consider the spe 
For in- 


cific entitlements,” Muccini said. 


stance, you might have a different license 
program for specific locations in the firm. 
Plus, “there are different volume license pro 
grams with different reporting require- 


ments,” he said. 


UNWELCOME ADVANCES 
Automated licensing also poses another con- 
The SPA’s Tz 


some users may bristle at the policing such 


cern. em pointed out that 
technology implies. In today’s physical 
world, most software publishers permit an 
honesty system to enforce their volume li- 
cense agreements. 

\ recent Microsoft attempt to establish 
a standard tracking technology was greet- 
ed coolly. The software behemoth suggest- 
ed that software companies embed a Mi- 


crosoft programming interface called Li- 


censing Software Application Programming 
z o o 


Interface (LSAPI) into their programs. 
LSAPI was to serve as a common device for 
tracking how many times a company copied 
a program. But many software companies 
chafed at this idea, regarding it as an intru 
Microsoft into their own designs. 
“Getting software publishers to agree on 
an API is a very difficult thing to do,” con 


ceded Martin Tobias, Microsoft's market- 


ing manager for emerging channels. 

As evidence that the ESD fabric is still 
unformed, publishers and resellers have yet 
to work out exactly what roles each would 
play in the new digitally distributed world 
and how to safely distribute tamper-proof 
software “containers” and “wrappers” on- 
line (see story below). 
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a master version for 1,000 users, it saves 
only the $20, not $20,000. The same holds 
true for products from Microsoft and Lo 
tus, which on average cost only 10% 
the online world than in the physical world. 
But ESD holds promise for corporate 
price reduction in the form of new soft- 
ware architectures and pricing models, 
such as application renting and strippe 
down “applet” versions of bulky programs. 
Some software companies, such as data- 
base leader Oracle Corp., are suggesting 
“free” provision of electronically delivered 
software programs that would arrive sport- 
ing advertising logos in screen space pur 
chased by independent advertisers. Trans- 
lation: The advertiser, not the user, pays. 
In pay-per-use models, users fetch whol 
applications or portions of them — ap 
plets — and then pay a fee for each ses- 
sion. Some users may consider this ap- 
proach a less expensive alternative to c 
tain Microsoft volume accords that require 
users to commit to hundreds of copies, 


even if they do not use them. 
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ESD also enables you to preview soft- 
ware before you purchase it. TestDrive Corp. 
in Santa Clara, Calif., lets users download 
software over the Internet and then uninstall 
it without altering their system configura 
tions. If the user purchases the product, a 
key is provided te unlock the proprietary 
encryption features. TechWave also offers 
ryAndBuy technology, which is integrat- 
ed with its volume licensing server. 

But such new paradigms will not fit for 
all software users. Oracle's notion of selling 

space on software programs is certain to 
run into opposition in some workplaces that 
would consider it a matter of inappropri- 
ate commercial intrusion. Pay-by-use’s suc- 
cess will depend in part on rates. 

As vendors, resellers and users hash out 
an ESD licensing template, it is the con- 
sumer market that will account for many 
ESD purchases. In a 1996 survey of 2,000 
homes, Boston-based The Yankee Group 
found that downloading software was the 
third most popular reason for staying on- 
line, ahead of fetching sports scores, check- 
ing stock prices or reading the news. It trailed 
only E-mail and bulletin-board chatting. 

Companies will buy as well, albeit in de- 
partmental and even individual quantities. 
Charles Jennings, chief executive at Port- 
land Software Corp., a Portland, Ore., com- 
pany that provides software encryption for 
ESD, said “corporate users are buying over 
the Web outside of traditional IS systems 
management.” In other words, end users 
might use their own credit cards to acquire 
software as they need it. 

Details aside, the corporate world is h 
ful about ESD’s potential. Counting him- 
self among the ESD enthusiasts, Progres- 
sive’s Conlon wondered aloud why providers 
such as Microsoft and Lotus are not yet in 
full ESD swing. “Why don't they just do 
i ‘ . he asked. 

Sometimes technology's simplest promis- 


es are the hardest to execute. 


Halper ts a freelance yournalist in San 


Francisco 
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[ERVIUNESENN COLLABORATIVE FORECASTING 


o those who choose to use it, the Internet has become the 

biggest, most fabulous shopping mall ever, sell- 
ing everything from jalapefio hot sauce to hea etal 
pop music. 

But will the ‘net do anything for traditional, store-based 
retailing, too? Might it help squeeze time, cost and slack 
from inefficient supply chains by keeping production and 
inventory levels in better sync with fluctuating demand? 

Yes, yes and yes, concluded Wai-Mart Stores, 

Inc., Sears, Roebuck and Co., Sara Lee Corp., 

Warner-Lambert, Inc. and other major players in the consumer 

packaged goods and retailing industries last fall as they rallied 
around a promising new Web-based scheme called CFAR. 

Pronounced “see far,” CFAR (collaborative forecasting and re- 
plenishment) promised a formalized way for manufacturers and 
retailers to collaborate on future demand for products. By post- 
ing selected internal data on a shared Web server, supply chain 
partners could share and jointly develop more accurate forecasts. 

“The better the forecasting, the easier it is to align our pur- 
chases, inventory and transportation,” said John Hewson, man- 
ager of forecasting at Eastman Chemical Co., a chemicals mak- 
er in Kingsport, Tenn. Eastman plans to use ’net-based software 
from Logility, Inc. in Atlanta to consolidate and interpret long- 
range forecasts submitted by its global sales force. 

But getting CFAR to work as promised and be adopted wide- 
ly as an industry standard is taking longer than it seemed it would 
last year. Since first helping to design and introduce CFAR, for 
instance, Wal-Mart and other potential users have deemed its 
original scope too limited, and they're now scrambling to expand 
it into CPFR (same pronunciation, with a P that stands for plan- 
ning). CPFR would enable the forecast calculation to incorpo- 
rate specific information about how much of an item will actu- 
ally be available for delivery at some future date. 

Benchmarking Partners, a Boston-based consulting firm that 
had spearheaded the CFAR concept, has abdicated its leading 
role. Now it’s mainly contributing technical ideas to the stan- 
dards process and offering related training and consulting ser- 


vices. “CFAR hasn't progressed as much as we would have liked, 


but it’s becoming a pretty exciting issue. There has been progress, 


QUEST 
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CPFR could ELIMINATE $150B 


In consumer goods excess 


inventory, if it HOLDS together as 


as a standard. By John Verity 


and we're trying to accelerate the pace,” said James Uchneat, a 
Benchmarking partner. 

Hammering out the definitions of CPFR now are technolo- 
gists from nearly 50 retailing and manufacturing companies, op- 
erating as the Dynamic Information Sharing Committee. 

Meanwhile, suppliers such as PeopleSoft, Inc., i2 Technolo- 
gies and SAP America have begun adding rudimentary ’net-based 
collaborative forecasting features to their software products with- 


out waiting for CPFR to be fully defined. And so the risk arises 
that American industry will lose out on some of CPFR’s poten- 
tial savings as the idea fragments into incompatible schemes. 

Yet interest and activity in collaborative forecasting is growing 
by the minute. Consider that across the entire U.S. consumer 
goods market, there’s more than $700 billion in excess invento- 
ry, $150 billion of which CPFR could theoretically help wipe 
out, according to Benchmarking Partne 

Plus, sharing demand forecasts with business partners is wide- 
ly recognized as the next leap forward in managing supply chains. 
Boston-based retailing consultant Vahe Katros said he reckons a 
retailing giant such as Wal-Mart might eventually gather so much 
data about consumer demand that its forecasts will become a ma- 
jor business — much as American Airlines now gets the bulk of 


its profits from its Sabre reservation system. 


WHAT THE PLANS CALL FOR 

Here's how CPFR proposes to tighten and lubricate creaky old 
supply chains. First, it calls for placing a dedicated server on the 
"net to which a retailer and its supplier will electronically post 
their latest sets of forecasts for a list of products. Then, the serv- 
er will grind through the pairs of corresponding numbers and 
flag any that differ beyond a preset safety margin — say, 5%. 
this point, planners on both sides of the exchange may collabo- 
rate electronically and try to converge on a single, mutually sup- 
ported forecast for each exception. To be effective, though, that 
collaboration must go beyond simply E-mailing numbers, writ- 
ten comments or even full spreadsheet models back and forth. 

Indeed, supply chain partners are likely to see “thousands of 
exceptions per day,” said Stanley Elbaum, vice president of in- 
terenterprise solutions at i2 Technologies, a Dallas maker of sup- 
ply-chain management software. Dedicating people to work those 
out manually is out of the question, so rules-based systems — in 
development at i2 and Manugistics, Inc. — will be needed that 
can respond automatically to most CPFR exception messages. 

Key to the CPFR approach is its comprehensive, object-based 
data model. That will help collaborators securely share a large 
database, attach rich annotations such as spreadsheets to data ob- 
jects and quickly retrieve entire sets, or threads, of related mes- 
sages. Depending on the complexity, it may take a dozen or more 
exchanges before two sides converge on one forecast number. 

To help demonstrate the CPFR concept, Wal-Mart and Warn- 
er-Lambert ran a manual collaborative forecasting pilot last fall, 
just to show what benefits it could achieve. They've told other 
companies that it helped reduce their inventories of Listerine 
mouthwash, a Warner-Lambert product, by 25%. A second pi- 
lot, using more sophisticated messaging over the ’net and in- 
volving Wal-Mart, Sara Lee, SAP America and Lucent Tech- 
nologies, Inc., was shown in April at IQ 97, a supply-chain tech- 
nology show. There, a planning component was added. 

But full-blown CPFR setups are far from reality because many 
of the technical details still need working out. And according to 
Benchmarking’s Uchneat, there are some difficult organization- 
al issues in implementing CPFR: “Who makes what decisions? 

Please turn to next page 
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Continued from page 13 

This is not a slam dunk for most people be- 
cause of issues like new job positions and 
changes in execution.” 

The main challenge, though, is to flesh 
out the newly expanded CPFR business 
process and data model. This means work- 
ise definitions for the various 
‘a — so-called metrics — that 


ing out pr 
pieces of d. 
CPFR partners will share. “The goal is one 
set of measurements,” said Ram Viswan- 
athan, a manager at Ernst & Young's man- 
agement consulting practice in St. Louis. 
To help, complex chunks of CPFR data 
will be packaged as self-contained objects 
that, in theory, can be interpreted by any 
company’s existing information systems. 
For example, there'll be an object referring 
to the inventory size of a complete catego- 
ry of products — all sizes and brands of 
toothpaste, say. “The technology must be 
able to reconfigure itself to each partner and 
align with different systems,” i2’s Elbaum 
said. The object structure is being designed 
so it can work with either the Common 
Object Request Broker Architecture stan- 


dard or Miciosoft Corp.'s proprietary Dis- 
tributed Component Object Model scheme. 


NO TIME LiKE THE PRESENT 
Even as software makers wait for the full 
CPFR standard to get nailed down (see sto- 
ry below), users are working with early col- 
laborative forecasting tools. Take Heineken 
USA: Close to 100 of its independent beer 
distributors submit forecasts electronically 
to Heineken USA’s White Plains, N.Y., of- 
fice using Logility’s Resource Chain Voy- 
ager. Involving about 40% of Heineken's 
total volume, this setup has cut order cycle 
times from 12 weeks to just four or five. 
Eastman Chemical will use Logility’s 
package to improve its forecasts of chemi- 
cals such as the PET plastic used in soft 
drink bottles. Eastman expects to create bet- 
ter monthly tactical and operational fore- 
casts, looking forward 12 to 18 months, 
and better annual strategic plans, which 
look out four to five years. Eventually, it will 
be able to share these improved forecasts 
with suppliers, helping reduce its invento- 
ries of raw materials. 


FORECASTING 


SPURRED BY CUSTOMERS’ mounting 
interest in the CPFR concept but too im- 
patient to wait for an official standard, 
software makers are rushing to add 'net- 
based collaboration to their supply-chain 
products. 


@ SAP America, for in- 

stance, is extending 

its popular R/3 en- 

terprise resource 

planning package 

with a facility it 

calls Open Fore- 

cast. This “intelli- 

gent communica- 

tions infrastructure” 

was designed to connect 

all potential partners in a sup- 

ply chain, said Jory Stanley, program 
manager at SAP. Written in Java and de- 
signed to interoperate with non-SAP soft- 
ware as well as R/3, Stanley said Open 


14 COMPUTERWORLD EMMERCE 


Forecast is in use now by several major 
users, although he declined to name 
them. 
Having been involved with the CFAR and 
CFPR pilots, Staniey said, SAP America 
“wanted to accelerate the 
process” of getting a working 
product to market. But, 
he added, “we are com- 
mitted to being totally 
compliant with the 
[CPFR] industry 
standard and rules 
and metrics.” 


@ Also moving ahead is 
Logility, an Atlanta-based 
subsidiary of American 
Software, Inc. It expects to sign 
up a total of 10 customers for its 
Resource Chain Voyager program over the 
next six months, said Andrew White, vice 
president of research and development 
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The main challenge is to make sure the 
emerging CPFR standard gets widely adopt- 
ed and doesn’t fragment. Otherwise, in- 
compatibilities will prevent competing soft- 
ware products from interoperating and force 
retailers to collaborate with different sup- 
pliers using different data formats — the 
last thing any of them can tolerate. 

So far, the CPFR committee’s almost 50 
members seem to have enough clout to 
make the CPFR standard stick. Bench- 
marking’s Uchneat said, “Openness is the 
key issue. And we're confident the software 
community is poised to make this work.” 

And as most retailing and supply chain 
software execs will say privately, Wal-Mart's 
aggressive backing and promotion of CPFR 
are all that’s needed to make the standard’s 
future success a very accurate forecast. 


Verity ts a freelance writer in New York. 


@ lor more information, check out 
www.cpfr.org on the Web. For a diagram 
on CPFR, see www.cpfr.org/pilot.shtml. 


(see main story). He claimed that the 
product will be adaptable to the new 
CPFR standard once that’s in place. 


@ Manugistics and PeopleSoft, two other 
players, have also begun adding facilities 
for electronic-mail-based sharing of data 
and annotations over the Internet. 


@ i2 Technologies is building CPFR- 
compliant extensions onto its core prod- 
uct, a so-called optimization engine, that 
help schedule manufacturing operations 
based on available supplies of raw mate- 
rials and other constraints. Stanley 
Elbaum, vice president of interenterprise 
solutions and a researcher at Bench- 
marking when it unveiled CFAR last year, 
said the combination should help manu- 
facturers adapt better to unexpected 
changes, “when the real world intrudes 
and upsets ail your pretty plans.” 

— JOHN VERITY 





Computerworld and ICE 
Recognize Web Innovators 


“Best of Class” Solutions Selected at The Internet Open 


The Internet Open, sponsored by “Best of Class” Winners 

Computerworld and held in September 
; Accounting, Purchasing and Administration 

at the Internet Commerce Expo in Los ELEKOM Corporation Sponsored by Microsoft 


Angeles, recognized innovation in Consumer Products and Retail 
Internet & Web Services Corporation Sponsored by IBM 


Internet Commerce and Intranet/ 
Content Creation, Management and Publishing 


Extranet applications. Contestants (Text, Images, Audio/Video) 
MKS Sponsored by Netscape 


£ . Data Warehousing/Data Mining, Search Engines 
from “turnkey” demonstration booths, and Decision Support 


| SG to a prestigious panel of more than sixty WinResources Computing Sponsored by Microsoft 
' : Development Tools and Environments 
| industry leaders. Evaluation criteria Attachmate Corporation Sponsored by Unisys 


included technical innovati user-friendliness, Electronic Payment and Settlement 
PaylinX Corporation Sponsored by Microsoft 


demonstrated their technology on-line, 


security features, platform flexibility, visual impact 
. . Financial, Insurance and Reai Estate 
and electronic transfer efficiency. Lante Corporation Sponsored by IBM 


4 From lef to right Firewall and Security 
sak al Microsystems Software, Inc. Sponsored by CommerceNet 
Ri Gallant, 

' eH ee er Healthcare and Pharmaceuticals 
: Marketing Manager, Deloitte & Touche (Heaith Systems 
( y 


Microsoft Corporation Sponsored by Deloitte & Touche Consulting Group 


“Industry Sponsor Human Resources and Education/Training 


Michael Rogers, E.N.E.N. Sponsored by CommerceNet 


President Manufacturing 
FORMTEK, Inc. Sponsored by Oracle 


Marketing, Sales and Customer Service 
iCAT 


Government and Public Administration 
PictureTalk/PTK Interactive Sponsored by CommerceNet 


Computerworld; Gary 
Landry, Executive V.P 
of Electronic Com 


merce, ECWerks, Inc 


Teiecommunications 


“With multiple Microsoft partners participating, The Internet Open ; = 
Rockwell E-Com Systems Sponsored by Oracle 


provided a unique venue for demonstrating real-life, W sed 
business solutions integrating Microsoft technologies. We are proud to Webcasting (Push-Pull Technologies) 
feature this prestigious program as a component of our channel and E-Mail 
marketing initiat Autonomy, Inc. Sponsored by Netscape 

Renee Gallant, Marketing Manager, M t Corporation Web-enabled Order Entry/Fulfiliment 
‘ dl ; TRADE'ex E-Com Systems, Inc. Sponsored by Unisys 
“The Internet Open levels t eld for all players. From the alignment " - F : 
of the skill sets of the judge: > Wholesale, Distribution & Supply 
Demand Chain Management 


standardization of the exhibit space, the entire event is focused on cut- eee 7 7 ; 
ECWerks, Inc. Sponsored by Microsoft 


ting through the marketing hype and judging electronic comm: 
solutions that deliver practical business solutions today. ECWerks is Workflow/Business Process Collaboration 
proud to have been selected as ‘Best of Class’.” Distribution Archite nternational 

- Gary K. Landry, F , ‘ rce, Inc Sponsored by rosoft 


Applications are currentiy being accepted for The Internet Open in Boston, March 24-26, 1998 and 
Los Angeles, September 23-25, 1998. For information, access our website at www.idg.com/ice or, 
call Andrew Burrell, Program Manager at The Internet Open HOTLINE at 508-820-8603. 
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Sat A See f Reh a 
a cao aes 


Is your database missing something? it can't handle multimedia as well 


as conventional data, you should be looking at IBM’s new DB2° Universal Database. If it can’t scale to serve a world of 
Web users, you could be missing some customers. And if it doesn’t run natively on platforms as diverse as Windows NI, 
Sun Solaris; AIX° and OS/2? you're missing some major efficiencies. Not to worry. We've put absolutely everything you 


need to develop Java-based Web apps into one package. And an eye-opening demonstration CD, including trial code, 





is absolutely free. Visit www.software.ibm.com/db2ew or call 1 800 730-4334, ext. 104, and see what you've been missing. 
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Solutions for a small planet” 





Search etree Meet SRIF iran “Global [L News edrn fibout 
; , Pe Home Page . i age 
IDG.net's unique site design makes getting 'T information efficient, fast and 
extremely easy. In short, you'll find exactly what you're looking for. 


1DG.net draws upon pa 

world's largest network of 

technology-specific Web 

a sites. They include 
IDG.net is the first @Computerworld, InfoWorld Electric, 
place to turn JavaWorld, Macworld Online, 
online for trusted we ge ela Network World Fusion, 
; information aes rr and PC Worid Online - 


about worldwide 
technology all accessed through one  gnteway. 


trends, markets 
and products. 


It's like 82) 
your 4 "hha 
a very own Yi 
Searching for information BEFORE you SiP FROM a w t/ 
with IDG.net delivers y ; computer 
what you want the first time 


raaus einormaicn THE FOUNTAIN OF INFORMATION, 
comes from [DG's vast : , ? 


technology-specific network 
of more than 170 Web sites. 


=== + CONSIDER THE SOURCE. 


information 


IDG.net draws on 
the efforts of IDG's 
rm award-winning 
On average, users ({ gm | ; editorial staff, 
spend 10 hours per week ‘ = delivering the 
searching for information most reliable 
on the Web. IDG.net U4 : ; technology news, analysis 
dramatically reduces “(4s a and product information. 


that time by 
4 f the decisions you make are based on information gathered from 30). m 
Answers, the Web, tum to 10G-net first. With iDG.net, you get answers not 


quickly providing 
not diversions. diversions, 1DG.net is net another !T mezasite morass. And it's far Turn t DGpet 


relevant technology 
information. 
3 ; and tap into IDG’s 
IDG.net filters more than. a search engine. {DG.net is a gateway to more than 170 thirty plus 


out useless Web sites. All backed! By IDG's rich vein of resources - the years of COMPUTERWORLD 
spacey publications, analysts and reporters that make up the most experience 
y staying world, inform. iding i i 
Sensedanb comprehensive 1é news orga nization in the The ation is providing information PC WORLD 


on content ‘BONa fide and just plain reliable. and analysis to 


that is.critical peopie who 


‘ ; jepend on it to make 
to those seeking : . = aan “a 
technology a ee [> ‘DGnet gives buying decisions. Macwartd 
information. J : a SA you access to IDG's 
3 : =i global network of 
pub:ications and research 
services in various local 


languages, providing the 
most trusted source of 
information online the 
world has to offer. 
net 


IDG.net. The world’s mo: trusted source fur IT information. Online. www.itdg.net 
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IT Careers 


Job search 


SCONNECITS 


By Linda Wilson 


STEPHEN WEBSTER 


hris Bauerle of Eu- 
gene, Ore., spent 
months searching 
for a job in the IS 
industry. He found 
one in July as a 
technical sales and 
support worker at Symantec 
Corp. But the new job didn’t 
come easily. Bauerle encountered 
a lot of slammed doors and a lot 


of inflexible job requirements. 


“They weren't willing to spend a little money on 
training to breed a little loyalty. They want to see an 
MIT graduate with computer programming experi- 
ence, a lot of Unix and oodles and oodles of other 
skills,” Bauerle says. 

Symantec’s technical-support operation was dif- 
ferent. The Cupertino, Calif.-based company offered 
Bauerle a position supporting its WinFax application 
and provided two weeks of training. 

Bauerle’s case illustrates how missed connections 
and inflexible negoti- 
ations among em- 
ployees, employers 
and recruiters often 
make a tight job mar- 
ket even worse for 
everybody. 

Bauerle isn’t alone 
in his frustration. Just 
ask Fred Brown of 


@ COMPUTERWORLD 


IS pros in Web jobs are 
working more with women 
from outside IS. 

To learn why, visit 
our Web site at: 
www.computerworld.com. 


Chicago, who also changed jobs recently. Brown’s 
beef: the lack of communication on the part of 
many employers about his status in their search 
process. 

Despite the frustrations, Brown found a position 
he’s thrilled with — as a networking technical sup- 
port representative at 3Com Corp.’s Mount Prospect, 
Ill., office. 

Nonetheless, Brown 
was surprised when sev- 
eral companies he had in- 
terviewed with later called 
with job offers. “I didn’t 
think they were interest- 
ed” because the compa- 
nies never told him 


“Ten years ago, you 
might go to-the job fair 
and hire five people. 
Now, it*is possible to go 
to a job fair and not hire 
anybody." 


where he stood af- 
ter his initial inter- 
view, Brown says. 


Unhappy 
employers 
Employees aren't 
the only ones frus- 
trated with the job market and the inflexible terms 
at the bargaining table. Employers are tired of deal- 
ing with employees who see nothing but dollar 
signs and who job-hop. 

That’s been the experience of Catherine Rode- 
wald, vice president and chief information officer 
at Amresco, Inc. in Dallas. She lost three Oracle 
database administrators in one year. As a result, 
Rodewald outsourced the entire function several 
months ago. 

The situation is similar at Healthcare Association 
of New York State in Albany, according to Walter 
Koshykar, vice president of information systems. Af- 
ter he couldn't find people experienced in Power- 
soft’s PowerBuilder, Koshykar hired four experi- 
enced programmers and spent one and a half years 
training them. 

“All of a sudden, they became a hot item. We lost 
all four people over the course of about a year,” 
he says. 

Both Koshykar and Rodewald lost experienced 
employees because they didn’t match high salaries 
and perks such as signing bonuses that were waved 
in front of their workers. But to do so would be 
unfair to existing information technology staffers 
and would lead to morale problems, they say. 


—- Glen Gilchrist 


Recruiter woes 

Professional recruiters are 
finding as much to be frus- 
trated about as employers 
and employees. There are 
so many companies chasing 
so few candidates that re- 
cruiters find it difficult to be 
heard above the noise. 

“Ten years ago, you might 
go to the job fair and hire 
five people. Now, it is possible to go to a job fair and 
not hire anybody,” says Glen Gilchrist, a senior tech- 
nical recruiter at Stratagem, Inc. in Milwaukee, 
a consulting firm that hires primarily full-time 
employees. 

Adding to the problem are employers, such as 
some of the ones Bauerle encountered, who have an 
unrealistic picture about the type of experience 
prospective employees are likely to have. 

“They want someone with PeopleSoft experience, 
but there are only a finite number of people with 
this experience,” says Peter Regenye, principal at 
Simmons Rohs Associates in Galloway, N.J. It’s 
more realistic, he says, to look for someone “who 
works for a major organization and has been 
through a major implementation and knows what 
to expect.” 

To be more successful, employers need to spend 
enough time with recruiters at the beginning of the 
process to paint a picture of exactly what type of per- 
son and skills will fill the bill, Regenye says. Em- 
ployers also need to respond quickly when candi- 
dates are presented to them. 





Wilson is a freelance writer in Glen Ellyn, Ill. 


Too many |S 
managers “want 
to see an MIT 
graduate with 
computer pro- 
gramming experi- 
ence, a lot of Unix 
and oodles and 
oodles of other 
skills." 


- Chris Bauerle 








WORLDWIDE IMPLEMENTATIONS 


FUNCTIONAL 
CONFIGURATION 
rN ey Nad 
BASIS 


POSITIONS THROUGHOUT 
THE U.S.‘AND ABROAD 


1975 North Park Place 
Atlanta, GA 30339 
800-599-9550 
770-955-1714 
FAX: 770-937-0423 
e-mail: sic11@aol.com 
EOE, MEMBER NACCB 


STRUCTURED 
Relci le 
COMPANY, INC. 


SAP NATIONAL implementation Division 


COMSYS. ene 


information technology services services 
COMSYS is a leader in the national IT market 


with over 4,000 consultants nationwide. Our 
B strong ethics have ied the Pordand branch to 10 


years of strong local marker leadership & local [at Fs] APA T] i i} 


success measured in double digits Dp pte 


COMSYS Portland has various openings for SIDI 
experienced IEF/Composer consultants. ‘4 
COMSYS offers a competitive compensation 


& benefits package. For immediate considera 
tion, mail, fax or e-mail your resume to: 


Dept C, Portiand, OR 97223, 

Fax: (503) 293-3898. Tel: (503) 293-2499, 
Toll free: (888) 882-8326 

Seattle Fax (425) 453-7174 


Pacific Northwest 


Equal Opportunity Employer 


selectjobs.com 


The Place to Post 
Your Resume/Yeur Jobs 


Matching Talent & Opportunity for, | 


Computer Professionals 


Select., ee Pr PL kT} 


Senior Programmer/Analyst 
sought to design and develop 
IBM mainframe application sys- 
tems. Responsibilities include 
both batch and online applica- 
tions. Serve as a liaison 
between users and other tech- 
nologists. Requirements: Bach- 
elors degree in Computer 
Science, Engineering, or relat- 
ed fieid + 2 yrs/exp. as a Senior 
Programmer/Analyst and/or 2 
yrs/exp. as a Systems Analyst 
or Programmer. Such experi- 
ence must include COBOL, 
CICS, and financial applica- 
tions. Applicant must be willing 
to travel to various client sites 
throughout the U.S. and to com- 
mute within a 60-mile radius of 
home. Salary: $52,000/yr. 
Hours: 40/wk. (8:00 - 5:00). If 
interested send two resumes 
to: Case #: 71463, PO Box# 
8968, Boston, MA 02114. 


We are seeking Professionals to join 
our PeopleSoft Consulting Practice - 


all modules. Contract & permanent 
positions available nationwide. 


J Translech 


making IT happen 


Attn: Steven Barrah 
Tel. 1.800.676.7374 ext. 228 


ARENA ESE 1 
UOD BS ENE, Daa S/d 1 


Computerworid 


|_DATA PROCESSING | 


| 
Contract & Permanent Jobs 


* Database Administrator 

* IMS DB/DC 

+ UNIX SysAdmin/Novell/NT 

* UNIX C/C++ 

* Visual Basic/Access/Java 

+ Sybase/Oracle/nformix 

* Lotus Notes/Progress 

* COBOLICICS/DB2 

* Visual C++/SQL Server 

+ Hogan/Banking/BANCStar 
SS 

5545 Murray Road, Ste. 300 


Memphis, TN 38119 
800-459-5100 @ 901-767-7550 | 


Systems Analyst-client sites & 
Co. loc in Tampa, FL. Design, 
develop, implement & maintain 
client server applications using 
JAVA, MOTIF, X-Windows, 
HTML s/ware. Bachs/Comp 
Sci, Engg or Math 2 yrs/exp. in 
job offered or 2yrs as 
Programmer. xp. in job 
offered or rela ¢ must incl 
lyr using JAVA, MOTIF, X- 
Windows, HTML. 40hrs/wk 
(8am-Spm; M-F) $50,000/yr. 
Send resume to: FDLES 
Bureau of Operations, 1320 
Executive Center Dr. e. 110, 
Tallahassee, FL 32399-0667 
Re: Job order number FL- 
1690891 
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Site Tate Te 


Professionalism, Integrity, Opportunity q 


Sal A. IHE CONSULTING ALUANCE LLC 


Are you missing these qualities in your career? 
| The Consulting Alliance provides distinguished consulting and 
training services to SAP clients worldwide and creates an 

| atmosphere of partnership with its consultants. We are encouraging flexible, 

| Experienced Organizational & Technical Consultants 

| with 2 or more years of SAP experience and an associated degree 

| to contact us at the following numbers. 

By Fax: 605-339-2947, Phone: 605-339-3074 

-mail: laurie@orpartner.com. A competitive salary and benefits 
package as well as a positive challenge await you. 


or by e 
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COMPUTER: Ww. 


From professional challenges to compensation and relocation 
benefits...Raytheon Engineers & Constructors is speaking to 
everything your career needs! Our Automated Systems 
Division offers systems analysis and design and systems 
integration to manufacturing clients worldwide. We are 
currently seeking progressive professionals for our internal 


and external consulting business. 


Consider the following opportunities with one of the 
industry worldwide. 
Opportunities exist in Birmingham, Philadelphia, Cambridge, 


most powerful firms 


in the 


Houston, Denver, Pittsburgh & Chicago for: 


¢ SOFTWARE SYSTEMS ANALYSTS 

¢ SYSTEMS INTEGRATORS 

¢ SOFTWARE SYSTEMS PROGRAMMERS 

¢ MANUFACTURING APPLICATION 
SYSTEMS PROGRAMMERS/ANALYSTS 


EXPERIENCED IN: 


© Manufacturing Systems Applications 


© UNIX Operating Systems 


* SCADA Software Applications 


© MES Software Packages 


* Object Oriented Design Technology 
© Supervisory Computer Systems 


© ORACLE 


© Powerbuilder/C++/Sybase/Informix 


If creativity, teamwork and success are more than just 
words to you, please send your resume indicating location 
preference to: Raytheon Engineers & Constructors, Inc., 
Attn: Don Hayslett, Human Resources - Dept. ASD, P.O. 
Box 101, Birmingham, AL 35201; or FAX: (205) 995-7684, 


or e-mail: raytheon@rgadv.com. 


Raytheon Engineers & Dy 
Constructors 


Raytheon is an Equal Opportunity Employer. 


Software Development 
Engineer Develop, implement 
and maintain health care soft- 
ware programs including 
ere database information 
mplement appropriate 
accounting systems such as 
insurance claims processing 
and patient billing. Determine, 
recommend and pian the layout 
of computer and peripheral 
eguipment to be installed 
odify existing equipment 
Create utilities to manage data- 
base configuration, administra- 
tion, and tuning. Analyze soft- 
ware requirements to deter- 
mine feasbility of design within 
time and cost restraints 
Formulate and design software 
systems using scientific analysis 
and mathematical models to 
predict and measure outcomes 
and consequences of design 
Develop and direct software 
system testing procedures, pro- 
gramming and documentation 
on a UNIX environment, utiliz 
ing know — of Informix 4GL 
application development. Plan 
and prepare technical reports, 
memoranda and instructional 
manuals relative to operation of 
the program in the system 
Requires a Masters degree in 
Computer Science and two 
years experience in job offered 
or two years related experience 
in database applications devel- 
opment and software develop- 
ment utilizing Informix 4GL on 
UNIX. Background must 
include at least one year experi- 
ence in developing database 
applications on 
Windows NT utilizing Visual 
C++. 40 hour work week 
$43,225 per year. Apply at the 
Texas Workforce Commission 
Lubbock, Texas or send resume 
to the Texas Workforce 
Commission, 1117 Trinity, Room 
424T, Austin, Texas 78701, 
J.0.#TX0240773. Ad 
Paid by an Equal Opportunity 
Employer 


ormix Unix 


ybase F 


Eee Sy 


Sybase PowerBuilder OOD oa} 


Integrated Systems Professionals 
A Fast-Growing Nationa! Consultancy Offers Exciting 
Opportunities For Top Quality Professionals. 


Project Managers 


Team Leaders/Consultants 


eLong-Term Career 


Opportunities 
Short-Term And Long-Term Contract Opportunities 
Experience in all SAP R/3 Modules Basis and ABAP 


Oracle ®PeopleSoft ®Baan 


Performance-Based Compensation provides exciting opportunities 
for experienced professionals. (To $250K OR $150 per hour for 


experienced SAP experts) 


Please fax resumes to 516-625-0740 
or visit us at http:/Awww. iprr.com 


Software Engineer, Cedar 
Rapids, IA and other client loca- 
tions: Analyze, design, develop, 
modify, enhance, test, debug, 
implement applications in an 
IBM Mainframe environment 
using IBM Mainframe manage- 
ment and productivity tools, 
DB2, CICS, COBOL Req'd 
Bachelor's degree in Comp. Sc 

or Comp. Engg. and 3 yrs. of 
exp. in the job duties or in 
Computer Software 
development (e.g. Programmer, 
Program Analyst, Systems 
Analyst, Software Engineering, 
Software Consultant). 2 years of 
the experience must be with the 
IBM Mainframe environment 

management and productivity 
tools, DB2, CICS, COBOL. The 
experience may be concurrent 
M-F 8:00am to 5:00pm 

40hrs/wk. $58,000/yr. Must 
have proof of legal authority to 
work in the United States. Send 
resume: to the lowa Workforce 
Center, 800 Seventh Street SE, 
Cedar Rapids, 1A 52406. Please 
refer to Job Order 1A 1100655. 


DATABASE 
EXPERTS 


Relocating or desure more challenge? 
Our focus is D.B. Technology 
We list outstanding permanent positions 
across the USA. Rele & Fees Paid 
Sr. DB Expert to $90k+bonu 

Dynamic, multy-natl corp, 


Will lead corp database planning 
Requires exp in multiple RDBMS 


DBA/Tech Support to $80k 


Strong performance tuning 
Will support large databases 


S/W Development to $80+ stock 


C/C- ~/database development 
skills for hi tech software vendors 


DB Specialists $60 - 120+ 


Lost of opportunines for database 
& C/S preyect mgr's/developers 
Large & small companies 


Rg rony indus 
HAMILTON 


P.0.Box369 WestHurley, NY 12491 
B14-679-4050 Fax: 914-679-5704) 


cwad@hamiltontech.com 
hitp/:www.hamiltontech.com 


careers.computerworid.com 
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Backward File 


Designed to make software transitions seamless, Corel® WordPerfect® 
technology gives you instant access to all your WordPerfect files. The file 
format has remained consistent since WordPerfect 6.1 so you can enjoy the 
latest software technology without worrying about time-consuming and costly 
compatibility issues. Open and modify documents created in earlier versions of 
WordPerfect—in your most recent Corel WordPerfect upgrade—as easily as 
you open a file you created this morning. Because Corel understands the need 
for quick access to company documents and the importance of employee 
productivity, it delivers solutions that work. Solutions that lower your Total Cost 


of Ownership. Corel WordPerfect—software for the real world. 


| Corel® WordPerfect® Suite <—» Corel® WordPerfect® Suite7 <—» Corel® WordPerfect® Suite 8 | 


st OCR. GRAPHESS AML TRAE POR 


WordRerteet Ml WoruPert&et7]\, SI ase & 


Communicate. Collaborate. Connect to the World. 


Corel: Corporate Compatible 


° COREL 
| www.corel.com 
Copyright © 1997 Corel Corporation. Ail rights reserved. Corel, WordPerfect, Call now for taxed literature! 





Quattro, CoreiCENTRAL and Presentations are trademarks or registered 

trademarks of Corel Corporation or Core! Corporation Limited. Microsoft and 2 ~ . 1-613-728-0826 ext. 3080 

Windows are trademarks or registered trademarks of Microsoft Corporation The smart resource or business Document # 1383 

MMX, the MMX logo and Pentium are trademarks or registered trademarks of 

Intel Corporation. All other product, font and company names and logos are Product and price subject to change without notice, 1 -800-4. 38. 2 35 7 ae 
(KUR-0515-U 


trademarks or registered trademarks of their respective companies. 








As Good As New 


Mark said, “I thought 
your old computer system 
was junk.” 


Judy said, “Not anymore! 
With 100% Pure Java, 
it works as good as new.” 


Mark said, “As good as new? 
You are lucky, Judy.” 


Judy said, “Yes. I am lucky. 
We are all lucky.” 


max-i-miz-es in-tra-net in-vest- ment 


en-a-bles net-work com-put-ers 


u-til-iz-es ex-ist-ing in-fra-struc-ture 


Pure and Simple. 


To see how leading banks, freight carriers and telecom firms use 100% Pure Java, 


visit http://java.sun.com/100percent/benefits.html or simply call us at 1-800-528-2763. 


BREWED BY 


@Sun 


microsystems 


© 1997 Sur. Microsystems, Inc. All rights reserved. Sun, Sun Microsystems, the Sun logo, Java, 100% Pure Java and the 100% Pure Java logo are trademarks or registered trademarks of Sun Microsystems, Inc. in the United States and other countries. 





YOU CAN'T LOSE GAMBLING ON IS JOB OPPORTUNITIES IN LAS 
VEGAS, PHOENIX, TUCSON AND ALBUQUERQUE. BUT ONLY THE RIGHT 
SKILLS WILL GET YOU THE BIG PAYOFF / BY WILLIAM SPAIN 


ry 
oad 


DIN 
IB ioewte an shih 


Me of the differences between the Southwest and the rest of the 
country is that while much of the U.S. was mired in the economic 
doldrums of the late 1980s and early 1990s, this region was doing 
just fine, thank you. And when the financial outlook for the rest of 
us brightened a few years ago, it began burning here with the in- 


tensity of a solar flare. 


With a continuing influx of both people and capital into these rel- 
atively wide-open spaces, there’s no reason to expect a meltdown 
any time soon. But IS salaries tend to be lower here, unless you've 


got the right skills. 


Las Vegas 


MARKET SUMMARY: It’s a pretty good 
bet that Las Vegas:will remain one of the 
fastest-growing cities in the country for 
some time to come. 

It is the No. 1 tourist destination in 
the nation, with more than 25 million 
visitors last year, and the local gambling, 
convention, entertainment and hospitali- 
ty industries continue to drive the eco- 
nomic machine. 

Although the biggest job growth has 
occurred in the service sector, there’s a 
continually expanding need for design- 
ers, engineers and programmers from 
across the IS spectrum 

“Las Vegas isn’t really a high-tech 
town,” says Debbie Perrault, vice presi- 
dent of information systems at GES Ex- 
position Services. “It is really more 
‘medium-tech.’ ” 


TOP CLIENT/SERVER SKILLS: Applica- 
tion development, migration and sup- 
port. The Windows NT environment is 
strong, along with Hypertext Markup 


© COMPUTERWORLD 
For information on the quality 
of life, business culture and 
job search resources 
for each city, visit our 
Web site at: 
www.computerworld.com 


Language, Java and Oracle server skills. 
There’s enormous potential for Internet 
applications such as cybercash systems 
and related security programs. 


TOP MAINFRAME SKILLS: Many of the 
big casinos continue to rely on IBM 
AS/400 systems and seem in no hurry 
to switch over. Pascal, C++ and FoxPro 
are strong skills contenders, and demand 
for year 2000-related problem solving 
skills should increase. 


Phoenix 

MARKET SUMMARY: The economy is 
staying as hot as the desert climate, with 
a growing number of small to midsize 
businesses joining some of the estab- 
lished big players such as Dia! Corp. and 
Southwest Airlines in job creation. 

“The market in Phoenix right now is 
pretty interesting,” says Mike Barry, di- 
rector of information technology and ser- 
vices at VIADCorp., a convention, airline 
catering and financial services company. 
“There are not a lot of big firms, but a 
lot of small ones keep popping up.” 


TOP MAINFRAME SKILLS: Many legacy 
systems are still in place, and the de- 
mand for Cobol skills is on the rise, es 
pecially for year 2000 conversion. 


TOP CLIENT/SERVER SKILLS: Sybase, 
Oracle and DBA are all hot, along with 
PowerBuilder and Visual Basic. There’s 
lots of movement to client/server going 


on, with a resulting need to transfer cur- 
rent mainframe applications 


Tucson 
MARKET SUMMARY: Although large or- 
ganizations such as AlliedSignal, Inc. 
and Hughes Missile Systems set the 
pace for IS hiring in Tucson, the area is 
also becoming something of a software 
center as talent flees from the increas- 
ingly crowded West Coast for a taste of 
the clean high-desert air. 

The area is also popular with retired 
or semiretired military officers drawn by 
nearby defense industries. 


TOP CLIENT/SERVER SKILLS: Sybase, 
PowerBuilder, Oracle, Visual Basic and 
Informix. 


TOP MAINFRAME SKILLS: Some legacy 
systems are still in place; Cobol and 
MVS are also present. 


Albuquerque 

MARKET SUMMARY: Albuquerque isn’t 
as scorching economically or weather- 
wise as the other boomtowns of the 
Southwest, but it is merely a matter of 
degree. High-tech operations such as 
Intel Corp. and Honeywell Corp. have in- 
vested heavily in the area. And the U.S. 
Air Force and famed research centers 
such as Sandia and Los Alamos keep the 
demand for high-level IS talent steady. 


TOP CLIENT/SERVER SKILLS: There’s 
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SALARIES IN: THE SOUTHWEST 
Typical IS salaries in Arizona, Nevada and New Mexico 


ors a » 
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Chief information officer 


Director of systems 
development 


Computer operations 
manager 


Manager of voice and 
data communications 


Project manager, systems 
and programming $53,000 


Database manager $51,000 


Director of networks $49,000 
Senior systems 
programmer $47,000 


Systems programmer $44,000 


Webrnaster/Web designer | $39,000 


Systems analyst | $38,000 


Source: Computerworld’s 1997 Annual Salary Survey 


plenty of call for object-oriented pro- 
grammers and IS professionals with 
good network design and implementa- 
tion skills. C++ and Visual Basic are also 
high on the most-wanted list. 


TOP MAINFRAME SKILLS: Cobo! and 
MVS are both in high demand, and year 
2000 projects are fueling plenty of 
hiring. The University of New Mexico 
alone has more than 2 million lines of 
Cobol code to go through, says John 
Sobolewski, associate vice president for 
computing. 0 





Spain is a freelance writer in Chicago. 
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C++ PROGRAMMERS 


Company Profile: 
Bohannan Huston is nationally recognized & New Mexico leader in civil engineering, spatial data 
& software solutions. We have been providing professional — services & quality design 


solutions to private, industrial & government sector clients for over 38 yrs. We provide our staff 
with the most current & advanced automation tools available. 


Positions Available: 
Entry level & experienced C/C++ programiner to work on challenging civil engineering, GIS & Web 
applications. 
Qualifications: 
BSCS; OR Bachelor in related field & Associates in CS; OR Bachelor in related field & a minimum of 


2 yrs. programming experience. Position responsibilities include developing applications using MS 
Visual Studio. 


Benefits: 


Location benefits include clean. clear southwest living with sonoran desert to alpine tundra a few 
hours away at most. Company benefits include paid leave bank, medical, dental, vision, 401(k) 
w/100% match, four & one-half day work weeks, bonus program & more! 


Resume To: 


Ms. D. Suazo, Bohannan Huston, Courtyard 1, 7500 Jefferson St. NE, Albug., NM 87109. 
Please visit our web site at www.bhinc.com! 


Bohannan Huston 


Your direct link to technology, 


When you work for one of the most successful software develop- 
ment companies in the country, you ‘re bound to get “connected” 
with expansive range of clients. AiC consultants 
enjoy some of the most and challenging assignments in 
the 


We are currendy seeking professionals a a in: 


* COBO) 
¢ IMS Dac ° TECH WRITER 
+ DB2 * SQLISQR 
¢ SAS * WAN 
* CICS * Microfocus COBOL 
© C/C++ UNIX * Lomas Notes Developer 
* SYS ADMIN (UNIX, AIX) * Sun Solaris Sys Admin. 
* Oracle DBA * HP-UX Sys Admin 
We offer an excellent benefits package and highly competitive salaries. 
If you would like to see what AiC can do for you, contact: 

Analyéts.International Corporation 

11024 Noasth Drive, Ste. 240 


Pho@inix, AZ 85029 


(602) 789-7200 
Fax (602) 789-6077 


1-805-735-7573 
email: phoenix.jobseanalysts.com 


Providing consulting se 5 
since 1980, RSA Inc. 
4 Pe La 


Wane lepnta en arg Wh hg ela abe 
— solutions to software integration and systems implementation. We understand the 
critic 1 po ho eda ates aaamniaataaaeen eaten 


CORPORATE 
TECHNICAL 
REGRUITING 
CONFERENCE 


eae 


SAP: 
Functional 8/3 Consultants/All Modules 
ABAP Programmers 


Componnnnes ae 


a rea 
G-1,7, 11 & Unicenter 


careers.computerworid.com 


Pick up your career & put 
it in the FASTLANE 


Now is your chance to join thethe tight firm in the right 
position. Source Services was 
ment to use only IT praféssionals as r 
have over 200 IT positionssincli@ing pe! 
and contract for; 


@ MAINFRAME PROGRAMMER ANALYSTS 

© BUSINESS SYSTEMS ANA - 

@ COBOL, IMS OR DB2 DEI 

© SOFTWARE QUALIFY 

@ TANDEM, STRATUS/OR, 

@ SAP, BAAN, PEOPLESOFT 

@ VISUAL C++/MFC/OO SOFTWARE DEVELOPERS 
@ MUMPS SOFTWARE EXPERIENCE 

@ NT, NOVELL NETWORK ADMINISTRATION 

@ GUI: VISUAL BASIC, POWERBUILDER 

@ ORACLE (FORMS, DEV 2000, MFG, FIN) 

@ DBA'S: ORACLE, SQL SERVER, DB2, SYBASE 

@ INTERNET PROJECT LEADERS, DESIGNERS, & DEVELOPERS 
@ TECHNICAL RECRUITERS 

@ C/UNIX WITH RELDB 

@ “BIG 6” OPPORTUNITIES, TRAVEL TO $150,000 
@ REAL-TIME EMBEDDED SOFTWARE ENGINEERS 
Contact: Your local Source Office, REF CW200 


e-mail: nelsonm@sourcesvc.com 
Visit our website at www.experienceondemand.com 


Source ® Services 


Experience on Demand 


/ /careers.computerworld.com 


http 


wrided in 1962 with a commit- 
S. We currently 
anit” pe hire 


ARIZONA 

Consulting/EDP 

5343 N 16th St., Suite 270, Phoenix, AZ 85016 
phone: (602) 230-0220 fax: (602) 265-4219 


CALIFORNIA. 

Consulting/EDP 

One Park Plaza, Suite 560, Irvine, CA 92614 

phone: (714) 660-1666 fax: (714) 660-1358 
Consulting/EDP 

1290 Oakmead Pkwy, Suite 318, Sunnyvale, CA 94086 
phone: (408) 738-8440 fax: (408) 730-1942 
Consulting/EDP 

879 West 190th St. , Suite 300, Los Angeles, CA 90248 
phone: (310) 323-6633 fax: (310) 323-9233 
Consulting/EDP 

4510 Executive Dr., Suite 200, San Diego, CA 92121 
phone: (619) 552-0300 fax: (619) 452-7011 
Consulting/EDP 

425 California St., Suite 1200, San Francisco, CA $4104 
phone: (415) 434-2410 fax: (415) 296-9843 
Consulting/EDP 

15260 Ventura Bivd., Suite 380, Sherman Oaks, CA 91403 
phone: (818) 905-1500 fax: (818) 905-8260 
COLORADO 

Consulting/EDP 

7730 E Belleview Ave., Suite 302, Englewood, CO 80111 
phone: (303) 773-3700 fax: (303) 773-8201 

OREGON 

Consulting/EDP 

10220 SW Greenburg Rd., Suite 625, Portland, OR 97223 
phone: (503) 768-4546 fax: (503) 768-4533 


UTAH 

Consulting/EDP 

505 East 200 South, Suite 300, Salt Lake a UT 84102 
phone: (801) 328-0011 fax: (801) 363-3574 


WASHINGTON 

Consulting/EDP 

500 108th Ave. NE, Suite 1780, Bellevue, WA 98004 
phone: (425) 454-6400 fax: (425) 688-0154 


Looking for a 
high tech job? 


Take a short cut. 


DATA PROCESSING 
I NDEPENDENT 
CONSULTANT'S 

E xCHANGE 


Mia 


of DAL On 
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Haw is AlliedSignal’s 
space technology 
helping to provide 
renewable energy 


oyna mebag ets 


334 


Ask Bill Harper and Rick Robbins. They helped 
develop the technolegy that utilizes the sun as a 
power source. “Our closed cycle gas turbine 
technology for space systems is being applied to 
solar electric systems for utility power and remote 
sites on Earth. These new systems will provide 
clean, efficient electrical energy from sunlight. And 
they don’t use fossil fuels or poiiute the 
environment.” 

At AlliedSignal, teams like Bill and Rick are 
developing a number of new, world-improving 
technologies in a variety of information systems 
related areas. 

Nationwide Opportunities are available in 
the following fields: 

* Software Engineers 

* Programmer Analysts 

* Network Engineers /Specialists 

* Database Administrators 

* System Administrators 

¢ IS Analysts 

If you'd like to be a part of advanced 
technology, contact AlliedSignal today at: 8440 S. 
Hardy Drive, Ste. 102, M/S 1232-K, Tempe, AZ 
85284. Fax: (602) 496-2834. Website: 
www.alliedsignal.com 

You must include REF# CW1il0a on all 
correspondence. 

As an equal opportunity employer, we are 
committed to a diverse workforce. 


AAA AZ seeks IBM AS400 RPG pgmr 
w/systems design exp; PC, Visual Basic, C++ 
exp a plus. Great opp'ty w/stable co; Excel bene- 
fit pkg; salary DOE. Drug free workplace. 


May 17-20, 1998 Send resume & salary history to 
Tre Marriott’s Orlando a ge a 3144 N. 
: ve., Phx 
ar Tor Ve World Center Resort FAX: 602-234-1327 


RECRUITING ! ° 
CONFERENCE | E:mail: AAA-HR@primenet.com. 


1-800-488-9204 No agencies please. 
at tel) | 
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At MATRIX, 
we want to 
know about {= 


your IS skills, Ea 
your background and your 


Labrador Retriever. Oe 
TECHNICAL 

We want to know about you. RECRUITING 

That's our business. CONFERENCE 


j It's how we successfully placed 


over 1,700 Information Systems MU Te) 


professionals in contract and 
permanent positions last year. 


It's your career. And at MATRIX, 
we take it personally. 


VG ae «| Marriott's Orlan 
nator! World Cente 


e-mail: MatrixPhx@MatrixResources. com 
Fax: 602/248-0440 Atlanta ¢ Dallas Phoenix 


— ~. | Orlando, Flonid 


OUR STAFF MAKES 
p> US #1, WE NEED YOU 
TO KEEP US THERE! 
Ot nore 
career oriented consultants with at least 2 
Snuaiavaense ternal 





careeragent. COMPUTERWORLD -com 
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Tomorrow's Technolog Seas 
, 7 -Staral?= 


Beqinemiaas 


Visit with some of Chicago's premier software developers, IT 
consultants, trainers, intemet providers and web site developers. jl 


\@ & 
WIT) cy fed 
2 3 Loe 
ims) A 


CHICAGO 


Partial List of Exhibitors 
Peapod 
Microsoft 
Endeavor information Sys. 
Utlek, Inc. 


/ /careers.computerworld.com 
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TECHNICAL 
RECRUITING 
CONFERENCE 


COMPUTERWORLD 


Analyst 

3ComVuS Robotics 

TSI Intemational Software 

Arial Systems Corp. 

McDonald's Corporation 

Resource Information Management 
Systems, inc. 


To submit your resume on-line 
visit our web site at: 


WWW.CSQ.Org 


Chicago Software Association 
2 N. Riverside Plaza, Ste. 2400 
Chicago, IL 60606 


312-939-5355 (phone) 
312-263-0923 (Fax) 


To develop and 
grow, you need 
exposure to 


S OFTWARE 
Lakeview Technology 

Software Architects, Inc. ASSOCIATION 
Rand McNally & Company 
BeggsHeidt Enterprises 
Encyclopedia Britannica 
Retail Target Marketing 
PLATINUM technology, inc. 


FREE ADMISSION 
with a copy of your resume 


ah 


llinois 606 


Sr. Systems Analyst (Sr. Analyst 
for Client-Server Systems) 
Salary: $54,000; Hours from 8-5 
M-F. Duties: to provide systerns 
consult. to corp. clients managing 
a large develop. team of pro- 
grammers and analysts; analyze 
& design software applications 
using object-oriented methodolo- 
gies; implement design using 
C++, Smaiitatk, & PowerBuilder 
to enable clients to access dis- 
tributed databases in different 
geographical locations; configure 
clients network; & train clients on 
client-server tools & distributed 
database system. Must have a 
Master's deg. in Compt. Sci.; 1 yr. 
& 6 mos. of exp. as a Program- 
mer / Analyst; object-oriented 
analysis & design OOA/OOD; 
C++ & Smaiitalk; cert. in client- 
server develpmt (eg Power- 
Builder); grad. co. in Distributed 
Database & Object-Oriented 
Systems; network configuration; 
& technical teaching. Qualif. 
applicants send 2 copies of both 
resume and cov. ltr. with ad to 
Winois Department of Economic 
Security, Attn: Brenda Kelly, Alien 
Certification Unit, 401 S. South 
State Street - 7 North, Chicago, 
IL 60605. Reference # V-IL 17174 
K. No calls. Job Location: Rolling 
Meadows, IL. Emp pd ad. Must 
have proof of legal authority to 
work permanently in the U. S. 


EMPLOYER PAID AD. 


http://careers.computerworid.com 
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The University of St. Thomas is for: 
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to continued 


Find training now. 
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VIL GGe | tesco TECHNICAL 
UNM | cuss cee: sewenmen RECRUITING 


iider, 


sae ting je! orented ator CONFERENCE 
ooges an 


Placement Specialists 


i 1 i " queries, " 
acihirtetitienini diets) | 5'r00 procedures, trigger | 
tn crocs aaa 
adil Eihadd Control or Computer Science. 
r exp in job offered. 40 
rs/wk, 8:00am-5:00pm, 
00d/yr. Submit two (2) 
copies of his/her resume in 
eee ee | | response to: Case #71467, PO 
Ce Aeeeee | BOX 8968, Boston, 
ato 


Find 


training 


TO SEARCH 
THE DATABASE! 





Software Engineer, Commun- 
ications: esign, develop, 
implement, test & document 
software for microprocessor- 
based computer applications in 
communications, analyze sys- 
tems/communication subsys- 
tems/user requirements, utiliz- 
ing experience in application 
deveiopment for real-time sys- 
tems/user interface develop- 
ment; digital image process- 
ing/graphics programming with 
Graphical Kernel System 
(GKS); network management, 
Novell LAN; TCP/IP networking; 
UNIX, MS-DOS, MS-Windows 
and OS/2 operating systems; C 
language, & 8085/8088 assem- 
bly languages; and knowledge 
of SQL, INGRES database sys- 
tem, inter-process communica- 
tion, computer/distributed sys- 
tems security and Kerberos 
Security Protocol. RQMTS: 
M.S. in Electrical Engineering & 
1 year exp. in job offered or as 
Software Engineer or related 
with experience and knowledge 
identified above. 40hrs/wk; 9-6; 
$53,000/ yr. Mail two copies of 
resume and copy of ad to: 
Department of Labor, Licensing 
and Regulation, 1100 North 
Eutaw St. Rm. 212, Baltimore, 
MD 21201. Job Order No. 
9679775. Job Location: Bethes- 
da, Maryland. 


Member of Technical Staff - par- 
ticipate in the design and code 
development of the network inter- 
face to various international and 
domestic ha agg networks. 
Responsible for the wide area 
Protocols in use including SS7 
and ISDN. The code will support 
various voice and messaging 
applications on cooperating 

systems. Other duties include 
adding functionality to support 
improved SS7 capabilities for 
international customers in the 
areas of Message Waiting 
Indicators and Paging Notific- 
ation; writing code to support ven- 
dor supplied enhancements to 
system switching capability and 
protocol support; and bug fixing in 
networking software as appropri- 


comree Toe ‘ae a 
‘s in ler 
Science or related field, with at 
least one year of experience with 
Programming in a wide area or 


ing language 

operating system. 
must have unrestricted 
authorization to work in the 
United States. Salary $70,000/ 
year. 40 hours/week. Respond 
with two copies of resume to 
Case #71448, P.O. Box 8968, 

Boston, MA 02114. EOE. 


Software Engineer - For airline 
telecommunication service 
providerdesign, develop & 
enhance worldwide Baggage 
Service System software, 
functional specifications, test- 
ing procedures & documenta- 
tion; monitor online system 
performance & provide techni- 
cal support service by util. exp. 
in design & development of 
renter the baggage 
tracing /management systems 
for air lustry involving 
high-volume TIP environment, 
Transaction Testing System 
(TTS 1100), Application 
Common Bank (ACB), 
Symbolic Stream Generator 
(SSG), IPF Editor, MAP linker, 
UNISYS, Dump Analyzer, 
SQL/Fortran/ Assembler /Cont 
rol languages, RDMS relational 
database & FCSS (File Control 
Subsystem). RQMTS: BS. in 
oar wter Science & 3 exp. 
offered or as Systems 

Analyst w/above exp.; OR if 
without , 5 yrs. exp. in 
job offe' or as aes 
Analyst w/above oe a 
tele 8:30 to 5:00; $55,004/ yr. 

PP’ or by resume 
EES, 
GA6162415, i ity Rd, 
Marietta, GA Sooo 3903, or the 
nearest DOL Field Service 
Office. 


RPG/400. Manhattan Asso- 
ciates, recognized by Inc. 
ine as one of the coun- 
try’s fastest-growing companies, 
designs the software that con- 
trols the flow of products from 
some of the world’s premier 
manufacturers. We are looki 
for experienced analysts an 
developers to join our team at 
our Atlanta area headquarters. 
Current openings include: 
RPG/400 Software Analysts to 
design develop, code, test and 
debug our eo software 
aolien wires bache- 
ia 's degree in engineering, com- 
puter science, or related field 
and minimum one year develop- 
ment experience, including at 
least six months with full life 
cycle development utilizing 
HPG/400, including subfiles. 
Ses ee SES per annum 
rae experience. 


to assist in defining system 
scope and requirements, ana- 
lyze utilization of existing sys- 
tems requirements, and 
and develop systems in light of 
— luture directions in 
rdware and software growth. 
Develop and direct design of 
software systems. Design sys- 
tems with respect to full ie-cycle 
development on AS/400 RPG 
platform. Requires master sci- 
ence degree in computer sci- 
ence or related technical area 
( ineering, statistics, 
Sten technical knowledge of 
RPG/400 life cycle development 
(including subfiles) demonstrat- 
ed through education or experi- 
ence. From $45K up, paper | 
on qualifications. Resume to: H! 
Manager, ee Associ- 
ates, 2300 Windy 
7th Floor, Atlanta, OR 30508 
Fax: 770 955-0302. Email 
HR@PkMS.com 


Senior Consuitant-Functional 
Manger (Pittsburgh, PA) Over- 
see public sector projects 
involving the design & impie- 
mentation of large scale auto- 
mated welfare systems for 
municipal & state governments. 
Supervise subordinate staff on 
project design & —s using 
integrated case tools large 
scale database modeling tech- 
niques. Confer w/client manage- 
ment & assist in budget & billing 
matters & managing the client 
relationship. Direct 5-8 consul- 
tants & technical staff including 
analysts & programmers. Re- 
quirements: MBA or Master's 
degree in Computer Science or 
Information Systems + 1 yr. exp. 
in the job offered or 1 yr. exp. as 
a Consultant. Six months relat- 
ed exp. must include designing 
& implementing systems based 
on relational databases using 
integrated case tools in a main- 
frame environment inciuding 
welfare delivery systems for 
governments. Must be willing to 
relocate to worksites nationally. 
40 hrs/wk, M-F, 9am to Spm. 
pas one Submit resume ref- 

Job Order # 8029343 
at tthe nsylvania Job Center 
at: Mr. James Mackin, Actg. 
Manager, Pittsburgh North Job 
Center, 1122 Western Avenue, 


Design & deveiop Wages information 


5 So ash meee 5000200, VAs VAX 


YMS System for communication 

application. Formulate & desi 

tablets, write COBOL coded for 
various functionalities. Co-ordinate 


Hills Rd., Atlanta, GA 30329-3909 or 
the nearest of Labor 
Field Services 


Programmer Analyst, Lowell, 
MA: Design, analyze, develop 
and implement applications 
using Visual Basic, Access and 
Excel. Design, develop and 
implement specific applications 
using Dataware’s CD-Author 
and CD-Answer. Develop 
Multimedia applications using 
Macromedia Director, X-Res, 


elors in Engineering or Comp. 
Scie. 2 yrs exp in job offered. 40 
nrs/wk., Qa-6p, $57,000/Yr. 
Send resumes to: New Hori- 
zons Software Inc., 128 Warren 
Street, Lowell, MA 01851. Tel: 
{978)934-9193. 


Computerworld November 16, 


are thinking about a change i in pace? How about 

stepping out of the game and coaching from the 

sidelines? International Data Corporation (IDC) is 

the world’s leading provider of information technology 

data, analysis and consulting. With research centers in over 

40 countries and more than 300 research analysts woridwide, 

IDC is uniquely positioned to provide a global perspective on IT 
market and technology trends. 


TIRED OF BEING iA THE MIDDLE? 
RESEARCH DIRECTOR 
OPERATING 


ENVIRONMENTS REASEARCH 


We are currently looking for a Research Director for our 
Operating Environment Reasearch Group. The ideal candidate 
should have a strong understanding of client and server operating 
environments and distributed computing and an overall knowledge 
of the software industry. Strong research, writing, and speaking 
skills are essential 


| 

If you are interested in learning more about a 
career opportunity with IDC, please contact 
Elizabeth Baptiste at: 


e-mail: ebaptiste@idcresearch.com 
phone: 508-935-4649 

fax: 508-935-4610 

mail: International Data Corporation 


5 Speen Street 
Framingham, MA 01701 
—> 


Director of Educational 
Technology Services 
(EduTech) 


Wayne-Finger Lakes BOCES, Newark MY 


The Wayne-Finger Lakes BOCES, \ocated 25 miles east of 
Rochester, has a unique opportunity for 2 skilled educator, 
supervisor and technologist. EduTech serves two BOCES in 
upstate NY, providing instructional & administrative com- 
puter & technology support tc 47 school districts & their 
78,000 students. Duties include providing leadership & 
guidance to EduTech’s 95 employee’s; Working closely with 
school superintendents to coordinate/support the integra- 
tion of technology into classrooms to improve student 
achievement; Lead the development of intranet & Internet 
applications on LAKENet, a high speed network connecting 
these districts together; Serving as the liaison to the State 
Education Department; Overseeing & being responsible for 
an $11,000,000 budget. Qualifications: Strong managerial 
capabilities in developing, supporting & guiding employees. 
Ability to communicate with diverse audience & excellent 
human relations skills are needed. Experience as a school 
administrator or executive/manager in private sector tech- 
nology company. Salary range: $75,000 - $85,000. Deadline 
1/4/98. Send resume and cover letter to Wayne-Finger 
Lakes BOCES, Personne! Office, 131 Drumiin Court, 
Newark NY 14513-1863. For additional information con- 
tact www.edutech.org 


www.edutech.org 
FLORIDA'S Se 
GULF COAST 7 ee 
4) 7 gam 
and Oftportunity! Ll 7} iA ys 
HH HH ‘ 
annuities and mutual funds. Located in Florida's beautiful Tampa Bay area, 
we are known as Western Reserve Life Assurance Company of Ohio, IDEX 
we have o workforce of 1100+. 
We are now seeking Programmer / Analysts, Business Analysts and 
Life 70, Cybertech and Vantage. 
NC LA a LC 
ei ae mee 
Call 1-800-443-9975 ext. 3312, Fi 
igs mer. weserreetecon, Jobline: 
(813) 587-1 
GCEcon’ 
Firearsows b.n¥ | 


Computer 
Land. of, Sunshine 
We are a group of financial services companies which specialize in life insurance, 
Mutual Funds and InterSecurities. Our combined assets ore over $5 billion and 
Consultants with life insurance industry experience and/or Lite Comm, 
Ta al November iE die. 
813) 587-1872, 201 
Hihlend Avene, Largo, F1.33770. E-maik 
lebsite: 
Brighten your future in Clearwater, Ploridal 
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Eee ae 


Building -Your 


Future Now. 


Whether you stort as a Programmer or Senior Software Engineer, you will 
be joining the fastest growing IT services company in the Northeast. We are 
now hirirg team members who would like to share in our continued success. 
We offer a competitive salary, generous health and welfare benefits, retire- 
All of the following positions require a minimum of two : 

ence in one or more of the following: C, C++, UNIX. Oracle, 

Basic, MS-ACCESS, SQL, Powerbuilder, COBOL II, CICS, IMS, 

DBA’s, Y2K Projects, VSAM, ARTEMIS, ANSYS, Primavera or Finest 


Manager of Information Systems 
(‘IS") Technology Planning. 
Administers the preparation and 
reporting of the IS Department's 
short and long range plans. 
Based on overall corporate 
pians, the Manager proposes the 
basic IS philosophies and direc- 
tions related to planning for and 
acquiring computer hardware, 
operating systems, application 
software and communication 
enterprise solutions. Respon- 
sibilities include synchronizing 
individual |S department plans 
with overall department plans, 
and department plans with = 
sion goals and 

lyzing overall business is a 
cessing needs; overall design 
and development of IS to meet 
complex business requirements, 
Prescribing frequency and for- 
mats for other iS departments 
submission of data in support of 
1S plans, including budgets; plan- 
ning for the |S department's role 
at corporate level to selecting 
specific hardware and software 
technologies to satisfying the 
corporate business goals; admin- 
istering the department's activi- 
ties and systems; and advising 
systems and programming man- 
agement regarding the technical 
direction of application develop- 
ment projects and closely review- 
ing compliance with that direc- 
tion. The manager is also respon- 
sible for outsourcing software 
development projects to offshore 
companies especially in India 
and Singapore, which would 
include responsibilities such as 
coordinating and managing cur- 
rent offshore projects; finding and 
negotiating new business part- 
ners in those regions; and setting 
up and managing 

facilities in these countries to 
cater to the company’s infor- 
mation Systems requirernents. 
Requires Bachelors degree in 
Computer Science, iniormation 
Systems or related field. Must be 
knowledgeable in Distributed 
Open Systems Architecture, and 
Object Oriented Development 
methodology. Requires 8 years of 
broad based data processing 
experience with sophisticated, 
State-of-the-art enterprise solu- 
tions. Requires extensive know!- 
edge in Communications includ- 
ing Local Area and Wide Area 
Networks, interfacing heteroge- 

neous hardware and ‘nie 
platforms distributed globally; 
Database Systems inciuding 
Relational and Object Oriented 
databases; Business Systems 


teams and resource planning 
and management, as evidenced 
eee See Oe in 
Monday 

Friday, 8:00 a.m. - 5:00 0 pm 
$70,000.00 per year. 
uaen onal abun 
Office, or send resume, which 
must include your social security 
number and the Job Order 
#NC9871634 and DOT Code 
039.162.010 to: Job Service, 630 
West Sixth Street, Winston- 
Salem, NC 27101. 


vectady, NY 12305, 
9518. 


Tda Tech 


niforce an AMEX contract consulting growth co., 

has highly compensated permanent positions open 
for exp'd, proven successful professionals, with 3+ yrs. 
exp. in similar roles. If you're a top producer, you can 
catapult your career and earnings in a $100 million 
plus IT environment. Positions are available at multi- 
ple locations at our subsids. Brannon & Tully & 
Montare International. 


© NAT'L SALES DIRECTOR —- Hdqtr'd in Long 
Island, NY, Boca Raton, FL, or Atlanta, GA - IT 
staffing bkgrnd in nat’! or reg. capacity, 5+ yrs. exp. 

¢ TECHNICAL RECRUITERS — Exp’d IT Staffing - 
ATLANTA, GA, BIRIMNGHAM, AL, RESTON, VA, 
CHARLOTTE, NC, COLORADO SPRINGS, CO, & 
DALLAS, TX 

¢ BRANCH SALES MGRS — & ACC’T MGRS. 3+ 


yts. Professional software staffing exp. req'd — ALL 
LOCATIONS 


Excellent salaries, bonuses, 401 (k), liberal vacation 
program and career growth. Fax/mail resume today to 
Woodbury Headquarters, Attn: RM (516) 437-3392, 
PO Box 9006, 415 Crossways Park Dr., Woodbury, 
NY 11797 


CICS/DB2 


_ Systems Manager/ _ 


VF Corporation, an international Fortune 

500 apparel company, has immediate full-time 
ins tant eeereny teaaemaes 
Programmers in Greensboro, NC. 


Join team responsible for installation, mainte- 
nance, tuning and problem reso!ution for latest 
releases of CICS, DB2, IDMS, IMS and related 
program p-oducts. Opportunity to learn 
ORACLE and SAP Excellent salary and benefits. 


Fax resume to Human Resource Manager, 
910-332-3941, or mail to: 


Human Resource Manager 
VF Services, Inc. 
PO. Box 21488 


We Visit our home page at 
http://www.threads.vic.com 
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IT CAREERS MIDWEST 


HIGH TECH 
CAREER OPPORTUNITIES 


Systems Developers -- COBOL, COBOL I, DB2, PC 
Desktop Development with Microfocus COBOL. 


Composer CASE Tool or CSP a plus. IBM 
Mainframe, MVS/ESA, CICS. Work with existing 
Financial, HR, Merchandising systems or new 
development. Competitive salaries, excelient 
benefits, an outstanding work environment all 
located in Charlotte, NC, a growing and beautiful 
place to live. Please mail or fax resume to: 


Belk Stores Services, Inc 
Attn: Personnel Dept. 
2801 W. Tyvola Rd. 
Charlotte, NC 28217 
Fax: 704. 357.1788 
E-Mail: Don_Harris@Beik.com 


CB. 


VISIT OUR WEB PAGE WWW .BELK COM 


dp Pros Consultants 


Permanent & Consulting Positions « 
Fall Benefits Available 


MAINFRAME-SEVERAL!! 
COBOL, CICS, DB2, IMS 


MID RANGE 
AS/400-RPG IV 


CLIENT SERVER 
SW DEV, APP DEV, 
NETWORK SERVICES, DBA 


dP 


Pros, Inc. 


Call (800) 377-7674 or (910) 748-8030 
or fax resume to (910) 748-8848 


or e-mail us at dpprosws@ols.net 


PROGRAMMER - ANALYST: 
8:30 - 5:30 p.m., M-F. Salary 
$65,000/yr. Fulll life cycle soft- 
ware applications development 
for internet Network Security 
Systems. Analysis, design and 
implemeniation for the secure 
Internet Network protocol 
stacks based on Internet secu- 
rity standards using C++, C and 
1-386 assembler; Operatin 
environments include Mi 
Windows NT, MS Windows 95, 
OS/2 and AIX. Responsibilities 
include design and deveiop- 
ment TAP! based secure PPP 
client-server applications using 
WAN miniport technology. Req- 
uirements: Bachelors Degree in 
Computer Science or Electrical 
Engineering and two years in 
the position offered or Network 
Engineer or Network Admini- 
Sstrator. Experience must 
include two years in OS/2 and 
C, C++. Send resume to Allen 
Zerumsky, 5511 Capital Center 
Drive, Plaza 130, Raleigh, NC 
27606. Must show proof of legal 
authorization to work per- 
manantly in the U.S. Employer 
paid advertisement. 


Systems Analyst, Atlanta, 
GA; Design, develop, imple- 
ment and maintain MIS for 
corporation systems using 
CUBE, DODGE, Microsoft 
Visual C++ and Sybase. 
implement systems using 
Object-Oriented program- 
ming languages. Req'd. 
Bachelors in Engg. or Comp. 
Sci. or Math. 2 yr exp in job 
offered. 40 hrs/wk., 9am- 
6pm, $75,000/yr. Send resu- 
mes to: Software Solutions 
Group, Inc., 3300 Buckeye 
Road, Suite # 555, Atlanta, 
GA 30341, Attn: Aruna Gude. 


Systems Analyst wanted 
by Manh Travel Agency. 
M u st have 
2 yr exp analyzing/ 
dsgng/dvipg/ implmntg 
& installing s/ware systm 
in travel agency & test- 
ing/ maintaining / 
improving the systm; 
using s/ware: APPOLO & 
SABRE. Must have Bach- 
Engg, Math or Comp Sci. 
$45, 12/yr, M-F, da -5p. 
Respond to: Legend 
Travel & Tours Inc, 50 E 
42nd St, 1402, NY, NY 
10017. 


ing next generation embedded 
network management technolo- 
gies on next generation hardware 
platforms. Involves defining net- 
work management ASIC require- 
ments that span from embedded 
RMON / RMON-2, to distributed 
smart Agents; implementing spe- 
cific technologies like VLAN's, 
roving RMON on multiple media 
anal (such as TDM technology), 
embedded RMON/RMON-2 and 
generai network management 
automation. Develop on UNIX 
platform. Min. Reqmts.: M.S. in 
Computer Science or Computer 
ngineering plus 4 yrs. embed- 
ded systems engineering experi- 
ence providing demonstrable 
expertise in: are integration 
methods for LAN & WAN; com- 
munication protocols such as 
Ethernet, Token Ring, Frame 
Relay, Synchronous Data Link 
Control, High Level Data Link 
Control; Time Division Multiplex 
technology (including T1, E1 and 
ISDN) for WAN; software pro- 
gramming in C; UNIX operating 
system. Experience must include 
1 yr. with: real-time embedded 
systems technologies; network 
management; ASIC; RMON; & 
SNMP. Salary, $65K/yr. for 5 day 
40 hr. wk. Send 2 resumes to: 
Case #71471, PO Box #8968, 
Boston, MA 02174. 


Systems Analyst, Cedar Rapids, 
IA and other client locations: 
Analyze, design, develop, modify, 
enhance, test, debug and imple- 
ment applications using C and 
C++ in a client server environ- 
ment on multiple platforms such 
as DOS, Windows, OS/2. Design 
and implement applications being 
prepared for international markets 
and provide support for multi-lin- 
gual products. Req'd 
Bachelor's degree in Comp. Sc. 
or Comp. Engg. and 2 yrs. of exp. 
in the job duties or in 
Computer software development 
(e.g. programmer analyst, sys- 
tems analyst, Software engg., 
Systems engg.) 2 yrs. of the exp. 
must be in developing applica- 
tions using C, C++ and OS/2. All 
the experience may be concur- 
rent, M-F 8:00am to 5:00pm. 
40hrs/wk. $50,000/yr. Must have 
proof of legal authority to work in 
the United States. Send resume: 
to the lowa Workforce Center, 
800 Seventh Street SE, Cedar 
Rapids, IA 52406. Please refer to 
Job Order [A 1100654. 


CORPORATE 
TECHNICAL 
RECRUITING 
CONFERENCE 


Ma 





VISION. LEADERSHIP. GROWTH. 


At Pratt & Whitney, our vision is to create 
market leadership and product distinction 
through Information Technology. A 
division of Fortune 50 leader United 
Technologies Corporation, Pratt & 
Whitney is an innovative leader in the 
Aerospace industry. We build the future 
by fostering and combining the energy 
and diversity of an exceptional group of 
IT professionals. Vision, leadership, 
innovation and technology have made us 
what we are today. If you’re one of these 
exceptional people, look into one of the 
extraordinary Connecticut or Florida 


opportunities below. 


BB Process Controls Engineers 

MB Client Sezver Analysts 

WB Software Engineers 

BB Software Quality Assurance Specialists 


WB Business Systems Analysts 
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IT CAREERS 


GET YOUR CAREER 
FLYING HIGH. 





In addition to a state-of-the-art Information Technology 
work environment, we provide excellent compensation 
and comprehensive employee benefits, including relocation 
and 100% paid continuing education program. For imme- 


Fe) Manufacturing Systems Analysts 


BB Network Engineers 
diate consideration, please forward your letter of interest 
and resume to: Information Technology Opportunities, 
Pratt & Whitney, 400 Main Street, M/S 101-29, 

East Hartford, CT 06108. Email: misjobs@pweh.com 
Visit us on the Internet at www.pratt-whitney.com 


WB DEC vms System Manager 


Pratt & Whitney 


. : A United Technologies Compa 
8 Systems Integration Professionals : Se 


Creating market leadership through 
technology and the diversity of our work- 
force. An Equai Opportunity Employer. 


Senior Software Engineer (TX) 
Develop procedure for solution 
of a variety of well-defined 
business probiems or for seg- 
ments of complex & difficult 
problems or systems. Design & 
a canllto medium com- 
plexity systems; test & imple- 
ment the develo prototy 
develop complete detailed 
design specification, charts, 
tables & logic diagrams needed 
for problem analysis by learn- 
ing user &/or business func- 
tions & organization rules. 
aden segments of complex 
lems & Saini common 
lometions which can be 
reused. Other responsibilities 
incl. development & direction 
of software system testing pro- 
cedures, data verification 
methods & tuning of applica- 
tions, operating systems & 
database servers; plan & 
prepare technical reports,. doc- 
umentation & instructional 
manuals relative to = 
of the system. The technol 
= ed incl. Informix, UT 1X 
/C. Req'd Bachelors in 
Com uter Science + 3yrs’ exp 
in offered or 3yrs’ related 
ae i.e. Programmer/ 
. 40hrs/wk, 8-5, $65K 
pply at the TX Workiorce 
ie mumeion. Dallas, TX or 
send resume to TX Workforce 
Commission, 1117 Trinity, Rm. 
424T, Austin, TX 78701, 
JO#TXO240652. Ad 
paid by an equal opportunity 
employer. 


Muitinational innovation and an exploding 
revenue base have further broadened the 
horizon at IMR, a cutting-edge transitional 
outsourcing organization with enormous 
global appeal. 


© Competitive compensation 
Generous benefits 

* Stock options (NASDAQ: IMRS) 

* Long-service awards 

* Potential for international assignments 
* Fast-growing global team 

* Fortune 200 clientele 


It's time you broadened your outiook to 
include IMR, a software services pacesetter 
with a huge vision for your tomorrow! 
Respond with resume to Donna Kapinos at: 


INFORMATION MANAGEMENT RESOURCES, 


INC., 26750 U.S. Highway 19N, Clearwater, 
FL 33761. Fax 813-791-8152. E-mail: 
donna@imr.usa.com. EOE. 


* MMEDIATE U.S.-BASED-OPPORTUNITIES 
* Technical Project Managers/Leaders 

* Technical Specialists 

¢ Systems Analysts 

» Systems Architects 

* Programmer/Analysts 

* Programmers 


All opportunities require multi-platform 
experience in one or more of the following: 
MAINFRAME: IBM-MF, DBZ, IMS-DB/DC, 
COBOL, COBOL Il, CICS, APS, IDMS, 
ADS/0, ADABAS/NATURAL, PL/I, 
Assembler, and ADW; CLIENT/SERVER/ 
PC TECHNOLOGY: C++, C, UNIX, ORACLE, 
ORACLE 2000, SYBASE, PowerBuilder, 
Windows-NT, Visual Basic, /EF 5.3, OOD, 
GUI, and SQL. 


ls 


* Clearwater (headquarters) * Boston * Rochester * 
» Dallas * Chicago * Belfast « London * Sydney * 
* Bangalore & Mumbai, india * 
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SOFTWARE ENGINEER 
required to design, develop & 
implement graphical user 
interfaces to the microsoft 
databases. Program is Visual 
C++ on Windows NT piat- 
forms. Bachelor's required in 
Math, Computers, Enginee- 
ring or any reiated field of 
study, plus 2 years experi- 
ence in the job duties 
described above. Must have 
proof of legal authority to 
work in the U.S. Salary: 
$52,000/year for a 40 hour 
work week. Interested appli- 
cants contact the Oklahoma 
State Employment Service, 
110 S. Hartford, Suite 106, 
Tulsa, OK 74120 (1.D. #7207); 
phone # (918) 592-2111. 
Refer to Job Order #292090. 
Ad paid by an Equal 
Opportunity Employer. 


Consultant. 40 hrs/wk, 9am-Spm. 
$54,000/yr. Design, develop, 
implement & test software for 
management information sys- 
Tools: Informix; ESQL; C; 
; UNIX; DOS. BS. 
Computer Science or Computer 
Engrg as well as 2 yrs. in job 
offered or as a Programmer 
Analyst required. Previous expe- 
rience must include: Informix; 
SQL; C; C++; UNIX. Must have 
proof of legal ity to work 
permanently in the U.S. Send two 
copies of both resume and cover 
letter to: ILLINOIS DEPART- 
MENT OF EMPLOYMENT 
SECURITY, 401 South State 
Street - 7 North, Chicago, IL 
60605, Attention: Joan Sykstus, 
Reference #V-IL-18037-S. NO 
CALLS. An Employer Paid Ad. 


Programmer/Analyst sought to 
design and develop client/serv- 
er applications. Use Power- 
Builder in a UNIX or Windows 
environment to develop GUI 
screens and access a relational 
database such as Oracle or 
Sybase. Work with end users to 
define requirements. Require- 
ments: Bachelors Degree in 
Computer Science or related 
field + 2 yrs/exp. as a 
Programmer/Analyst and/or 2 
yrs/exp. in software develop- 
ment in a client/server environ- 
ment. Such experience must 
include: PowerBuilder, Oracle, 
and UNIX/C. Applicant must be 
willing to travel to various client 
sites throughout the U.S. 
Salary: $50,000/yr. Hours: 
40/wk. If interested please send 
two resumes to: Case #: 71510, 
PO Box#: 8968, Boston MA, 
02114. 
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OMR TRECOM, one of the largest IT consulting organizations, 
is setting the standard for challenging projects with leading 
Fortune 200 companies from coast to coast. As a full-time 
empioyee with DMR TRECOM, you'll benefit from our 
promote-from-within policy that rewards your skills and 
work performance. in addition, the depth and diversity of 
our service offerings allows you more choices and opportunities 
for professional development. 


Our commitment to your advancement is backed by planned 
training opportunities to gain hands-on experience. We 
encourage continued learning and skill enhancement through 
both computer-based and classroom in-house training pro- 
ay grams, as well as a generous tuition reimbursement policy. 


7 VAWiaeaeNicla There's Technical Challenge 
> You'll Find DMR TRECOM 
With A Solution. 


COBOL, CICS, DB2 or IMS Software Testers 


Programmers JAVA, HTML, Activex 
COBOL, JCL, MVS Developers 


Production Support C++, UNIX, OO Developers 


Sr. Technical Recruiter DB2, ORACLE, SYBASE 
Internet Recruiter Developers 


Visual Basic (4.0-5.0) DBAs 


Developers Internet Architect 
PowerBuilder Developers Project Managers 


_Seplobe@iec-group.com _ | Business Practice Managers Data Warehousing 
Internet Developers Project Managers 


Bwee | RECOM 


An Amdahl Company 


The Results People | 


For more.detailed 
information, visit 
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Only peak aia ee need apply. 


If you’ve scaled the heights of custom application development, 
now’s the time to prove it. Enter your innovative Microsoft® 
Windows® solution in the seventh annual Windows World Open 
today. It’s the international competition that recognizes the 
best in Windows development. And isn’t reaching the top what 
your journey is all about? 


Submit your entry by January 23, 1998, and receive 


ge RECOGNIZING EXCELLENCE 
www.wwopen.com IN CUSTOM APPLICATIONS 


Visit the contest Web site to download an entry kit, meet last 
year’s winners and get details about this year’s categories. FOUNDING SPONSORS 


E-maii wwo@jcai.com or call 800-829-4143. Microsoft COMPUTERWORLD SUES. 


City 
Address Shown: Home (Business © 


E-mail address 


New (J Renew 


*US. Only. Canada $95, Mexico, Central/South America $150, Europe $295, all other countries $295. 


1 .BUSINESS/IINDUSTRY (Circle one) 
1. Manufacturer (other than computer) 
20. Finance/insurance/Real Estate 
30. Medical/Law/Education 
40. Wholesale/Retail/Trade 
50. Business Service (except DP) 
60. Government - State/Federal/Local 
65. Communications Systems/Public 
Utilities/Transportation 
70. Mining/Construction/Petroleum/ 
Refining/Agriculture 
80. Manufacturer of Computers, 
Computer-Related Systems or 
Peripherals 
. Systems Integrators, VARs, Computer 
Service Bureaus, Software Planning & 
Consulting Services 


City 


Address Shown: O Home © Business 


Last Name 


Single copy price: $3.00 


Please complete the questions below. 


90. Computer/Peripheral Dealer/Dist/ 
Retailer 
Xe 
(Piease Specify) 
2. TITLE/FUNCTION (Circle one) 
IS/MIS/DP MANAGEMENT 
19. Chief Information Officer/Vice 
President/Asst. VP IS/MIS/DP 
Management 
21. Dir/Mgr. MIS Services, Information 
Center 
22. Dir./Mgr. Network Sys., Data/Tele. 
Comm., LAN Mgr/PC Mgr., Tech. 
Planning, Administrative Services 
. Dir/Mgr. Sys. Development, System 
Architecture 


E-mail address 


State 


CONew (Renew 


"USS. Only. Canada $95, Mexico, Central/South America $150, Europe $295, ali other countries $295 


1. BUSINESS/IINDUSTRY (Circle one) 
10. Manufacturer (other than computer) 
20. Finance/insurance/Real Estate 
30. Medical/Law/Education 
40. Wholesale/Retail/Trade 
50. Business Service (except DP) 
60. Government - State/Federal/Local 
65. Communications Systems/Public 
Utilities/Transportation 
70. Mining/Construction/Petroleun/ 
Refining/Agriculture 
80. Manufacturer of Computers, 
Computer-Related Systems or 
Peripherals 
. Systems Integrators, VARs, Computer 
Service Bureaus, Software Planning & 
Consulting Services 


41. Engineering, Scientific, R&D, Tech 
Management 

60. Sys. Integrators/VARs/Consulting 
Management 

CORPORATE MANAGEMENT 

I}. President, Owner/Partner, General Mgr. 

12. Vice President, Asst. Vice President 

13. Treasurer, Controller, Financial Officer 

DEPARTMENTAL MANAGEMENT 

SI. Sales & Mktg. Management 

70. Medical, Legal, Accounting Mgt. 

OTHER PROFESSIONAL 

MANAGEMENT 

80. information Centers/Libraries, 
Educators, journalists, Scudents 

90. Other Titled Personnel 


Last Name 


Zip 


Single copy price: $3.00 


Please complete the questions below. 


90. Computer/Peripheral Dealer/Dist/ 
Retailer 
95. Other__ — 
(Please Specify) 
2. TITLE/FUNCTION (Circle one) 
IS/MIS/DP MANAGEMENT 
19. Chief information Officer/Vice 
President/Asst. VP IS/MIS/DP 
Management 
21. Dir/Mgr. MIS Services, Information 
Center 
22. Dir./Mgr. Network Sys., Data/Tele. 
Comm., LAN Mgr/PC Mgr., Tech. 
Planning, Administrative Services 
23. Dir./Mgr. Sys. Development, System 
Architecture 
31 


41. Engineering, Scientific, R&D, Tech. 
Management 

60. Sys. Integrators/VARs/Consulting 
Management 

CORPORATE MANAGEMENT 

| 1. President, Owner/Partner, General Mgr. 

12. Vice President, Asst. Vice President 

13. Treasurer, Controller, Financial Officer 

DEPARTMENTAL MANAGEMENT 

51. Sales & Mktg. Management 

70. Medical, Legal, Accounting Mgt. 

OTHER PROFESSIONAL 

MANAGEMENT 

80. Information Centers/Libraries, 
Educators, Journalists, Students 

90. Other Titled Personnel 


Ss Do you use, evaluate, specify, recommend, 
purchase: (Circle all that apply.) 
Operating Systems 
(a) Solaris (e) Mac OS 
(b) NetWare (f) Windows NT 
(c) OS/2 (g) Windows 
(d) Unix (h) NeXTStep 
App. Development Products 
Networking Products 
incranet Products 


. Do you use, specify, evaluate, recommend, 
or approve the purchase of Internet 
products and/or services? 


J Yes AINo 


Yes I No 
J Yes O No 
J Yes 2 No 


3.Do you use, evaluate, specify, recommend, 


purchase: (Circle all that apply.) 

Operating Systems 

(a) Solaris (e) Mac OS 

(b) NetWare (f) Windows NT 

(c) OS/2 (g) Windows 

(d) Unix (h) NeXTStep 

App. Development Products J Yes No 
Networking Products J Yes Q No 
Incranet Products J Yes S.No 


. De you use, specify, evaluate, recommend, 
or approve the purchase of Internet 
products and/or services? 


o Yes No 
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NEW & NOTABLE 


For Mitaae it, o as 
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Transtech Launches admiNTeam™ 
A National Windows NT Network Administration Services Group 


based Web Servers, Microsoft Exchange 
Servers or NT Application 
Servers. “We can come in 
and manage your NT 
environment while 
providing a complete 
knowledge transfer 
to your staff.” 
The range of services 
include a retainer-based 
service contract which 


years, Transtech already has in place 
strong BackOffice exper- 
tise and Microsoft 
Certified Windows 

NT experts. The 
admiNTeam™ will 

have a big jump- 

start from this 

existing depth of 

NT expertise. The 
admiNTeam™ can help 


Transtech, Inc. has launched its focused WIN- 
DOWS NT System and Network Administration 
Services Team nationwide. The 
“admiNTeam™” is positioned to offer the 
best and broadest range of NT services 
nationwide. Transtech is one of the only 
organizations worldwide with such a unique 
range of NT-centric services. The group is 
focused on providing NT System and Network 
Management Services ranging from long- 
term onsite NT Administration Contract ser- 
vices to offsite telephone support. A NT sites migrate or integrate guarantees a specific response 
Microsoft Solution Provider for the last three with Netware, setup and maintain NT time. For example, a client who has a 


ee en. ee — 


single NT Server with 36 users could opt for a 
300 hour annual retainer and have a guaran- 
teed 4-hour response time to any service 
calls. “On the other hand, most of our 
Fortune 2000 clients need full-time onsite 
support and we have the best team of NT 
experts in the business who are great at 
that,” says Broom. 

The Transtech admiNTeamTM can be reached 
at 1.888.NT.ADMIN (682-3646) ext. 239 or at 
ntadmin@trans-tech.com. Further informa- 
tion about Transtech can be obtained by vis- 
iting our web site: www.trans-tech.com. 


CERT Te 


When buying AS/400’s... Why pay more? 


including hard-to-find parts and features, that they 
have been giving their customers King Data’s number, 


is unparalleled and offers our customers the ability to 
dial one phone number for all of their IBM midrange 
requirements. We guarantee that if you 


King Data, Inc. was founded in 1984. Since its begin- 
ning, King Data has become one of the global leaders in 
supplying new and pre-owned IBM 


Midrange Systems, peripherals, features 
and parts to over 2,500 retail end users 


DELIVERS WORLDWIDE 


SAME DAY ¢ OVERNIGHT ¢ ANYWAY 


take two minutes out of your day to cail 
us you wil! understand why companies 


worldwide call King Data their Reliable 

Hardware Resource.” For more informa- 
tion about King Data cail 1-800-330-4426. Fax 203- 
579-1100, or visit their web site www.kingdata.com. 


and over 1,400 IBM Business Partners. 

Since the advent of the AS/400 and 

RISC/6000, King Data has maintained its reputation as 
a leading supplier. In fact, IBM became so impressed 
with King Data’s extensive inventory of equipment, 


WORLDWIDE INSTALLATION 


when they cannot supply the equipment themselves. 
“We are the standard in the industry by which all com- 
petition is measured. Our one stop shopping approach 


mee) 
wa 


WIN EVERY WEEK! 


Computerworld Marketplace TechnoToys Sweepstakes 


Fax this completed form, or all of the 
following information to: (800) 898-2299. 


Yes, | want to enter to win a Rich Tennant mouspad. 
Please also enter me in the end-of-year 1997 Super 
Prize Sweepstakes Drawing. 


Nov. 10 TechnoToy: Rich Tennant Mousepad 


A mousepad featuring a cartoon from Rich Name: 


Tennant, the well-known cartoonist who's 


Title: 
humorous work is often seen in Computerworld. 


Company: 
Address: 
City: 
Phone: 


Win one of 10 mousepads being given away! 


litt at Pa 


State:___—Zip: 


By entering into the weekly TechnoToys giveaway, 
your name will automatically be entered into the 
year-end Super Prize Sweepstakes where you 

could win as much as 


$25,000 IN CASH! 


COMPUTERWORLD 


The Newsweekly for Information Technology Leaders 


Fax: 

email: 

Are you currently a Computerworld subscriber? 
yes no. issue Date: 11/10/97 
No purchase necessary. All entries must be received no later than 11:59 
am (EST) Mon., Nov. 17, 1997. Winner will be determined in a random 


drawing on or about 5:00 pm (EST) Mon., Nov. 17, See official rules 
within the Marketplace section. 





Corporate America has a new look these days thanks to a Fortune 500 PC 
manufacturer from South Dakota. From a two-person start-up operation in 
1985 to a $5 billion globai company in 1996, Gateway 2000 
has taken the PC industry and corporate America by storm. 
Gateway 2000 Major Accounts, Inc. is there to handle the 
unique needs of large-volume purchasers. Gateway Major 
Accounts delivers Value of Ownership: the winning 
combination of high benefits and low cost for the life cycle of your computer. GATEWAY” E-Series desktop 
and Gateway Solo™ portable PCs 
High-quality PCs custom built for your business that go to work for you right — ature Intel Pentium processors. 
out of the box — that’s Gateway. 
Want to know more about this cow-spotted business phenomenon? Call our 


Gateway Major Accounts representatives today, because we mean business. 


pentium] 


cESSOR 


“You've got a friend in the business.” 


888-888-0382 


www.gateway.com/majoraccounts.htm 


Gateway 2000 Major Accounts, Inc. 
610 Gateway Drive « P.O. Box 2000 
N. Sioux City, SD 57049-2000 
GSA Schedule #GS-35F-4565G 
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BUY « SELL « LEASE » RENT: UPGRADE The Computers 
KING DATA STOCKS ... You Want To Keep! 


Over 10 Million Dollars of New & Used IBM Hardware 


All Portable AS/400-236, 436, 150 Models : . : . ; 

+ All Advance Series-200, 300, 400, 500 & 600 Models _ ee Sa See 
PONE OPILY UL) Ua en Maer nan Cr bared lepyest selection of products to eu your needs: Our 
computer security staff is ready to assist you in solving your problem 


SYSTEMS x FEATURES * PARTS to minimize your risk. They can suggest an existing package, or 


Disk Drives * Tape Drives * Memory ¢ Printers assemble a special package just for you. 
\ Ae Display Stations * Modems « Controllers $ @r— Secure your: © Notebooks © Disk Drives 


“2 s KING DATA BUY$ IBM $s $ § + Deis» (fos 
NOBODY PAY$ HIGHER CASH!!! a 


DELIVERS WORLDWIDE For a FREE consuttation, or a FREE catalog... 


SAME DAY ¢ OVERNIGHT * ANYWAY 
WORLDWIDE INSTALLATION Call Today! 
800-451-7592 Dept. CW 


TEL: (203) 579-1000 FAX: (203) 579-1100 
E-MAIL:INFO@kingdata.com 
ia eae) pA Alaa LL EMCO ei 18 Maple Court, East Longmeadow, MA 01028, USA Phone: 413-525-7039 Fax: 413-525-8807 
www.kingdata.com Dede initesinvied © Mastercard xpd 


‘Which o serviced over | 85 diverse clients, 
specializes in providing VM, MVS, VSE service to clients who need: 
*OUTSOURCING 
ar *REMOTE COMPUTING 
amt’ Cee sagt sting a — *YEAR 2000: Mainframe Conversion Test Environment 

e 1 ine Cai ® it 30uNn ara 
j *TAPE CONVERSIONS 

* 32 Meg EDO Memory * 60 Watt Speaker System 

* Mid Tower Case * Gooseneck Microphone ri ed 3) e PrPn “SYSTEMS PROGRAMMING & NETWORKING SUPPORT SERVICES 

: ‘ ; x 1024 NI 
* 2.0 Gig IDE Hard Drive * 33.6 Fax/Voice Modem 
* 4Meg EDO Video * Mouse/pad . 


* 1.44 Floppy Drive * Keyboard alth ) 
» 24x CD-ROM * Platinum 10 CD Pack DXM Computer, Inc. es 
1 (800) dxm4usa * Fax 1(401) 434-0260 We are the Boutique of t the Computer Services World 


799. www.dxmusa.com a | 
idea EMD cin (201) 319-8787 + (800) 274-5556 


Support For Windows 95 is Here Now! 


Bestselling author Andy Rathbone has helped 

thousands of novice Windows® users figure out 

the buttons, bars, and boxes in Windows® 3.1. 

Now Andy demystifies Windows® 95, the hot 

new version of Windows that’s heading for 

desktops around the worid. Turn to Windows® Eee 

95 For Dummies® for just the information you her: | ..Or Let Us Do It For You 


need to make your PC more efficient and a lot 1 to 100+ CD-R dupes wione color imprint. 
48 hour turnaround. As low as $5.95/disc. 


easier ito use. IFSS 
; “ “ Call us: (800) 255-4020 

For more information and discounts on volume orders, 25 Sr ig en Yi A 400 
call Eric Taylor at = . 50961-4649 fax: 962.5333) 


s 
IDG (415) 655-3048 RE mea 
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NEED HELP WITH NT? 









Managing Windows NT environments en NA nl. 
is Transtech’s core competency. AY : 

Whether you're...migrating S 
from Netware/UNIX...facing 
NT Administration issues or 
..deploying NT Web Servers, 


www.trans-tech.com 










Maer 


“888 NT. ADS 


atadmin@trans-tech.com * 1.888.682.3646 ext. 239 
OUR admiNTeam IS THE BEST IN THE BUSINESS! 


es 
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Transtech has the best nationwide team 
AY of NT experts in the business. Our 
Microsoft certified NT experts 
specialize in providing onsite NT 
Administration Services. 










ADDRESS FOR ‘SUCCESS 


http://www.aics.edu h 


* EamB.S. and M s in Computer Science 


* DISTANCE EDUCATION 
* Object oriented B.S. program 


W TransTech 


making IT happen 
kn Inc. 500 Company 


—L—_— SS 


Name 


Title 


* New courses in Java, 
Networking, HTML, MIS 

* Approved by more than 
275 companies 


ance 
AMERICAN 
INSTITUTE 
om oes rae pore 
COMPUTER 
SCIENCES 
od 


Free catalogue scene 
1-800-767-AICS or 
http://www.aics.edu 
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Please send me a Computerworld Marketplace media kit. 


Company 


Address 


I want.to 










ae Mas 


Phone____ 


Fax 


v million a 
Email 

FERAL 

TLL a eae Fax this form to (203) 838-1425, or call (203) 857-5100 


OFFICIAL RULES - NO PURCHASE, PAYMENT OR CONTRIBUTION NECESSARY - Te enter the Sweepstakes outlined 


elew, follow ali entry instructions published wn ths offer Your entry must be recerved by the date spectfied else 
where in this offer or by 1/15/98. whichever is sooner. 

Super Prize Sweepstakes - Winners will be selected in random drawings from all eligible entnes recerved. Early Bird 
winser will be selected in a separate drawing from among all eligible entnes. Sweepstakes begins 9/3/96. Drawings 
will be conducted on c: ahout 4/30/98 by Venta Associates, Inc., an independent judging organization whose deci- 
sions are final. Drawing will be held at 1040 Avenue of the Americas, New York, NY 10018. You need not be present 
to win. 


chores. Values at & grven prize level will be approximately the same. All prize winners will have the option of select- 
ing any prize offered at level won. Number, estmated maximum retail value and odds of winning each pre are as fol- 
lows: 1 Grand Prize - $25,000 (or cash alternative of $25,000); 1 First Prize - $2,000; 1 Second Prize - $1,000; 
50 Third Prizes - $80; 1,000 Fourth Prizes - $65 each; 1 Early Bird Prize - $5,000. Total prize value: $102,000.00. 
Certain creative presentations of the Super Prize Sweepstakes may present an Early Bird Prize. To qualify for the Early 
Bird Prize, if the Earty Bird Prize is presented in your offer, your entry must be received by the Early Bird date specified 
elsewhere in this offer. Odds of winning any prize are determined by the total number of eligible entries recetved. 
Distribution of sweepstakes will not exceed 300 milion. A! Super Prize Sweepstakes prizes will be awarded. 
Automobile, boat/trailer prizes must be picked up at loca! dealer. All other merchandise prizes will be shipped to win- 
ner. Boat/trailer and/or automobile ttle, tags, license and registration fees are winner's responsibility as are any 
other incidental expenses not specified in the offer. Trp prizes subject to availability and must be completed within 
12 months of date awarded. Actual values of trips depend on location of winners and fares at time of departure. 
Certain restrictions and blackout dates may apply. lf a trip prize is won by 2 miner, minor must be accompanied by & 
parent oi legal guarthan. Winner's traveling compamon will be required to sigh a release of lability pnor to departure. 
Trp prizes are on a space available basis and do not include persona! purchases ot incidentals. No substitution of 
prizes, except sponsor reserves the right to substitute a prize of equal or greater value in the event an advertised prize 
ts unavailable. 


and we'll mail you your information right away! 





For winners list (available after 6/30/98) send self-addressed, stamped envelope by 1/15/98 to: Super Prize 


Winners, P. 0. Box 9193, Medford, NY 11763-9193. 

THE FOLLOWING APPLIES TO THE SWEEPSTAKES ABOVE - No purchase, payment or contribution necessary to enter 
or win. No photocopied or mechanically reproduced entnes will be accepted. Not responsible for technical malfunc- 
tions, failure of computer, telephone equipment or software, inaccurate transmission of entry information or for lost, 
late, misdirected, damaged, incomplete, illegible or postage-due mail. All entries beceme the property of sponsors 
and none will be returned. 

Winner notification will be by mail. A winner may be required to sign and return an Affidavit of 
Hligibility /Liability Publicity Release within 14 days of date printed on notification or he/she will be cisqualified. Any 
prize/prize notification returned as undeliverable will result in disqualification. If a major prize is won by a minor, it 
will be awarded to parent or legal guardian and the Affidavit of Eligibility and Release must be signed by the parent or 
legal guardian. Except where prohibried by law, winners consent to the use of their naiwes, hometowns, likenesses 
and photographs for advertising and publicity without additional compensation. 

Sweepstakes is open to legal residents of the U.S. Canada and Europe (in those areas where made available) who 
have received the offer. In the event that the designated recipient of the ofier has moved, the offer may not be valid 
in the state, country or province to which the offer has been forwarded. Void in Puerto Rico and where prohibited by 
law. All federal, state, provincial and local laws and regulations apply 

All prize values are in U. S. currency. No transfer of prize permitted. A winner is responsible for all taxes on his/her 
prize. 

Canadian residents, in order to win, must first correctly answer a time-lim:ted skill testing question administered by 
mail. Any litigation regarding the conduct and awarding of a prize in this publicity contest by a resident of the 
province of Quebec may be submitted to the Regie des alcools, des courses et des jeux. 

Sweepstakes may be presented in different creative presentations by different organizations. Ventura Associates, Inc., 
1040 Avenue of the Americas, New York, NY 10018, the independent judging organization has provided all prizes at 
no charge. Ventura Associates, Inc., reserves the right to withdraw the promotion if it becomes technically corupted. 


COMPUTERWORLD 


The Newsweekly for Information Technology Leaders 


Employees of Sweepstakes Administrator, presenting organizations, their advertising agencies and promotional compa- 
fies involved in this promotion and their families, agents, successors and assignees are ineligible to participate in the 
promotion and shall not be eligible for any prizes covered herein. The parties hereto acknowledge that SCA is not liable 
for any prize awards payable to promotion participants in violation of this term. 

COMPUTERWORLD TECHNOTOYS WEEKLY SWEEPSTAKES OFFICIAL RULES: No purchase necessary. Complete official 
entry form or print all entry information on plain paper, including this week's prize and fax to: (800)898-2299. 
Incomplete entries not eligible. Sweepstakes begins 12:01 am (EST) Monday (the date of the issue). Ali entries must 
arrive by fax no later than 11:59 am Monday of the following week. The issue date can be found at the top of most 
pages of this magazine. Sponsor nut responsible for telephone or fax equipment failure or delayed transmission. All 
entries become sponsor's property & will not be retuned. 

Winner will b¢ determined in a random drawing on or about 5:00 pm (EST) the Monday following the issue date. You 
need not be nreseet to win. The prize (and its retail value) detailed with the entry form is quaranteed to be awarded & 
delivered to winner approx. 30 days from drawing date. if notification letter or prize is returned as undeliverable, it will 
be awarded to an alternate winner at random. No prize substitutions except due to unavailability, in which case a prize 
of equal value wiil be awarded. Prize not transferable or redeemable for cash. All taxes on prize are winner's responsi- 
bility. Acceptance of prize constitutes permission (except where prohibited’ to use winner's naine, hometown & like- 
ness for promotional purposes without additional compensation. 

Sweepstakes is open to legal US residents, 18 & older. Odds of winning determined by total number of entries 
received. Est distribution: 150,448. Sponsor: Computerworld, Inc. 500 Old Connecticut Path, Framingham, MA 01701. 
Employees of Computerworld, Inc., its affiliates, subsidiaries, retailers, & promotiun agencies & immediate 
families of each not eligible. All federal, state & local laws & regulations apply. Void in Puerto Rico & where prohibited 
by law. 

For winners list (availate within 4 weeks of the drawing), send a SASE to: Sweepstakes Winneis, Computerworld 
Techno Toys Sweepstakes, 500 Old Connecticut Path, Framingham, MA 01701. 
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HAVE A PROBLEM WITH YOUR COMPUTERWORLD SUBSCRIPTION 


We want to solve it to your complete satisfaction, and we want to do it fast. r ] 
Please write to: | 
Computerworld, P.O. Box 2043, Marion, Ohio 43305-2043. 

Your magazine subscription label is a valuable source of information for you 
and us. You can help us by attaching your magazine label here, or copy your 
name, address, and coded line as it appears on your label. Send this along 
with your correspondence. 


Address Changes or Other Changes to Your Subscription 

All address changes, title changes, etc. should be accompanied by your 
address label, if possible, or by a copy of the information which appears on 
the label, including the coded line. 


Your New Address Goes Here Address shown: 0 Home O Business 


Name 





Company 





Address 





City State 





Other Questions and Problems 

It is better to write us concerning your problem and include the magazine label 
Also, address changes are handled more efficiently by mail. However, should you 
need to reach us quickly the following toll-free number is available: 1-800-552- 
4431 Outside U.S. call (614) 382-3322. Internet address: circulation@cw.com 








COMPUTERWORLD allows advertisers and other companies to use its mailing list for selected 
offers we feel would be of interest to you. We screen these offers carefully. If you do not want to 
remain on the promotion =a write to the following address - COMPUTERWORLD 
Circulation Department, 500 Old Connecticut Path, Framingham, MA 01701 
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The Week in Stocks 


HP poised for growth 


hen third-quarter worldwide PC sales were an- 
nounced recently, leading PC vendors Compaq Com- 
puter Corp. and Dell Computer Corp. had stolen mar- 
ket share from most vendors, except from a 


resurgent Hewlett-Packard Co. 


HP’s good showing — in fourth place with 5.8% market 
share — is one of the many reasons it is a good time to buy HP 
(NYSE: HWP) stock, analysts say. “They’re in for a reaccelera- 


tion of growth,” says analyst Wi 
Management in Philadelphia. 


im Gorman at PNC Asset 
It’s not going to be the over- 


20% growth they enjoyed back in the early to mid-'gos, but it'll 


be in the mid-teens.” 


Sales of HP’s Unix workstations have been weak, but that 
has been offset by inroads into the Windows NT workstation 
market and strong PC, printer and serniconductor test equip- 
ment sales, Gorma‘ says. “Their stock is poised for a reason- 
ably good performance,” he says. “‘It’s not trading at a levei 
that would suggest a home run, but it looks OK.” 

Gorman says ine expects HP, in Palo Alto, Calif., to earn 77 
cents per share next quarter, $3 per share for this year and 


$3.50 per share in 1998. 


For its third quarter, which ended July 31, HP’s net earnings 


were $617 million, or 58 cents per share, on revenue of $10.5 bil- 


lion. But the earnings could have been higher if HP didn’t have 
product shipment delays in its medical business, where reve- 
nue fell 27% from the year before, says analyst David Wu ai 
ABN Amro Chicago Corp. “Their motherboards didn’t pass 


government inspection,” he says. 


HP has had some good quarters and some bad quarters over 


the pasi year, but overall performance has been decent, We 


says. HP has been hurt by slower sales in japan and average re- 


sults in Europe, he says. 


“It’s a good company that is on the right track and will grow 


faster than IBM,” Wu predicts. HP also plans to enter the Inter- 


net commerce business and should do well there, he says. 


SERBSRLRSS 


duly 1 Aug.1 = Sept.2 


— Wylie Wong 


PACKING SOME STRENGTH 


Predicted growth in HP's PC sales is help- 
ing the company's stock performance 
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Rules-driven apps 
can change as fast 
as business changes 


When a company changes its 
pricing or credit policies, it can take 
precious time to implement those changes 
in a Critical application. In the past, making 
these changes required weeks of technical 


staff programming and application down- { 
time. This was acceptable when policies | 
seldom changed and internal customer 


service reps were the primary link to 
the customer. However, with the advent 
of the Internet and direct, self-service 


access to business applications on the | 


Web, support for rapid business change 
is now a competitive imperative. 

A new apprcach to application 
development, called “rules-driven” 


development, shows promise as a means | 
of creating applications which can adapt | 


quickly to business change. Instead of 


embedding business rules and policies | 
within application code, rules and policies | 

re externalized from the application in | 
a rules-base, which can be accessed by | 


many applications and changed easily 
(by the business analyst) to reflect policy 
change immediately. This approach 
minimizes the need for developers to 
patch or change existing code, which 
may run the risk of introducing new 
bugs into working code. 


What are business rules? 


Business rules are programmatic 
implementations of the policies and 
— of a business organization. 

or example, business rules would 
control the following aspects of a 
business: 


¢ Wien to offer a discount 
¢ When to restock inventory 
¢ Whether or not to extend credit 
to a customer and how much 
to extend 
¢ What configuration is valid for 
a Sales order 
¢ When to escalate a customer 
problem 
Business rules and policies are 
central to any business operation, and 
yet are often scattered throughout 


the organization, across applications, 


manuals, and in individuals’ minds. 
This makes it very hard to achieve 
consistency throughout a business 
and to change rules on a company- 
wide basis. 


The concept of centralizing business @ 


rules into a single rules engine allows 
organizations to react quickly to busi- 
ness change. For example, if customers 
who earn $20,000-$40,000 are better 
credit risks than those who earn between 
$60,000 and $80,000, a simple entry 
in the rules-base will change the 
existing business rule and apply it to 
all applications accessing the business 
rule. The rules-base eliminates the 
need to locate, change, and test all 
instances of applications which use 
the rule. 


ADVERTISEMENT 


Applications support a rules-driven approach 
A number of products on the market claim to 
support a rules-driven approach. One company, 
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Concurrent licensing dropped 


CONTINUED FROM PAGE 1 


bother changing the licensing 
deal? It’s a very self-serving dis- 
covery on Microsoft's part,” said 
Jeff Tarter, editor of the “‘Softlet- 
ter” newsletter in Watertown, 
Mass. “Microsoft’s genius is 
making it look like they’re low- 
ering prices while figuring out 
ways to creep prices up in ways 
that are so complicated that peo- 
ple don’t notice.” 

Concurrent licensing allows 
companies to license far fewer 
copies of an application than 
they have loaded on machines 
or a server. 

For example, a company that 
has 500 copies of Office 97 load- 
ed but only 100 in use at any 
time might pay for only 100 li- 
censes under Microsoft's Up- 
grade Advantage Plus. Under 
Microsoft’s plan, metering soft- 
ware must be used. That makes 
it more complex to run concur- 


“We have a lot of users not using the 
software all the time. Now we'll have to 
buy licenses for everyone. ... Unless 
some other company has a similar 
product at a reasonable price, Microsoft 
will make a lot of money on this.” 

- C. F. Wong, Bank of Montreal 


rent software. But Welch point- 
ed out that those companies that 
take advantage of concurrent li- 
censing to save money already 
have their metering software in 
place. 

Under the new policy, once 
the current licenses expire, com- 
panies will have to pay for all 
500 copies. The change affects 
several flavors of the Office 
suite and applications such as 
Project. 


STRONG REACTION 
The reaction from some users 
was immediate and strong. 

“We have a lot of users not us- 
ing the software all the time. 
Now we'll have to buy licenses 
for everyone,” said C. F. Wong, 
a systems specialist at Bank of 
Montreal in Montreal. 

Wong, whose 10,000 users 
have Windows 95, Office 97 
and Internet Explorer, said Mi- 
crosoft is in the driver’s seat, 


since it owns so much of the 
market. 

“Unless some other company 
has a similar product at a rea- 
sonable price, Microsoft will 
make a lot of money on this,” 
Wong said. “‘There’s other prod- 
ucts, like WordPerfect, but 
they’re not as powerful or as 
popular. I need to be able to ex- 
change information with other 


people, and it’s much easier if 


you both have Microsoft prod- 
ucts.” 

Peter Boit, general manager 
of worldwide volume licensing 
at Microsoft, defended the 
change as something that would 
help users. He said customers 
requested it. 

“It’s not a revenue issue. It’s a 
low-selling product, and cus- 
tomers have been asking for 
greater simplicity,” Boit said. 

He said the number of com- 
panies affect- 
ed by the 
change was in 
the “single 
digits” and 
has been 
steadily  de- 
creasing over 
the past two 
years to the 
point where 
Microsoft felt 
it could dis- 
continue the 
program. To 
ease the way, Microsoft will help 
work out new licensing agree- 
ments with the few companies 
impacted by the change, Boit 
said. 

But Welch cited a 1996 Gart- 
ner survey that showed up to 
62% of the too respondents 
were using some concurrent li- 
censing with Microsoft desktop 
applications. 

“The problem is the corporate 
community has so thoroughly 
standardized on Microsoft that 
they’re hostages. [But] it’s hard 
to feel any sympathy — they 
gave Microsoft the gun, now 
they’re being held up,” Tarter 
said. 

Several users said they are 
still evaluating the impact on 
their companies. 

“T imagine it would be an as- 
tronomical amount of money 
for large companies to add those 
licenses. When you have to buy 
for everybody, it’s frustrating to 


see not many people actually 
using it,” said Jim Marshall, an 
in-house information security 
consultant at The Dow Chemi- 
cal Co. in Midland, Mich. 

Frank Manci, network techni- 
cal manager at Colonial Savings 
F.A., said he will be hardest hit 
— doubling his costs — when it 
comes to his SQL Server li- 
censes. 

Manci said Colonial Savings 
should be able to absorb the 
added costs but that the licens- 
ing change could have a real fi- 
nancial impact on other compa- 
nies. 

“How arrogant,” Manci said. 
“For some companies, the im- 
pact could be great enough to 
justify them reconsidering us- 
ing someone else’s software and 
unbundling Microsoft.” 


NOT MUCH CHOICE 

But Erwin Berliner, manager of 
mainframe services at Chevron 
Information Technology Co. in 
San Ramon, Calif., said compa- 
nies don’t have much of a 
choice. 

“Obviously, Microsoft’s strat- 
egy includes being aware that 
they dominate the market,” said 
Berliner, who uses Microsofi’s 
Workstation and Office. ‘‘Such a 
large percentage of develop- 
ment is done on Microsoft plat- 
forms that if people are disgust- 
ed, they have to just swallow it 
and move on because they don’t 
have a lot of choices. There’s not 
too many real options.” 

Still other users said they are 


afraid other software vendors 
might follow suit. 

Hilly Fuchs, assistant vice 
president of IS at Continental 
Grain Co. in New York, said his 
company shouldn't be affected 
by the move, but he is afraid of 
the precedent it could set. 

“We use Windows 95, but 
we've bought a license for 
every user,” Fuchs said. “But 
this has got to be tough for Mi- 
crosoft customers with a lot of 
people not consistently in the 
office.” 

“This is not a way for Micro- 
soft to win market share. Maybe 
it’s their delusions of godhood, 


but Lotus has got to be smiling 
about this,” Marshall said (see 
related story above). 

Overall, Gartner estimates the 
average licensing fee over five 
years is from 12% to 15% of the 
total cost of ownership. 

But that doesn’t mean it won’t 
hurt. 

“It’s still a big number, espe- 
cially for organizations who are 
going to be faced with this 
change,” Welch said. “I think 
the questions users should ask 
themselves is, once Microsoft 
becomes dominant in the back- 
office market, will they do the 
same thing?” 0 


Oxford Health Plans CFO resigns 


By Thomas Hoffman 


THE CHIEF financial officer at 
Oxford Health Plans, Inc. re- 
signed last week, one day after 
the managed-care company 
posted a $78 million loss be- 
cause of computer-related bill- 
ing and claims processing sna- 
fus [CW, Nov. 3]. 

But the Norwalk, Conn.-based 
company responded quickly to 
its computer problems by nam- 
ing Kevin F. Hickey, 45, a for- 
mer vice president of operations 
at Aetna, Inc., executive vice 
president responsible for over- 


seeing repairs to systems. David 
Finkel, Oxford’s vice president 
of operations, will report to 
Hickey. 

Andrew B. Cassidy, Oxford’s 
52-year-old CFO, will remain in 
his post until a successor is 
found and may remain with the 
company in another capacity, a 
spokesman said. 

Oxford has struggled with a 
Pick-to-Unix migration since 
last September, but it wasn’t un- 
til Oct. 24 that the company 
learned that the computer prob- 
lems had caused it to overesti- 


and underestimate medical 
costs for its third quarter. 

Since then, several sharehold- 
er lawsuits have been filed 
against the company in New 
York and Connecticut. 

Oxford also has hired two ex- 
ternal consultants, Computer 
Sciences Corp. in El Segundo, 
Calif., and Cambridge Technol- 
ogy Partners, Inc. in Cambridge, 
Mass., to help with the repair 
job. 

Analysts said it could take a 
full year for Oxford to review 
and revamp its claims sys- 
tems.O 
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COMMENTARY 


What will we allow Microsoft to become? 
By David Coursey 


ith apologies to Netscape, the issue be- 


tween the U.S. and Microsoft isn’t whether 


Microsoft did or did not violate a consent 


decree or whether Internet Explorer is part of the Win- 


dows 95 operating system. 


The issue is one of politics and policy, 
not whether Netscape shows up on a 
Compag or not. What kind of country do 
we want? 

This is the first I’ve written on the lat- 
est chapter of the U.S. vs. Microsoft 
saga. And though I’m one of the people 
Janet Reno is sworn to represent, I'll 
take Microsoft's side. 

Is Microsoft violating the 1995 consent 
decree? Probably. Could it get its soft- 
ware loaded onto consumer hardware 
just as easily without violating the de- 
cree? Certainly. Does it really matter? No. 

Five years ago, I was among those 
who clamored for the U.S. Department 
of Justice to break up Microsoft — or at 
least create a meaningful wall between 
system software and application develop- 
ment. Where was the Justice Depart- 


ment then, when doing 
something would have 
changed the course of 
the industry? 

Today’s real issue is 
what we will allow Mi- 
crosoft to become. And 
it’s not a matter of any 
law. This is public poli- 
cy, the answer to the 
question: What’s best 
for America, her peo- 
ple and their economy? 

If we’re serious about Microsoft not 
completely dominating computing, we 
might create “safe havens,” arenas in 
which Microsoft may not compete. We 
might legislate Microsoft’s support of, 
say, Unix and the Macintosh. We might 
change the way bundling is done and 


watch closely to make sure Microsoft 
charges fair prices for its products rather 
than giving them away and stifling com- 
petition. 

And speaking of fair pricing, is Mi- 
crosoft charging fair prices? And if so, 
how did the company accumulate all 
those billions? Should that continue, or 
does the existence of all that money 

prove Microsoft is a 
monopoly throwing 
excess profits into its 
new businesses? 

Another area of 
concern is Microsoft 
the bank, the travel 
agent, the community 
newspaper, the televi- 
sion network, the (in- 
sert phrase from Mi- 
cro-soft’s secret Plan 
for Global Domination 
here). This is all legiti- 

mate territory for regulation. 

But before we act, remember that big 
media is falling into fewer hands. And 
not always with good results. How many 
times can ABC programs promote 
Disney-this and Disney-that? It takes 
big money to play in this league, and 


Microsoft has the resources to ante up. 

I think the idea of Bill Gates owning a 
TV network or two is a good thing. 

Microsoft's specialty is pushing tech- 
nology, not politics. The concept of Citi- 
zen Bill manipulating the news seems 
unlikely to me. If Microsoft can provide 
another source of information and enter- 
tainment, it’s welcome to do so. 

At the same time, I don’t want Mi- 
crosoft competing directly in the bank- 
ing, real estate and travel industries. 

Fair disclosure of application program- 
ming interfaces and features is the issue 
the Justice Department really should be 
hammering. 

So Microsoft and Netscape is a wash. 
Microsoft pricing probably deserves at- 
tention, and we may want to limit its 
penetration into new markets. If we’re 
going to interfere with Microsoft, let's 
make sure we don’t interfere with the 
spirit of innovation that has propelled 
the company so far. 














Coursey is a consultant, analyst and 
editor/publisher of “coursey.com,” an on- 
line newsletter at www.coursey.com. You 
can E-mail him at david@coursey. 

com. 


Is it Wall Street or Tech Street? 
By David Moschella 


id you notice that almost every story about the 


recent stock market turbulence had a strong 


technology slant? 


Whether the issue was excessive com- 
pany valuations, Wall Street trading sys- 
tem capacity, the jitters of individual in- 
vestors or even the root causes of the 
Asian Contagion, it was only a matter of 
time before the discussion came around 
to the role of IT. What can we learn from 
this latest gush of publicity? 

Perhaps the most encouraging aspect 
is that technology has been consistently 
portrayed in a very favorable light. This 
stands in sharp contrast to October 1987, 
when so-called program trading was on 
every demagogue’s short list of econom- 
ic scapegoats. Indeed, program trading 
was treated then much like Internet 
pornography is today — there was guilt 
by association. 

This time, however, there was mostly 
kudos all around. Reporters went gaga 
over Wall Street’s ability to swap more 
than 1 billion shares in a single day. 
Sure, there were complaints about how 
well the online traders handled the vol- 


ume, but more tradi- 
tional brokers didn’t 
fare any better. Indeed, 
the net effect was to 
turn everyone’s atten- 
tion to the issue of 
scalability, a word that 
suddenly seems every- 
where. 

More broadly, the 
two main causes of 
this year’s Black Mon- 
day — fear of overvalued stocks and 
doubts about the sustainability of the 
Asian economic boom — are closely tied 
to technology concerns. 

Whenever anyone suggests that stocks 
might be overpriced, they almost in- 
evitably point to the technology sector, 
with its huge price/earnings multiples. 
Similarly, when the market tumbled, 
technology stocks once again led the way. 
They remain almost synonymous with 
the word “volatile.” 


Likewise, the downturn in Asia has 
technological origins that reach much 
deeper than the global trading systems 
that make interdependent markets pos- 
sible. Investors have lost enthusiasm for 

Asia for any number 
of reasons. But high 
on the list is the real- 
ization that many 
Asian companies have 
fallen far behind in key 
technology-intensive 
markets. This problem 
is particularly acute in 
Japan and Korea (see 
my Sept. 15 column.) 
But lest our industry 
revel too much in self- 
importance, just remember that when a 
big story breaks, computers are simply 
no match for television. 

As the market free fall began, televi- 
sion drew most of the big-name exper- 
tise and did most of the opinion- 
shaping. The Internet primarily was 
used in offices or by individuals who 
wanted to see what was happening to 
their own portfolios. For real-time 
events, broadcasting can’t be beat; when 
information needs to be presented item 


by item, the Web shines. 

Perhaps most important, technology 
played a key role in assuring that what 
began as a major economic event just as 
quickly became almost a nonstory — at 
least in the U.S. In the end, what pre- 
vented further falling in U.S. stock prices 
was investor confidence in the future. 
Much of this confidence is grounded in 
the overall strength of the U.S. economy, 
which derives much of its strength from 
technology. 

Remarkably, information technology 
thus became a symbol of both volatility 
and stability — volatility in the sense 
that one can always argue about just how 
much technology stocks are worth, but 
also stability in that the fundamental val- 
ue of IT itself is no longer seriously 
questioned. When blue-chip technology 
stocks dropped, people instinctively be- 
gan to buy. By defining both the floor 
and the ceiling, the presence of IT is 
now inescapable, no matter which way 
the market heads.O 


Moschella is an author, independent con- 
sultant and weekly columnist for Comput- 
erworld. His Internet address is 
david_moschella@cw.com. 





THE MORE. 


THINGS 
CHANGE, THE MORE 
YOU'LL’ WANT A 


CLIENTPRO. 


Change is inevitable. That’s why you need the consistency 

of the Micron™ ClientPro’s” custom configuration. ClientPro 

systems are built on a stable platform, reliable enough to 

handle the toughest business tasks. And with Intel Pentium® 

t °° or Pentium Il processors, ClientPro systems pack the 

power to run the latest technologies — so you can have a 

powerful business PC that reduces the risk of downtime and lowers your total 

cost of ownership. The new ClientPro Mre includes the latest management 

pentium’ features like DMI 2.0, LANDesk® 3.1 and Wake On LAN adapters for enhanced 
remote management, and chassis intrusion alert for security protection. What’s more, all 
systems are backed by our award-winning 24-hour customer support and one of the best 
limited warranties in the business. So if you’re looking for performance and stability — at an 


affordable price — it’s time you changed to the ClientPro. 


MICRON GSA Contract #GS35F4317D 
Micron Sales Hours: Mon-Fri 6am-10pm, Sat 7am-Spm, Sun 10am- + 


POWE R~ 5pm (MT) Technical Support Available 24 Hours A Day-7 — A [ie 
rom 


WARRANTY Week. + Toll free from Mexico: 95-800-708-1755 + Toll free oe 
Canada: 800-708-1758 + Toll free from Puerto Rico: 800-708-1756 Wroowsnt Micr 
International Sales: 208-893-8970 - international Fax: 208-893-7393 "A”™R Wado 


©1997 Micron Giectronics. inc. All nights reserved. Micron Electronics is not responsible for ormessions or errors in typography 


names used in this pubic br are for dentficatn purposes only and may be trademarks of thes respective companies 


Inte! 166MHz Pentium processor with MMX™ technology 
32MB EDO RAM, support for SDRAM 

1.2GB SMART EIDE hard drive 

15" Micron S00Lx, .28dp (13.7" display) 


STANDARD FEATURES 

512K8 pipeline burst cache, flash BIOS, DMI Support 
16X EIDE variable speed CD-ROM drive 

3Com 3C509 ISA Ethernet T-P NIC 

$3 ViRGE graphics accelerator, 2MB EDO RAM 
Microsoft® Mouse 

Microsoft Windows® 95 

5-year/3-year Micron Power™ limited warranty 


51,399 


Bus. lease $49/mo. 


Intel 2COMHz Pentium processor with MMX technology 
64MB SDRAM 

2.1GB Ultra ATA SMART EIDE hard drive 

15" Micron 500Lx, .28dp (13.7" display) 


STANDARD FEATURES 
512KB pipeline burst cache, flash BIOS, DMI 2.0 
3.5" floppy drive 
16X EIDE variable speed CD-ROM drive 
Network adapter w/Wake On LAN 
$3 ViRGE graphics accelerator, 2MB EDO RAM 
Microsoft IntelliMouse™ 
Microsoft Windows 95 
Intel LANDesk Client Manager 
5-year /3-year Micron Power 
limited warranty 


51,699 


Bus. lease $59/mo 


Intel 266MHz Pentium II processor 
(features MMX technology) 

64MB EDO RAM 

2.1GB SMART EIDE hard drive 

17" Micron 700FGx, .26dp (16.0" display) 


STANDARD FEATURES 
512KB internal L2 secondary cache, DMI support 
3.5" floppy drive 
16X EIDE variable speed CD-ROM drive 
3Com PCI 10/100 Ethernet NIC 
PCI 64-bit 3D video, MPEG, 4MB EDO RAM 
aoe wavetable audio with speakers 
Microsoft IntelliMouse 
| Microsoft Windows NT® Workstation 
Intel LANDesk Client Manager 


5-year/3-year Micron Power 
limited warranty Ce $ 2,499 


Bus. lease $87 /mo 


Call now to order. 


800*214*6676 


www.micronpc.com 


THINKING OUT OF THE BOX” 
Se) 





Computerworld November 10, 1997 (www.computerworid.com) 


Th 


InsideLines 


Patent watch 


Recently issued U.S. patents DIGITAL CLONING OFFERED 


(number, inventor/assignee, date) 
ScanSite in San Anselmo, Calif., can create a three- 
ireless LAN for a 
portable PC and its pe- dimensional computer replica of any body or object 
ripherals. A low-power, 
radio frequency network via fast and affordable laser scanning. The tech- 
connects a notebook PC or 
handheld device with its associ- nology, first used for Hollywood special effects, 
ated peripherals, such as print- 
ers and external storage, with- helps companies design prototype products. 
out using cables. (5,682,379, 
Norand Corp., Cedar Rapids, 
Iowa, Oct. 28) 


oftware that prints the cor- 

rect amount of postage on 

an envelope in the form of 

a typical meter stamp. 
Memory chips encased in steel 
buttons hold the amount of 
postage that has been pur- 
chased from the U.S. Postal 
Service. These can be replen- 
ished or replaced. (5,682,318, 
E-Stamp Corp., Houston, Oct. 
28) 


ightweight and waterproof 
handheld computing de- 


vice that operates as a golf Perils of home offices 


scorekeeper using voice- 


recognition technology. Scores A Hewlett-Packard contest seeking the best PC horror 
- kept in a — Datacan _§tory yielded the tale of Tina Koenig, whose home- 
€ sent to a desktop PC or based company, Cybercalifragilistic Gifts, sells chocolate 
: . 5, > : : i ’ ill , . ' " ' R 
ge ig 681108, Alan Miller, diskettes. Her youngest child stuffed one into the “A” 
drive, but Tina removed it before a meltdown occurred. 


Source: MicroPatent (www.micropat.com) 


Random acts 
of lava light 


Computers are just too logi- release next month, which would put ita fil year behind 
cal to produce unguessable, original late-1996 shipment date. 


random numbers for cryp- 
tography. So these Silicon 
Graphics scientists - 
Landon Curt Noll, Sanjeer 
Sisodya and Robert Mende 
(from left) — have developed 
a random-number generator 
based on digital images of 
the Lava lamp (http:// 
lavarand.sgi.com). Are mood 
rings next? 


nother day, another keynote .. . another attack by Sun CEO 
Scott McNealy. At a conference last week in Berlin, he goad- 
ed attendees to launch a barrage of E-mail at Microsoft CEO 
Bill Gates to demand purity of the Java programming lan- 
guage. McNealy spelled out his rival’s address and urged his audi- 
ence to “flood his mailbox.” Shouldn’t there be a law against in- © 
citing network violence? Skip the spam, but pass your rumors and © 
news tips instead to News Editor Patricia Keefe at (508) 820-8183 
or at patricia_keefe@cw.com. j 
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APC !reland 

Ballybrit Business Park 
Galway, Ireland 

Phone: (+35)391 702000 
Fax: (+35)391 756909 


APC France 
Phone: +33 1 41 90 52 00 
Fax: +33 1 41 90 52 80 


APC Balkans 
Phone: +33 1 41 90 5200 
Fax: +33 1 41 90 52 80 


APC Benelux 
Phone: +31 183 628 898 
Fax: +31 183 628 821 


APC Czech & Slovak Republic 
Phone: +42 2 683 7845 
Fax: +42 2 683 7680 


APC Germany 
Phone: +49 89 51417-450 
Fax: +49 89 951417-100 


APC Hungary 
Phone: +36 1 2696433 
Fax: +36 1 2696433 


APC Italy 
Phone: +39 229 40 55 08 
Fax: +39 2 29 40 55 15 


APC Nordic 
Phone: +45 86 17 01 58 
Fax: +45 86 17 01 59 


APC Poland 
Phone: +48 22 666 00 11 
Fax; +48 22 666 00 22 


APC Russia - Moscow 
Phone: (+7 095) 929 90 95 
Fax: (+7 095) 929 91 80 


RCRA Ce: ab 


APC Spair. 
Phone: +34 3 4127125; 
+34 3 3180133 
Fax: +34 3 4127125; 
+34 3 3177646 


APC Turkey 
Phone: +90 212 230 7156 
Fax: +90 212 230 7113 


APC UK 

Phone: +44 1 753 511022 

Fax: +44 1 753 511033 
Technical support: 0800 132 990 


APC Latin America 

APC Latin America 

132 Fairgrounds Road 

West Kingstown, RI 02892 
Phone: 401-789-5735 

Fax: 401-788-2716 

WEB: http://www.apcc.com 
E-mail: apcinlam@apcc.com 


APC Argentina 
Toll free number: 0800-9-2722 
Fax: (01)383-9408 


APC Brazil 
Toll free number: 0-800-12-72-21 


APC Colombia 
Toll free number: 980-15-39-47 


APC Mexico 
Phone: 292-0253 / 292-0255 
Fax: 292-0256 


APC Venezuela 
Toll free number: 8001-2856 


APC South Africa 
Phone: +27 11 465 5268 
Fax: +27 11 465 4604 


APC Middle East 
Phone: +44 181 769 1963 
Fax: +44 181 769 1963 


Asia Pacific Headquarters 
APC Australia 

Phone: +61-2-9955-9366 
Fax: +61-2-9955-2844 
Level 4, 20 Berry Street 
North Sydney 

NSW2076 Sydney, Australia 


APC China 
Phone: +86-10-6201-6688 
Fax: +86-10-6201-7658 


APC India 
Phone: +91-44-433-1124 
Fax: +91-44-434- 1464 


APC Indonesia 
Phone: +6221-650-0813 
Fax: +6221-650-7427 


APC yapan 

Phone: (+81) 03-5434-2021 
Fax: (+81)03-5434-2022 
Toll Free: 0120-80-60-90 


APC Korea 
Phone: +82-2- 501-6492 
Fax: +82-2-501-6369 


APC 
Phone: +603-735-6870 
Fax: +603-732-9069 


APC 
Phone: +63 -2 8132662 
Fax: +63-2-892-2448 


APC Singapore 
Phone: +65-337-4462 
Fax: +65-337-2774 


APC Taiwan 
Phone: +886-2-755-1945 
Fax: +886-2-755-1946 


APC Thailand 
Phone: +662-264835-6 
Fax: +662-264288-4 by 


Wwiw.apcc.com 
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APC Currents is published four times a year by American APC Currents, Symmetra, Power Array, MasterSwitch, 


Art Director Philip Hawthorne Power Conversion. All pricing is in U.S. dollars, and PowerView, SurgeArres Station, Back-UPS, 
subject to change without notice. [ mA mart-UPS 


Design Cheri A. LaQuerre v/s, Matrix-UPS, NetShelter, Call-UPS II, Share-UPS, 
Shawn Cournoyer , Reprint Information Measure-UPS, PowerChute plus, Power Manager, 
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Martha Badigian (arc in Action) Road, West Kingston, RI 02892 USA for information PowerShield, Protect ME! with APC, ProtectNet, 


and reprint costs. E-mail: apccurrents@apcc.com SmartSlot, QuickSwap, CellGuard, SmartTrim, 
: SmartBoost, Line-R, PowerNet, Lifetime Equipment 


Protection Policy, Control-UPS/400, PowerPage and 
Double-UP are APC trademarks and property of APC. 
Others are property of their owners. 


We love to hear your feedback: Please send com- 


ments and questions about Currents to: American Power Conversion is a publicly held corpo- 


ration (NASDAQ: APCC). 
American Power Conversion 
Attn: APC Currents 
132 Fairgrounds Road 
West Kingstown, RI 02892 
Fax: 401-789-3710 
Phone: 888-289-2722 ext. 8182 
E-mail: apccurrents@apcc.com 
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The APC Reliability Challenge: 


“With an APG UPS, We're All Winners.” 


Since the first APC UPS rolled off the produc- 
tion line in Billerica, Massachusetts in 1984, APC 
has worked its way to the top of the UPS catego- 
ry, instilled confidence and peace of mind in over 
8,000,000 users and captured over 100 industry 
trade awards for reliability innovation and cus- 
tomer satisfaction. No other UPS manufacturer has 
even come close to matching that track record. 


APC Defines Reliability 

In May of 1997, APC offered up the reliability 
challenge to its customers. Known worldwide for 
product reliability, the company believed the 
truest test of that reliability would be to ask those 
who use an APC UPS to see just how long these 
soldiers in the war against bad power have been 
doing their duty. In other words, how long will a 
customer trust their valuable 
to an APC UPS? 

So, how many years can you depend on your 
APC UPS? The results of the reliability challenge 
were clear. In an industry where the average prod- 
uct life expectancy is six months to a year, APC 
units have regularly done their job for over a 
decade”. In spite of continuous product innovation 


mputer equipment 


and product improvement, the reliability of the 
first Smart-UPS has never become obsolete. An 
APC customer could easily have used the same 
Smart-UPS to protect four or five generations of 
servers or workstations. Customers do buy new 
APC UPS units, but typically they are purchased to 
support MIS growth, protect a new home office, 
entertainment center or even a fish tank, not to 
replace an existing unit. 


Trade-UPS: The Latest Solution at 
Bargain Prices 


Still, many APC customers want the latest 
features and benefits of the newest UPS units 
without having to completely reinvest in a new 
unit. They say, “the old one works just fine, after 
all!” To meet this growing need, APC decided to 
pay customers for the years of reliable service 
left in their units through a unique program called 
Trade-UPS. The program allows customers to 
trade in “old reliable” for a brand new unit at 
a significantly discounted price{up to 46%). 
Usually the trade is prompted by a need for the 
latest power management solution or network OS 
and server management platform integration. 
Sometimes, as the Reliability Challenge clearly 
demonstrated, customers tend to remain faithful to 
their APC units longer than even the APC product 
engineers’ could have expected. In fact, the 
winner of the 1997 Reliability Challenge was one 
such customer. 


“Battery life varies according to use. Average 3-6 
years, but batteries can be replaced at a fraction 
of the cost of the unit. For more information about 

battery replacement, visit http://www.apcc.com 


1984: Ronald Reagan was in the White House, 
disco was finally dead, and e most of America 
was learning to “Just say no,” a small group of 
engineers in Massachusetts decided to help com- 
puter users “Just say no to bad power.” Although 
the 1997 APC Reliability Challenge unearthed hun- 
dreds of vintage but still working APC units, the 1984 
750XT Plus - literally one of the first units ever built 
by APC - entered by Harold Turner of Computer Power 
Solutions in Tennessee, took the prize. 


Harold received the still-operational unit in a Trade- 
UPS from Performance Training Associates, a sponsor 
of Dale Carnegie training, in Massachusetts when 
they traded it in for a Smart-UPS* 1400. Dale 
Carnegie, a worldwide force in corporate training, had 
been using the unit to back up the networked PC 
that contains its student enrollment and billing 
information. 

As Tom Gilmore, a Dale Carnegie Training 
Consultant and the office 


Harold Turner of 
Power Solutions 
(leftjand Tom Gilmore 
of Dale Carnegie took 
the reliability chal- 
lenge and WON! 


IS guru,pointed 

out, “In our busi- 

ness, that’s infor- Zz, 

mation we can’t 

afford to lose. We purchased the unit, it did its job 
for a long time. It’s not often you get a piece of 
hardware that gives you zero problems with no 
maintenance.” 

Rodger Dowdell, APC president, and one of the 
engineers responsible for 1984 APC 750XT Plus, 
was all smiles at the news of the unit’s perfor- 
mance. “We strive for reliability, but for this one to 
protect and serve for nearly fourteen years without 
a single problem is amazing. We expected five to 
seven years of service, and got double that. I can’t 
wait to see what our newer designs can do!” 
Harold Turner, the reseller who submitted the unit 
feceived in trade, is a power VAR who specializes in 
power, voice, and data line power protection for cus- 
tomers worldwide. He has been a dedicated fan of 
APC products since he evaluated a few APC units back 
in 1988, thinking this was the “product of the 
future.” Since then, APC has helped him make “cus- 
tomer service,” his number one priority, a reality. 
And so, Harold Turner and Tom Gilmore both 
answered the Reliability Challenge. 

Because the entry was a joint effort, APC has 
declared Harold Turner of Computer Power Solutions 
and Tom Gilmore of Dale Carnegie co-winners. 

Harold and Tom will both fly "REE to APC to officially 
decommission the old unit. Each then gets to assem- 
ble his very own new Smart-UPS. Afterward, they'll 
enjoy two vacations for two on beautiful Block Island. 


Trade-UP$ Program 
Protect Your investment 


How does the program work? 


You can trade in any old UPS units for the lat- 
est APC UPSs (even one of our competitor's 
units you use for a doorstop because it no 
longer works!). Just visit APC at http://atrade- 
ups.apcc.com to order your new units, and 
when they arrive, send your old APC or other 
vendors’ UPS systems back to APC in exchange. 


Who should use Trade-UPS? 


APC’s Trade-UPS program gives you 

* a cost-effective way to upgrade your exist- 
ing UPS units 

© an easy way to enhance your power pro- 
tection with new systems or technologies 
offered by APC without the bite of a com- 
plete reinvestment 

® the quickest way to protect your valuable 
hardware with a new APC unit and a full 
warranty instead of a repaired or recondi- 
tioned unit 

Best of all, you don’t have to currently own an 

APC UPS to take advantage of the program 

Even units from other vendors can help you cut 

the cost of buying the world’s most reliable 

power protection. 


New APC UPSs up to 46% OFF! 


Trade-UPS provides new units with full two- 
year warranties at a substantial discount. Buy 
via the Trade-ups program and your systems are 
never out of warranty. APC disposes of or recy- 
cles the old UPS units and batteries - even 
those not originally manufactured by APC - so 
you can be sure your old UPS will never be a 
threat to the environment. Saving yourself that 
headache alone makes Trade-UPS worthwhile. 


Visit the APC Trade-UPS page 
today, and make your exchange 
online! Details about eligible 
units, costs and purchase 
options are available at: 


http://atradeups.apcc.com 





New Solutions 


ProtectNet® for ISDN Continues 
APC's Technological Commitment 


APC continually stresses the concepts of “bulletproofing” and “back door 
protection” of computer systems. Surges can damage motherboards, network 
interface cards and modems, just to name a few valuable pieces of equipme 
Without protection at every point where faulty power can tamper with your 
electronics, you are not yet “bulletproofed.” 

Fortunately, APC develops products to fit with every advancement in 
computer and communications technology. Most recently introduced is the 
ProtectNet for ISDN, protecting “Integrated Services Digital Networks.” 

According to Bell Communications Research, Inc., ISDN is “a design for a 
to ¢ 


completely digital telephone/telecommunications network 


data, images, video, etc, at high speed by sending digitally-encoded signals.” 
These ISDN signals are usually sent over fiber lines but can work on nor- 
mal phone lines made from copper wiring. Because ISDN lines carry data at 


such a greater rate than regular phone lines, more data, at any given moment, 


Guaranteed Protection 
With a lifetime product warranty, ProtectNet will be the last 
dataline surge protector you'll ever buy (until your network 
} grows)! What's more, your protected equipment is also covered. 
unique “Double Up!” 
Equipment Protection Policy. APC will repair or replace equipment 
d by an APC AC line and dataline solutions 


‘ ProtectNet features a Suppiemental 

/ connected to and prote 

in the event that it is damaged by a lightning strike or surge, up to $50,000. 
(See policy for details. US and Canada only.) 

If you would like help developing a bulletproof power protection strategy 

for your network or advanced workstations, call the toll free APC Customer 


Service Hotline. 


Protect your valuable ISDN phone 


is in danger of t 


ProtectNet for ISDN can protect everything from today’s more 
ations terminal. 
asing list of APC ProtectNet 


telephones to an ISDN equipped commun 


The ProtectNet for ISDN joins an ever-inc 


ing corrupted by bad power carried on the ISDN lines. The 


intelligent” 


products that provide “back-door” protection for data terminal or POS equip 


ment, p 


rs, plotters or phones, plus many other connected devices. By 


closing all paths to problems, the ProtectNet family effectively bulletproofs 


your system, even from problems created by the network itself. 


ers to the Editor 


“Thank you for keeping good connections with your 
clients because, in these days, it's good to have feedback 
from your clients whose suggestions can help improve 
your already excellent products. I personally had bought my 
UPS before I even had made my final decision about which 
PC I would buy. I must say it’s a decision I haven't regret- 
ted. 

In an area where voltage varies from 180 - 250v on 
a daily basis and where sags, blackouts and spikes are 
usual things, my PC has been running without as much as 
a hiccup. I'm even considering buying a Line-R for my Hi- 
Fi system! I shall recommend APC products to anybody 
who asks me about them. 

Don't let any bad influence affect your computer.” 

— Miodrag D. Miskov, Kac., Yugoslavia 


“Hi...sorry...Hello. I’m one of many APC UPS users 
and thank God for having one because my Back-UPS 600 
has saved my work many times. One night, I was working 
on my PC when the power shut off. I kept working. Then 
it came back. 

After a minute, it became so weak that the light 
and refrigerator could not work. . .while I kept working, 
thanks to an APC UPS!” 

— M. Nour Kazkaz, M.D. Student, Lattakia, Syria 


Toll-free APC Currents Hotline: 
Fax: 401-789-3710 


E-mail: 


equipment and modems with a 
combination of the latest ProtectNet 
and APC PowerShield™, a UPS 
designed specifically for use with 
ISDN equipment. Call the toll-free 
APC customer service hotline for 
more information. 


We,at Currents,love receiving feedback from APC users 


around the world. It gives us a better picture of how our 
company is truly perceived by the people who matter to us 
the most: our customers! It also lets YOU know that we 


really do pay attention to those cards in the back of the 
magazine that promise free stuff like posters and t-shirts. Why not take the time to fill out that very card right now, and send it back to us today! 
You can also visit http://xtreme.apcc.com and give us your story online. (Actually, you may want to read some other responses first just for inspi- 
ration.) Thanks to all those here who responded and we hope to hear some new stories soon! 


“It was a dark and stormy night over our little southern 
French village when I awoke to a gentle, but constant, 
‘Beep...beep...beep. 

Tugging at my husband, I accused him of maliciously set- 
ting his radio or watch alarm for the middle of the night. 
Then it stopped. 

Only the next morning, when we found all of our digital 
clocks blinking zeroes, did we realize that it was the 
UPS doing its job in the wee hours of the night.” 

— Linda Bigelow, Saint-Jeannet, France 


“Blackburn had a major power outage on March 18, 
1997, but did I worry about our fileserver? 

Nope. Just press a key and you're back up and running 
within 5 minutes; faster than the phone system or even 
BT. Thanks. You make my life a lot easier.” 

- Bob Ray, Consultant, Training 2000 Ltd., Blackburn, 
England 


“English isn’t my basic language and I don’t understand 
many, but APC’s Back-UPS 600 is my basic UPS and 
we understand each other.” 

— Nesko Dragisic, Lead System Engineer, JP Djerdap, 
Kladovo, Yugoslavia 


888-289-2722, ext.8182 


apcinfo@apcc.com 


Technical Supp 
PowerFax: 800-347-FAXX 


“We were using non-APC UPSs. When we came to dis- 
pose of the batteries, it was a nightmare finding out the 
details for environmentally safe disposal. With APC, we 
have always been able to find out the details we've needed.” 

~ Nigel Lewis, Computing Manager, Buckland Paper 
Mili, Dover Kent, England 


The battery change article was published in a previous 
issue of Currents. We do our best to keep our customers 
happy and our readers informed. — Ed. 


“I recently moved into an old house. It wasn't until I 
plugged my APC Back-UPS Pro 1000 in that I found that 
most of the outlets in the house had no ground. If it 
wasn't for the ‘wiring fault’ light on the back, I may have 
never known about this dangerous problem.” 

— Morgan Pelletier, President, Penguin Computing, 
Saint John, New Brunswick, Canada 


800-800-4272 


www.apcc.com 


Hotline: 





Em Saar Riceneenmmmnnnisial Rave Reviews 


APC PowerXtend™ for Compag insight Manager Eclipses 
CIM-Proprietary Functions: Iry it FREE Today 


APC has just released PowerXtend for Compaq _- work, whether now or in the future. 2. Install PowerChute plus on the NMS where 
Insight Manager. Customers using <= Proprietary UPSs, on the other hand, Compaq Insight Manager is installed. 
Compaq Insight Manager (CIM) to ‘(ord | do not give customers the flexibility to switch All software necessary to manage NetWare 
manage Compaq servers can ’ to another server vendor's management and NT servers is free on APC’s web site. Upon 
now manage power at 


al Windows No T_T “T's terrific to have APC’s power management tools 


Netware servers - directly ‘ areal < a <3 
from the CIM console. ALT =} integrated into one management console. 


Because of the variety of | 


server products available, , ! = - Desmond Banks, Compaq customer and Senior Systems 
APC has developed Programmer at Kaiser Permanente 


PowerXtend, customized f 
power management plug- a | # ©6platform and maintain installation PowerChute plus inserts two buttons 
ins for server management plat- j — = F ] integrated power man- onto the CIM screen. Customers can click on the 
forms, i.e. Compaq Insight ites we a 3 x = agement support. APC NT and APC NW buttons to manage both 
Manager, IBM_ Netfinity, Intel  “"s * 3 “is APC Smart-UPS’ with Windows NT and Netware servers respectively . 
LANDesk Server Manager, and ff = ‘i ae : PowerChute” plus also An intermediate screen provides a list of the 
HP NetServer Assistant. 5 Sco gives you the peace of remote servers running PowerChute plus. After 
— : , : mind that comes with selecting a server from the list, the PowerChute 
Any Server, —_ Saar ae Sit battery buttons installing an industry plus screen will appear. Customers will receive 
Any Management tom CIM. i ii leader with a proven 100% of PowerChute plus functionality directly 
Platform, One UPS APC’s PowerPage: www.apcc.com track record of being able from CIM, i.e. UPS self-test scheduling, diagnos- 
By accommodating all serv- to quickly adapt to the _ tics log, unattended shutdown, scheduled shut- 
er management platforms, APC can blanket virtu- needs of its clients, whether they own a Compaq = down, application saving, automatic reboots, 


ally any network with power protection, no mat- Proliant, Prosignia, or any other brand of server. FlexEvents, etc. 


ter what brand of server is used. APC UPSs main- : 
tain cross platform compatibility via power man- How PowerXtend Works with CIM: FH 
at o : . 1. Install PowerChute plus and Power- Wim tet Tea a v3.0 Es 


agement and monitoring software without requir- 


ing a significant hardware upgrade, a fact critical RAE SE AOE ND SE SE g ri] at i eet 


Compaq servers. 


to all cost conscious clients expanding their net- Software (CPM) ae 
Byte Reviews New APC Symmetra™ Power Array samniadinn we cue 


Byte Magazine recently UPS self-test scheduling Yes No 
BVIE gave a favorable review of ek kOe No need to worry about remembering to test UPS 


Symmetra, the first product Diagnostics data log Yes No 


in APC’s new Power Array line. A compelling UPS solution Helps pinpoint power problems 


In Byte’s “Eval” section, the Symmetra Power mgt. for non-Compaq servers Yes No 


received the maximum available five (5) ata competitive price. Manage power at all remote servers 
stars (Outstanding) in the magazine's tech- Fortunately, a UPS that Remote UPS configuration Yes No 


nology rating. Quick adjustments to changing environmental conditions 
Byte poetically begins the review, “Hell offers both scaleability Microsoft SMS support Yes No 
; Le Remotely install software to SMS compatible computers 
hath no fury like a network administrator and N+l1 redundancy 


" 3 Power software experience (years) 9 <1 
after a power outage. Fortunately, a UPS > a : ; aris 
Tri Field-tested and time-tested reliabili 
that offers both scaleability and N+1 redun- has a ved. ra divactine fooen (20 y . 
+ ” Launches directly from CI es 
dancy has arrived. i — Byte magazine Quick access during emergencies 


So what defines APC’s Power Array? Devel its —" Yes 
\ S n r mgt. softwar 
APC made sure its first UPS over 5 kVA was First. bend inowlelge aa Sooter cappert 


; ; * , 
loaded with features, as the article duly the review points out, illustrating the Lifetime software support Yes 


a eee ae SS ae key differentiator between Power Backwards compatible UPS software Yes 


ranging from 5kVA to 16 kvA with redun- | Array and any other protection. APC software upgrades do not require a UPS uma 
dancy starting at 4 kVA. p 


The Symmetra, with 16kVA of full out- =) “These features, combined with | Ensures compatibility and security with Back Office suite 
ut, “operates much like a server or storage 


Byte’s product review concludes, Microsoft Back Office certification Yes No 


Symmetra’s multiple configuration and Best of Breed UPS equipment Yes No 
Proven reliability backed by exceptional service, 
support and warranty 


device with RAID. Using double conversion on- management options, constitute a com- 


line technology, all the modules in the Power 


pelling UPS solution at a competitive price.” 
Array run in parallel and share the load evenly,” 


Asia Pacific HQ: +61-2-9955-9366 (Australia) China +86-10-6201-6688 France: +33-1-64-62-59-00 Germany: +49-89-958-23-5 India: +91-44-433-1124 
Treland: +35-391-702000 Japan: +81-3-3-798-3888 Korea: +82-2-501-6492 Latin America: +1-401-789-5735 Singapore: +65-337-4462 UK: +44-753-511022 





Service Superstar 


APC Support aad Service Garner Words of Praise 


MicroData Group, Inc. is a Boston consulting firm whose mission is to “assist clients in effectively leveraging computer technology to solve real- 
world problems and achieve their organizational goals,” according to their web site's welcome screen. MicroData Group Inc. specializes in three prima- 
ry areas: Networking, Database Design and Publishing. 

MicroData Group, Inc. shares a similar philosophy of APC by writing that, “...the need for reliable and user-friendly networks that enable people to work 
together, share, and communicate information is now a necessity rather than a luxury.” The company’s message continues, “ We have a tremendous depth 
of experience in addressing today’s technology needs - not needs of the past. We draw on over 40 combined years of experience with almost all of the rel- 
evant products in the industry including Windows, Windows 95, Windows NT, DOS, Macintosh OS, UNIX, OS/2, and NetWare as well as others.” 

One employee of MicroData Group, Inc. was kind enough to acknowledge the professionalism of an APC employee: 


Written to Cyndi Cunningham on May 22, 1997: 
Dear Cyndi, 

I would like to thank you for assisting me in diagnosing the 
APC UPS anomalies we were experiencing on May 2, 1997. I 
have rarely dealt with such a helpful and 
knowledgeable support professicnal. I 
appreciate the rapid turnaround time you 
were able to arrange for us by cross ship- 
ping this damaged UPS for my client. Your 
willingness to resolve this problem so 
quickly has enabled me to resolve this sit- 
uation expeditiously for my client. My client 
experienced very little down time and I was 
able to confidently plan the installation of 
the replacement unit for our next service 
day. With your support on this issue we 


were able to efficiently resolve this problem. Our client was 
very pleased with our service and turnaround time. 
You made all of this possible. We have sold 
over seventy-five of your units and we will 
continue to recommend them as long as sup- 
port professionals like you are on the job to 
back us up. 

Thank you again for your most excellent 
support and service. 


“Your willingness 
to resolve this 
problem so quickly 
has enabled me 
to resolve this 
situation expeditiously 

for my client” Sincerely, 
Steven M. King 
MicroData Group, Inc. 
Topsfield, Massachusetts 


Network SurgeArrest” Rack-mount offers the 

same premium protection against power surges 

provided by the rest of the Network SurgeArrest 

line. The configuration includes: 

© 9 outlets total, 1 “Always on” outlet for devices 

that require constant power 

Multi-positional mounting bracket provides real 

installation flexibility(vertical or horizontal 

installation) Even zero U mounting! 

© Guarded Master On/Off switch to prevent 

accidental “turn-off" 

© Extra long 15 foot power cord to reach a distant 
receptacle 


— Steven M. King 
MicroCata Group, Inc. 


New MasterSwitch™ Saves Time and Support Costs 


APC MasterSwitch™ provides complete 
Web and SNMP management and control 


of your network's power. The 


MasterSwitch™ E515 network manage- 
able power distribution 
erSwifch™ ‘a “a 
MasterSwitch™ nit (PDU) gives the 
reboots remote 
servers, internetworking equip- 
ment or modem banks to prevent service 
calls. MasterSwitch™ gives you complete, remote control of — the power to connected 
eight independent power channels, and ends the frustration of locked- _ equipment. From any- 
up servers and wasted management time. Cail NOW for free information where on the network, 


network administrator 
complete control over ° 


administrators can use a network management station (NMS) or Web browser to power, de-power or reboot 
equipment. MasterSwitch™ cuts service costs and eases your power management burden with these benefits: 


e Web control: Seamless integration into Web-based management strategies. The first power 
switching device featuring embedded Web management. 
SNMP control: Network manageable by SNMP to integrate with native SNMP management platforms. 
LAN Connectivity: Built-in Ethernet interface for direct connection to the customer's LAN. 
Eight channels of manageable power: Eight independent power channels for complete and flexible 
management of connected equipment. MasterSwitch can be used with or without a UPS. 
Power-up sequencing: Users can configure the sequence in which power is provided to separate, con- 
nected loads at startup. 
Control UPS power output: Wherever you use an APC UPS, you can use MasterSwitch™ to power 
down connected equipment on an outlet by outlet basis to conserve battery back-up power. 
Built-in serial port: Serial interface for offline configuration and diagnostics. 


4 Toll-free APC Currents Hotline: 888-289-2722, ext.8182 
Fax: 401-789-3710 E-mail: apcinfo@apcc.com 


* Cord management to help organize power cords 


“Plug pull protection” brackets to prevent 
accidental plug removal 


Technical Support Hotline: 800-800-4272 
PowerFax: 800-347-FAXX 


www.apcc.com 





InfoWorld Hails Latest 
PowerChute® plus 


InfoWorld magazine reviewed PowerChute 
plus 4.3 for NetWare (beta) in its July 7 issue, 
introducing the software as “another ‘ool io ease 
the process” for “NetWare administrators who are 
migrating networking management tasks” to NDS. 

PowerChute plus 4.3 for Netware lets users 
monitor their APC UPS attached to a NetWare 
4.x server via NWADMIN snap-in. Users can 
monitor UPS status without loading the 
management console, check to see if the 


“Other vendors should 
follow APC’s lead in 
this regard and 
implement similar... 
NDS integration.” 


— InfoWorld Magazine 
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UPS is on battery, and gather additional infor- 
mation via the PowerChute NetWare Loadable 
Module (NLM). 

“Disconnecting the UPS from the power out- 
let caused an alert to be generated by the NLM, 
which was reflected by the snap-in almost 
immediately,” the article recounts. 

“Because the UPS state is stored in NDS, 
there is no need for SAP broadcasts to be used 
with PowerChute on NDS networks.” the maga- 
zine states. “For large, distributed organizations, 
this is defizitely a plus.” 

“Users can be given read permissions to the 
UPS object in the NDS tree without assigning 
wholesale administrator rights throughout the 
organization.” 

The review concludes that, “...it is conve- 
nient to have a UPS that supports NDS. Other 
vendors should follow APC’s lead in this regard 
and implement similar...NDS integration.” 

PowerChute plus 4.3 for Netware (beta) will 
be bundled with APC Smari-UPS* products and 
will be available for download from APC’s Web 
site (http://adisk.apcc.com). 


< ced 


Rave Reviews 


- InfoWorld Rates APC's 


Web Software a Winner 


APC recognizes the impor- 
tance of integrating applica- 


IN 
WORLD 


the ease of use of the World Wide Web and has 


tions into the internet and 


recently been lauded for its web-based power 
solutions. 


The company was featured in InfoWorld maga- 
zine where its WebAgent™ and WebAlert™ 1.0 soft- 
ware gained favorable reviews. 

WebAgent and WebAlert allow 
users to monitor their UPSs over the Web. Both 


Essentiail 


of software are 
APC’s 
widely-used 


pieces 
expansions to 
already 
PowerChute products. 
“Monitoring your net- 
work's uninterruptible 
power supply (UPS) has 
never been _ easier...,” 
InfoWorld's review begins. 
Both WebAgent and 
WebAlert run on 
Microsoft's Information 
Server and Netscape’s Enterprise Server and both 
can be run NT 4.0 
WebAgent can also run on Windows NT 3.51. 
“Seamless integration and ease of use make 
this Web 
managers..., 


on Microsoft Windows 


d duo a must-have for network 
the article continues. 

The author explained how WebAgent allows a 
user to check on UPS status on an NT server. A user 
could also check an APC Smart-UPS” status if their 
network has NT-based nodes. 


“Seamless integration 
and ease of use make 
this Web-based duo 
a must-have for 
network managers...” 


— InfoWorld Magazine 


“The status-checking worked wonderfully,” 
InfoWorld writes, “All of the data fields had good 
help functions attached so you can easily figure out 
what the numbers mean.” 

This was all eloquently summed up: “the 
WebAgent component lets the manager manage.” 

The advantages of WebAlert, according to the 
article, are its ability to warn end-users of power 
events via the World Wide Web. WebAlert notifies 
users of when the UPS is running on batteries and 
also reports when the server will shut down due to 
a power outage. 

“WebAgent’s simplified monitoring views 
and WebAlert’s effective warning capabilities 
make this combination a winner for system man- 
agers using PowerChute plus 5.0 for Windows NT, 
“ the magazine offers. 

Among the software duo’s pros 
listed by InfoWorld were clean installation, smooth 

and the 
to monitor 


operations 
capability 
and warn users via the 
internet. The magazine 
find 
significant cons. 


could not any 
“If | were shopping 
new UPS,” the 
author writes, “I'd give 
thought to 
investing in an APC 

Smart- UPS to take full 

advantage of WebAlert and WebAgent functions.” 
APC WebAgent and WebAlert 1.0 
APC’s 
disk.apcc.com) for free, as can the upgrade 


for a 


serious 


can be 


downloaded from web site 
(http:/ 
to Pov hute plus Version 5.0). 

Both pieces of software are also bundled with 


APC Smart-UPS products. 
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APC Power Solutions Extend Your Datacenter Uptime 


The computer traffic through your datacenter 
reflects the very life of your company. Each 
exchange is like ene beat of your heart, sending 
vital information throughout connections like the 
blood through your veins. 

(Matrix” and 


Symmetra™) and services (PowerAudit") for your 


APC has created products 


datacenter that protect the heart of your business. 
You've invested thousands of dollars into clustered 
servers and RAID arrays. Any business that neglects 
effective and comprehensive power protection is 
reading its own economic death sentence. 

According to Contingency Planning Research, 
poor power quality can have detrimental effects 
upon business sectors as varied as finance, media, 
retail and transportation. 

For a company involved in airline reserva- 
tions, downtime could result in $90,000 per hour 
being lost. Lost sales from a home shopping net- 
work add up to about $110,000. Finally, a finan- 
cial brokerage house, if subjected to the problems 
of unreliable power, could stand to lose $6.5 mil- 
lion over one hour’s time. Imagine what this 


means if you're doing business on the web. 


Matrix-UPS*: 
Smart Protection, Obviously 

Matrix was built for the 3 to 5 kVA range 
(between 2250 and 3750 watts). It provides modu- 
lar, manageable, APC-reliable, 100 percent uptime. 
Plus, there’s the added benefits of high-reliability 
and low operating costs which are bound by APC’s 
commitment to the customer. 

Another advantage of using Matrix is that dt is 
expandable. The unit is made up of an isolation 
module, an electronics module, and SmartCell” 
battery packs. It’s these SmartCells that help 
provide maximum datacenter security. 

The electronics module is “hot-swappable,” 
which means, you can swap out the module while 


Datacenter Power Availability and Flexibility Analysis 


ih tal) aha 


6 Toll-free APC Currents Hotline: 
Fax: 401-789-3710 


E-mail: apcinfo@apcc.com 


the protected system is 
still up and running. 
The batteries are also 
hot-swappable, 
additional 


and 
battery 
packs can be added as 
needed for additional 
runtime. 

Many other brands 
connect their UPS bat- 
teries in a series. When 
one of their batteries 


fails, the rest are all 
rendered useless. Smart- 
Cells are connected in 
parallel. If there ever is 
a failure, it can be iso- 
lated to an individual, 
self-diagnosing “block” 


which can easily be 


“hot-swapped” out, even while the remaining bat- 
teries keep the protected system up and running. 
Swapping batteries out of your Matrix won't hap- 
pen very often. In fact, while other brands’ UPSs may 
require two or three replacements, SmartCells might 
need only one during the service life of the unit. These 
extraordinary batteries last longer because they oper- 
ate at room temperature. Eight SmartCells together 
provide two hours of instantaneous back-up power. 
Of course, SmartCells 
are only 
why Matrix will be the 
right 
for your datacenter. A 


HOT-SWAPPABLE 
DY 


power protection 


control panel mounted on 
the front of the unit pro- 
vides a wealth of operat- 
ing data and power event 
status. Virtually all UPS 
functions can be con- 


AyngeyeAy 


trolled via this front panel. 

APC's award-winning 
PowerChute’ 
plus, is included with 
Matrix-UPS_ to 
automatic 


software, 
SY Uae 
allow 


safe shut- 


Greater Flexibility > 


888-289-2722, ext.8182 


part of 


Technical Support Hotline: 
PowerFax: 800-347-FAXX 


Matrix” scaleable 
systems (left) and 
the new Symmezra™ 
Power Array” 
{right) are two of 


the most powerful 
keys to a smooth 


running datacenter. 


down, and increased uptime through custom power 
management and environmental monitoring (with 
optional Measure-UPS I). 

SmartSlots give you even more options to 
keep your datacenter safe. Are high temperatures 
threatening your hardware? There’s a SmartSlot 
unit to connect into your Matrix to tell you so. Do 
you need to remotely shut down your systems? 
Insert a Call-UPS II. Do you want to guard against 
unauthorized access into the datacenter? There's a 
SmartSlot accessory for that too. 

Matrix has been designed for multiple servers. 
It supports interfaces to all major midrange 
operating systems including OS/400 and 
VAX/VMS as well as LAN and WAN systems such 
as NetWare and Windows NT. 


See “Datacenter Solutions” on page 16 


800-800-4272 


www.apcc.com 





Don't you 
have something 
better to do? 


In business-critical network environments, the last thing 
you need to worry about is server reliability. 


Let's face it. Whether you're an IT manager, LAN administrator or 
power user, if your business means business, server uptime is 
the only choice. PC servers need to be up and running - period - 
even if they're in demand at 3 a.m. on Sunday. 

cons! 


Intel LA 
ener 


Browne 


\ VPA ‘." 


Intel and American Power Conversion give you 


the optimal solution for increasing server reliabil- 
ity. APC Smart-UPS®, APC PowerChute plus™ and 

Intel LANDesk Server Manager products meld 

power protection, power management and server 


management for a best-in-class uptime solution. 


Intel LANDesk Server Manager products pro- 
vide proactive management and emergency 
recovery tools to maximize business-critical 
server uptime. A central LANDesk Server 
Manager console performs real-time moni- 
toring of critical parameters on any Intel- 
architecture server running Microsoft Windows NT or Novell Ne 
Alerts notify you when a server reaches predefined thresholds. 


Intel LANDesk Server Manager Pro, a comprehensive hardware/software solu- 
tion, supports proactive and full-featured remote 
Microtel Windows Network 


Uy workarour 
EVALUATOR 


emergency manage- 
ment. Intel LANDesk 
Server Manager 
Software, a software- 
only version, keeps PC 
servers up and running 
in environments that 


don't require the 


APC’s PowerChute plus and PowerXtend plug-in, 
bundled with Intel’s LANDesk Server Manager Pro v3.0, 
offers comprehensive power monitoring and UPS 
management to achieve maximum network uptime. 


robust functionality of 


Server Manager Pro 


©1997 APC. All Trademarks are the property of their owners. e (800)347-FAXX PowerFax 
*Redemption coupon contained in each box of Intel LANDesk Server Manager Pro v3.0, SKU LDSMPV30 


NDesk Server Manager Pro 


ia the ants chore 


Buy now and get a FREE APC Smart-UPS 700 and 
PowerChute plus software ($499 value) with the 
purchase of Intel LANDesk Server Manager Pro.* 
Offer expires January 31st 1998. 


APC Smart-UPS gives you instantaneous battery back-up power to keep 


servers up an running during a power sag or outage, and premium surge 
suppression to protect against hardware damage and data corruption. 
mARWONeS PowerChute p/us software with PowerXtend plug-in 
offers comprehensive UPS management and monitor- 
ing so you can easily protect vital servers and eli 
nate the worry of UPS 
maintenance. APC 
PowerXtend plugs an 
expanded set of power- 
related MIF 
(Management Infor- 
mation File) groups into 
LANDesk Server 
Manager. You get real- 
time power information for any DMI-compliant 
server on the network via Intel LANDesk Server 
Manager. You can also configure Smart-UPS operation and alarms(eg. safe 
voltage window; low battery warning)and perform UPS diagnostics(eg. battery 


self-tests) - all from your centralized server management console. 
A Powerful Combo for Bullet-Proof Server Management 


APC Smart-UPS and PowerChute p/us power protection and management capa- 
bilities seamlessly integrate with LANDesk Server Manager products to provide 
maximum uptime and matchless peace of mind. Instead of calculating the lost 
productivity and revenue due to server downtime, you can attend to more 


important tasks, like managing your network or moving into a corner office. 


For information cali 


Intel: 


800-788-2286 x205 AMERICAN POWER CONVERSION 


E-mail: apetech@apcc.com 132 Fairgrounds Road, West Kingston, RI 02892 USA 








OFTEN, NOTHING COSTS YOU MORE 
THAN A SERVER CRASH. 


= 








NOW SUPERIOR SERVER PROTECTION 
COSTS YOU NEXT TO NOTHING. 


NOW AWARD-WINNING APC’ PROTECTION COMES STANDARD WITH THESE SYSTEMS. 


UU Cela 


DELL’ POWEREDGE’ 2200 SERVER = « 800HS Trinitron” Monitor (13.7° v.i.s.) 
266MHz PENTIUM" Ii PROCESSOR * Smart-UPS 700 from APC 


(Expandable to Dual Processors) « FreeP Chute Plus Soft 
* 128MB EDO ECC Memory (512MB Max) Optional SmartSlot™ Power 


* 512KB Dedicated L2 Cache Management Accessories 
* Integrated PC! Ultra/Wide SCSI-3 * 3 Years of NBD On-site* Service 


Controller * 7x24 Dedicated Server Hardware 
* 4GB Uitra/Wide SCSI-3 Hard Drive Technical Telephone Support 


* 24X Max/12X Min Variable SCS! 
CD-ROM Drive 


¢ Intel Pro/100B PC! Ethernet Adapter $ 

© Intel LANDesk” Server Manager v2.52 

* Windows NT° Server 4.0 Business Lease®: $232/Mo. 
* 12/24GB Variable Tape Backup Unit Order Code: 200273 


MU Eada h att . 


DELL POWEREDGE 4200 SERVER = * Optional SmartSlot Power 
266MHz PENTIUM Il PROCESSOR Management Accessories 


(Expandable to Dual Processors) ° 3 Year Limited Warranty* with 1 
* 96MB EDO ECC Memory (512MB Max) Year of NBD On-site* Service 

+ 512KB Integrated L2 Cache ¢ 1 Year DirectLine™ NOS Support 
* 2 Integrated Ultra SCSI-3 Controllers * 7x24 Dedicated Server Hardware 
* 3x4GB Ultra/Wide SCSI-3 Hard Drives echnical Telephone Support 
PowerEdge Expandable RAID Controller * Add Windows NT Server 4.0 


© 24X Max/12X Min Variable SCSI feria 
CD-ROM Drive 


© Intel Pro/100B PCI Ethernet Adapter § 

¢ Intel LANDesk Server Manager v2.52 

* Smart-UPS 1400 from APC Business Lease: $316/Mo. 
* Free PowerChute Plus Software Order Code: 200274 


“ENTERPRISE SERVER 


DELL POWEREDGE 6100 SERVER * Free PowerChute Plus Software 
2x200MHz PENTIUM® PRO PROCESSORS + Optional SmartSiot Power 


(Expandable to Quad Processors) Management Accessories 

 256MB EDO ECC Memory (4GB Max) —* 3 Years of NBD On-site* Service 

¢ 512KB Integrated L2 Cache per Proc. * 1 Year DirectLine NOS Support 

© 2 Integrated PCI Ultra/Wide SCSI-3 —_» 7x24 Dedicated Server Hardware 
Controllers Technical Telephone Support 

* 3x9GB Ultra/Wide SCSI-3 Hard Drives * Add Windows NT Server 4.0 


* 24X Max/12X Variable Min SCSI for $799. 
CD-ROM Drive 


¢ Intel Pro/100B PC! Ethernet Adapter S17, O09 
« Intel LANDesk Server Manager v2.52 a 

* Redundant Hot-Swap Power Supplies — Business Lease: $574/Mo. 

* Smart-UPS 1400 from APC Order Code: 200276 


Given everything that's riding on your company’s servers, 
crash protection is something you can't afford to be without. 
Which is why every Dell” PowerEdge” Server comes with the 
industry-standard features you've come to expect. And since 
45%** of all data loss is a result of bad power, we've just 
done something to bolster our award-winning reliability. 
We have worked with APC, the industry leader in power 
protection with over 8 million satisfied customers and a 
host of awards. Which means you'll find APC protection 
available across the entire line of PowerEdge servers, along 
with 2 $25,000 Lifetime Equipment Protection guarantee* to 
replace or repair your server should a power-related problem 
arise. Choose a Dell PowerEdge. For high-end reliability 
there’s the Dell PowerEdge 6100, loaded with redundant 
cooting fans, ECC memory, hot-piuggable drives and the 
Smart-UPS 1400 with optional SmartSlot™ Power Management 
accessories. Choose the Dell PowerEdge 4200, which also 
comes with APC Smart-UPS 1400 or the Deli PowerEdge 
2200, where only the price is entry level. Whichever you 
choose, two features remain consistent: reliability and value. 


Things no business can afford to overlook 
WwwW.apcc.com 
D@LL 
800-626-4305 


www.dell.com 


Qam-6pm CT+ Sun 12pm-5pm CT 
800-839-0148 

America? call 512-72 

act #GS-35F-4076D 





Introducing APC's network 
PowerBundle™: Over $1000 worth of | 
FREE power protection products 


Buy total bulletproof protection for a 16 node 
network for $2330 (less _ $146 a seat) 


a 


Network Bundle Means Fast, Easy Peace of Mind Get over $1000 worth 
ae APC provides the hardware and Most busy Nate: Aemanaaentote of uptime enhancing 
@ software solutions you need to would rather save time than spend time 
protect your entire enterprise - anytime they can. That’s why APC not products FREE! 
arc from power and environmental only makes solutions cross-platform 


gocibems. Whether = a server, workste- compatible, but paneler ed all your con- Limited Time Offer! 


tion, hub, router, peripheral or dataline, figuration homework for you. The NEW 

APC ensures you don’t have to worry APC PowerBundle gives you bulletproof Act now to get APC’s pre-con- 

about bad power causing downtime or power protection and complete peace of figured, One-Stop, Inexpen- 

damage to your valuable equipment. mind in one easy package. sive, and Incredibly Reliable 
power protection bundle for 


ORDER at Attp://powerbundle.apcc.com NOW your 16-node network. Buy 


RE a Pinte TE before December 31,1997 to 


| receive this special offer! 
You Get To Protect List Price PowerBundle | For immediate delivery visit the secure 
. 1 Smart-UPS 1000 with PowerChute plus for NT  Server/Power Mgmt. $699.00 , PowerBundle purchase page TODAY. 


. 8 Back-UPS 400s Workstations 169.95/ea 
powerbundie.apcc.com 


® 


. 2 ProtectNet pnet4 Datalines at Hub 99.99/ea 
. 1 SurgeArrest, SurgeStation - net8 Printer: AC/dataline 69.95 


. 8 ProtectNet Pnet1 (Ethernet/Token Ring) PC Datalines 44.95/ea 


a 
b 
c. 
d 
e. 1 SurgeArrest SurgeStation pro8t2 Fax: AC/phone lines 59.95 
f. 
g. 1 ProtectNet for Serial dataline PSP25 Serial Cable path 39.95 
h 


1 SmartSlot Call-UPS II (Remote Management) Remote Uptime 149.00 


. é PowerManager POWSper Workstations 49.95/ea AMERICAN POWER CONVERSION 
$3346.95 $2330 


©1997 APC. All Trademarks are the property of their owners. Prices and specifications valid in the US only and subject to change without notice. Prices are plus shipping and sales tax (where applicable)* See policy for details. 
(800)347-FAXX PowerFax . E-mail: apcinfo@ apcc.com . 132 Fairgrounds Road, West Kingston, Ri 02892 USA 
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APC PowerXtend™ for IBM Netfinity Manager 
Provides Seamless Integration 


APC’s PowerXtend for IBM Netfinity Manager 
is now available FREE from APC’s PowerPage™ web 
site, along with the required PowerChute plus soft- 
ware. PowerXtend is customized power marage- 
ment for server management platforms. 

PowerXtend plug- 

ins work with either 
PowerChute plus or 
PowerNet™ Manager to 
integrate with IBM 
Netfinity Manager, 
Compaq Insight Manager, 
Intel LANDesk Server 
Manager and HP 
NetServer Assistant. 


On the Web 

In addition 
Netfinity Manager sup- 
port, PowerXtend power 


to the 


es. Visit the PowerPage 
management is now 
accessible via Netfinity’s Web browser man- 
agement console. 

“APC’s Smart-UPS provides excellent power 
protection for IBM’s Netfinity 7000 server and 
IBM's PC servers,” says Susan Davi, IBM Product 
Manager for Netfinity Systems Management. “Now, 
APC’s PowerXtend for Netfinity Manager software 
provides unsurpassed power management directly 
from the Netfinity Manager console.” 

APC and IBM worked together to develop 
PowerXtend for IBM Netfinity Manager, which 
allows management of a wide range of UPS attrib- 
utes. Users can view power status from standard 
Netfinity Manger monitors in the form of dials and 
bar graphs. Double-click on a monitor to open 
the alarm configuration screen for 39 different 


‘or call the 


Customer Service Hotline for more information. 


attributes. APC’s Netfinity Manager support for OS/2 
and Windows NT can launch directly from an APC 
UPS icon in the System Information display. 
The IBM Netfinity Alert Manager provides the 
lity to receive and automatically respond to 


alerts generated by 
other Netfinity Manger 
services. The adminis- 
trator configure 
actions in response to 
UPS generated events as 
well as other system- 
critical events. 

PowerXtend for 
IBM Netfinity Manager 
adds an Alert Action 
Handler to the Windows 
NT and OS/2 versions to 
provide system shut- 
down with UPS tum- 
off. The plug-in for 
OS/2 and Windows NT also allow for scheduled self 
tests and battery calibrations of the UPS. 

In short, customers will find PowerXtend for 
Netfinity Manager very convenient: They can use 
native Netfinity screens for all their power monitor- 


can 


ing and alarm configuration. 


About the Platform 

IBM Netfinity Manager is an entry level LAN 
management solution that manages Windows 3.1, 
Windows 95, Windows NT, OS/2 and Novell 
NetWare. It is included with virtually every server 
and desktop machine which IBM sells. 

IBM Netfinity provides system information for 
managed servers and other systems. It collects hard- 
ware and operating system information from servers 


New PowerChute® pius for SCO UNIX 


APC prides itself on being on high 

technology's cutting edge, ensuring 

that its products are fully compatible 

with various network and workstation 
operating systems. The same holds true for all the 
various“flavors” of UNIX. 

Recently, APC has announced its intention to 
include PowerChute plus for SCO UNIX on the 
bundled software included with Smart-UPS’ units. 
Now those who have come to rely on APC power 
protection solutions and SCO UNIX operability 
can combine the two for even more efficiency. 

Via the included CD, SCO UNIX users may 
now enjoy features such as power crisis manage- 


ment, unattended/scheduled system shutdown and 
real-time graphical user interface (GUI) that have 
made PowerChute plus an award-winner. 


FREE Download 

In addition, SCO UNIX 
users who already own an 
APC UPS may download the 
software directly from APC’s 
PowerPage™ 
http://adisk.apcc.com. 
Choose SCO UNIX. 

The two files to download 
(PowerChute 


web site at 


are pcsco.tar 


“APC’s Smart-UPS 
provides excellent power 
protection for IBM’s 
Netfinity 7000 server 
and IBM’s PC servers. 


-Susan Davi, 
IBM Product Manager 
for Netfinity Systems Manager 


across a network. IBM lists APC on its web site as 
one of the third party vendors “that seamlessly inte- 
grate with TME10 Netfinity Manager.” APC is the 
only UPS vendor to offer power integration with 
IBM Netfinity Manager and the only UPS vendor to 
which the IBM web site offers a hot link. 


PowerXtend Allows Viewing from 
the Following Monitors: 


e Run Time Remaining 

UPS Load 

UPS Temperature 

Ambient Humidity 

(with APC Measure-UPS™ accessory) 

Ambient Temperature 

(with APC Measure-UPS accessory) 

Battery Capacity 

Battery Voltage 

System Inventory Information (i.e. model, firm- 

ware version, serial number, manufacture date, 

ID and last battery replacement date). 

Visit APC’s web page at: http://www.apcc.com 

To download APC’s PowerXtend for IBM NetFinity 
for Windows NT, OS/2, or Netware now! 


plus 4.2.2 for SCO UNIX) and relsco.txt 


(Release Notes). 

For more information about PowerChute 
plus for SCO UNIX, call our Toll-free Customer 
Service Hotline. 


Now SCO Unix users can enjoy 
the features, such as power 
crisis management. unattended, 
scheduled system shutdown, 
which have made PowerChute 
plus an award-winner. Visit 
the PowerPage at http://ademo 
apec.com for a FREE demo disk 


France: +33-1-64-62-59-00 
Latin America: +1-401-789-5735 


China +86-10-6201-6688 
Korea: +82-2-501-6492 


Germany: +49-89-958-23-5 
Singapore: +65-337-4462 


India: +91-44-433-1126 4] 
UK: +44-753-511022 


Asia Pacific HQ: +61-2-9955-9366 (Australia) 
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The New HP NetServer LXr Pro and HP Customized APC Smart-UPS® NS 


With businesses becoming more dependent on technology by the day, there’s never a good time for a server 
to go down. The HP NetServer LXr Pro Rack Solution and APC Smart-UPS NS work in harmony to offer 
outstanding manageability, and reliability in a small footprint.The result? Maximum 
uptime. HP’s NetServer LXr contains an Intel Pentium Pro 200 MHz processor 

with 512 Kb cache (1 MB optional) and up to four-way multiprocessing. 
APC’s Smart-UPS NS has the same look and feel as the NetServer LX and 

includes award-winning PowerChute® plus software.Two APC PowerXtend 

software plug-ins are included to ensure complete integration with HP servers and enterprise management 


tools, HP OpenView and HP NetServer Assistant. 





Fastest four-way*. Legendary power protection. 
Now you're ready to Rack 


(I eackanD Arc 


AMERICAN POWER CONVERSION 


Call 800-533-1333 Call 888-289-2722 x8182 
www.hp.com/go/netserver www.apcc.com 








APC in Action 


“The Store Owner Said Not to Worry About Buying a 
New SurgeArrest; APC Would Send Me a New One Free 
as Part of Their Lifetime Guarantee.” 


“In early June ‘97 we experienced a very bad 
lightning storm. We get very severe lightning 
storms here, in general. In fact, twice before we 
have lost our phones because of lightning hits. 

“When I got my computer in January ‘97, my 
son-in-law said I should make sure to get a good 
surge protector. My al computer store, ES 
Computer Systems in New Boston, Texas, 
recommended APC. In fact, that was the only 
brand they carried. 

“In this most recent storm, we had about 20 
garden club guests in the house, so I was busy and 
had forgotten to unplug the computers and phones 
as I usually do during the severe storms. I was 
standing right by the desk with several of my 
guests when we heard quite a loud pop. * 

“There goes your computer’, said one of my 
guests, and I had no doubt that she was correct. 

“Later, once everyone had gone home, my 
husband turned on the computer to check out 
the extent of the damage, and to our surprise, 


the computer and modem were 
working just fine! Only the APC 
SurgeArrest was damaged, through 
the phone lines. 

“I took the SurgeArrest back to 
the store to buy another one, already 
delighted with it since it had pro- 
tected my new computer. The store 
proprietor said not to worry about 
buying a new one; APC would just 
send me a new one free as part of 
their Lifetime Guarantee. 

“I am very impressed with this 
product and this company, particu- 
larly because I know how severe the 
storms are here in Texas. It is great 

know that there is a quality 
product protecting our expensive 
electronic equipment, as well as 


a company that stands behind 


its promis: 


“| Conservatively Estimate That | Have Saved at Least $1,640 by Using 
the SurgeArrests, for My Initial investment of $133.” 


“I've known of APC and its products for a 
number of years. It seemed only logical to turn to 


them to prevent a repeat of a very costly 
‘Housewarming Present’ we received a week after 
our move in September 1993 to a small town near 
the coast in North Carolina. The unwelcome pre- 
sent was a power surge from a severe thunder- 
storm caused by a passing hurricane. 


Coa 
Home. & Office 


James Rowland Eshleman 
Tyner, North Carolina 


“The surge destroyed the circuit board in our 
garage door opener, our new digital answering 
machine, 2 TVs, a VCR, and a clock/radio. The 
surge had come through both the power and phone 
lines. The surge through the phone line was 
so severe that the phone line fused to the answer- 
ing machine! 

“We spent roughly $700 to repair or replace the 
items not to speak of the inconvenience just after 
moving. Fortunately, at the time we had an APC 
SurgeArrest protecting our home computer and the 
computer was absolutely fine. I immediately pur- 
chased five more SurgeArrests and am now protec 
ing ali these appliances and electronic equipment in 
our home including the microwave oven, refrigera- 
tor, garage door opener, and the answering machine 
that have sensitive electronics in them. 

“People pretty much know about the need to 
have surge protection, if not a UPS on their com- 
puters, but often overlook the other appliances. If 
you stop and think about it, the cost to repair or 
replace any of these items exceeds the price of a 
SurgeArrest. An ideal house would have a 
SurgeArrest on each outlet. 

“In the past four years we have had many 
severe storms causing surges that resulted in the 
SurgeArrests giving their all to protect the equip- 


ment plugged into them. In all cases, 

no damage was done to our equipment and APC 
promptly replaced the damaged SurgeArrests under 
their Lifetime Warranty, at no cost to us. 

“An ice storm in February 1996 resulted in a 
power outage and when power was restored, it 
came as a surge that took out 4 of the SurgeArrests 
protecting our answering machine, TV, VCR, 
garage door opener, and microwave. 

“A thunderstorm in June 1996 took out five 
of the SurgeArrests protecting our answering 
machine, TV, VCR, garage door opener, refrigerator, 
and microwave. 

“Again, in February of 1997, a tree fell on 
power lines causing a high voltage line to contact 
a low voltage line and send another surge that 
knocked out 3 SurgeArrests protecting the garage 
door opener, refrigerator, and microwave. 


Based on 1993 repair/replacement costs for 


lost or damaged items, I conservatively estimate 
that I have saved at least $1,640 by using the 
SurgeArrests, for my initial investment of $133. 
An excellent return on investment, in my opinion! 
“All surge protectors are not the same. I know 
because I lost a TV and VCR in that first storm that 
were supposedly protected by a ‘Brand X’ protec- 


t 


tor. | insist on APC products, the best available.” 
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APC Smart-UPS° Protects 
CDS’ ideal ‘Time Machine’ 


peeeers Commercial Data Servers, Inc. (CDS) of 
mE Sunnyvale, CA, recently released its 

CDS 2000, an enterprise server for com- 

panies seeking to conform to Year 2000 

compliance. CDS has launched into the 
development and marketing of enterprise servers 
for the IBM S/370 and S/390 commercial comput- 
ing environments. The company also has shown 
its concern for power protection by providing APC 
products with its server. 

“There are up to 10,000 S/370 compatible 
processors out there that won't work after midnight 
on December 31, 1999,” said Kevin Murphy, presi- 
dent of CDS, in a release. “The CDS 2000 is an inte- 
grated solution that can assist in transforming non- 
year 2000 compliant computing environments into 
robust engines for the next millennium.” 

The server contains the IBM S/390 CPU and 
can be loaded with either the 0S/390™, VM/ESA®, 
or VSE/ESA™ operating systems. Once loaded, the 
software is preconfigured, Year 2000-enabled and 
“ready to work,” when powered up. 


Speaking of Power 

CDS chose to include APC’s Smart-UPS’ 2200 
with its server, to provide 30 minutes of runtime 
during a power disturbance or outage. Smart-UPS 
2200 also comes with APC’s award-winning 
PowerChute” plus software. CDS lists several key 
attributes to using both the Smart-UPS and 
PowerChute plus in the CDS 2000's product spec- 


ifications. Noted are Smart-UPS integrated power 
and environmental monitoring via PowerChute 
plus, alarms to indicate power failure and auto- 
mated shutdown. 


CDS Gets What It 
Wants: APC 


“We chose the APC UPS 
for the CDS2000 because, of 
all the products that we eval- 
uated, it had many desirable 
capabilities that we needed, 
such as power and environ- 
mental monitoring,” said 
Steve Anderes, manufacturing 
manager at CDS, “We contin- 
ue to remain very pleased with 
the APC products and plan to 
continue building them into 
our CDS 2000 systems.” 


The Ideal Time 


Machine 

Most people in the IT indus- 
try are aware of the problems 
posed by Year 2000 compliance. CDS provides 
solutions for companies who would otherwise wait 
until the end of the millennium with a growing 
sense of dread, never knowing whether their valu- 
able data would be lost. APC provides solutions 
for power disturbances that can happen at any 


“We chose the APC UPS 
for the CDS200C 
because of all the 
products that we 

evaluated, it had many 

desirable capabilities 
that we needed...” 


— Steve Anderes, 
Manufacturing 
Manager, Commercial 
Data Servers, Inc. 


moment, regardless of 
what year it is. By team- 
ing with APC, CDS has 
shown foresight in its 
Year 2000 solution, giv- 
ing their customers pro- 
tection far beyond 2000. 
As its own release states, 
it is the “ideal Year 2000 
‘time machine.”” 

For more information 
about using APC products 
in a bundle solution the 
way CDS has_ used 
Smart-UPS, or if you 
want to join the 

ProtectME! with APC program, call Kurt Gallo, 
APC Channel Manager at 401-789-5735 x 3139. 
For more information about Commercial Data 
Servers’ CDS 2000, call toll-free 1 (800) 757-3282 
or visit their web site at http://www.cdatas.com. 


APC and Bring Customers POS Power Solutions 


Taking a further step to integrate into IBM's retail offerings, APC 
has announced new power management capabilities for the IBM 
4690 point of sale (POS) operating system. 

IBM terminal operators can now be informed of a power 


ports 4693 and 4694 terminals with RS232 interfaces. 
For more information about APC protection of point of sale systems or its 


other solutions for IBM customers, call the toll free APC customer service hot- 


outage, the status of the remaining power from APC’s uninterruptible power 


supply (UPS), and the restoration of power after an outage through messages 
on their point of sale screens. These terminal messages enable operators to 


determine if they should complete the sale or shut the terminal down in an 


orderly manner. 


“Once again, APC is proud to work with IBM in better supporting 


the power management needs of its customers,” said Todd Bermont, 
APC’s director of global alliances. “This integration combined with 
APC’s PowerXtend™ for IBM's Netfinity provides a complete enterprise 


solution for IBM point of sale environments.” 


Available immediately through IBM in maintenance release #9720, 
APC UPS signaling provides messaging and event logging for increased 


management at the IBM POS terminal. Information concerning the customer's 


power environment can be accessed locally or remotely. This integration sup- 


14 Toll-free APC Currents Hotline: 888-289-2722, ext.8182 
Fax: 401-789-3710 E-mail: apcinfo@apcc.com 


line, or visit APC’s PowerPage™ on the web at http://www.apcc.com. 


“Once again, APC is proud to work 


with IBM...” 


— Todd Bermont, APC’s direc- 
tor of global alliances 


Call the toll-free APC Customer 
Service Hotline now for more 


information about the APC power protection solutions 
for IBM POS systems that meet your needs. 


Technical Support Hotline: 800-800-4272 
PowerFax: 800-347-FAXX www.apcc.com 
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El Nino Predicted To Be Severe This Year 
Will Your Electronics Be Protected? 


“El Nifio...is a very awe- 
some event. It’s like 
watching St. Helens 

erupt in slow motion.” 


— Nick Green, Scripps Institution of 
Oceanography, as told to CNN, 8/20/97 


Lightning Five times Hotter than Sun! 


Facts from APC, Manufactur 


Reliable Power Protection 


Lightning is a force of nature that fascinates 
us as much as makes us fear it. We all know how 
to count the time between lightning and thunder, 
but in a few minutes you'll be able to amaze your 
friends with incredible facts about lighting. 

Although thought to be an uncommon occur- 
rence, lightning actually hits the earth about 100 
times per second. That makes about 8 million 
strikes per day! The United States alone experi- 
ences over 20 million lightning strikes per year. 
Scientists have estimated that at any given 
moment there are nearly 2000 thunderstorms 
occurring over the earth’s surface. That 
means about 100,000 thunderstorms annually 
for the U.S. 

Cloud to ground lightning occurs when neg- 
ative charges at a cloud’s base are attracted to 
positive ones on the earth. A surge is created 
which carries current to the ground. This bolt 
typically contains about 1 billion volts and 
between 10 to 20 thousand amperes of current. 
What happens next is called a “return stroke” 
which is revealed as the bright flash. 

The average lightning stroke is about 6 miles 
iong. The flash appears wider than it actually is 


r of The Worid'’s Most 


due to the glowing air surrounding it. Lightning’s 
retum stroke can reach 50,000 degrees 
Fahrenheit. To put this blast in perspective, the 
surface of the sun is only about 11,000 degrees. 

Lightning may occur even with a clear sky 
overhead. A thunderstorm need only be within 10 
miles for cloud to ground lightning to originate 
from high altitude anvil clouds. The thunder that 
follows the lightning bolt can be heard up to 10 
miles away. 

Thunder is essentially the air around the 
lightning exploding due to high temperature. 
Lightning “cooks” the surrounding air to between 
15,000 and 50,000 degrees. The sound is relative. 
If the strike is close by, the louder the thunder’s 
“bang.” Rumbling thunder is the “clap” arriving 
at a different time due to distance and the length 
of the lightning. 

Annual property loss in the United States due 
to lightning has been estimated into the hundreds 
of millions of dollars. Much of this damage is to 
sensitive electronics that suffered surge damage 
as the the result of a nearby lightning strike. 


Compiled with information from The Weather Channel, Automated 
Weather Service, Inc., and Global Atmospherics, Inc. 


El Nifio, Spanish for “the little one,” is a 
weather cycle in the tropical Pacific that during its 
most active periods can affect weather patterns 
across the globe. It nor- 
mally occurs every three 
to five years and lasts for 
months. Its influences are 
seen as increased ocean 
temperatures in some 
areas, and violent storms. 

In August of 1983, 
the effects of El Niiio 
were felt in Arizona, 
where high winds and 
heavy rains caused floods 
and toppled power lines. 
In nearby California, 
dozens of homes were 
destroyed along the coastline. 

According to a report from CNN, “...scientists 
at the Scripps Institution of Oceanography at the 
University of California at San Diego 
warned...that precipitation patterns could be 
severely disrupted this winter in many parts of the 
United States. New predictions from both govern- 
ment and private scientists say the latest El Nifio 
could be a severe one.” 

The Institute's Nick Green said in the same 
article, “Every piece of evidence we get as time 
goes along shows us El Nifio (is) continuing to 
evolve, continuing to be a very powerful, very awe- 
some event. It’s like watching Mount St. Helens 
erupt in slow motion.” 

E! Nifio will most likely influence and disrupt 
precipitation patterns throughout the United 
States. For the eastern and southwestern U.S., it 
could mean triple the amount of rain or snow. For 
the west, it could mean heavy erosion along the 
Pacific coast. In the northwest, it could mean less 
rain or droughts. 

What does this mean to you as you're currently 
typing away at your PC, oblivious to the worsen- 
ing weather, or clicking through channels on your 
big screen? When these intense and frequent 
storms hit, they'll increase the frequency of felled 
trees knocking out power lines. They'll increase 
the frequency of lightning strikes which could 
overload electronic circuitry. They'll just plain 
increase the common headaches of winter storms 
and their repercussions. 

“The last bout with El Nifio, in 1993 and 1994, 
was not a severe one,” according to the CNN 
report, “But those with longer memories may 
recall the devastation during 1983, which led to 
global damage estimated at $25 billion.” 
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Only $219! APC Holiday Offer [eiswre the vatue ot 
Makes Shopping a Breeze! 


It's that time of year, again. If you burn the 
candle at both ends like most busy executives, you 
may find simply completing your holiday shop- 
ping, not to mention finding 
the right gift for ev 
real challenge. 

This year, APC 
has decided to give 
you a helping hand 
with that shopping 
list. We've put 
together a package 
that will give you five 
cheerfully wrapped 
gifts both 
wrapped and enclosed in 


another 


a special gift-box, and a ™ 

for yourself. 

The package includes seven items that everyone 
needs: SurgeArrest surge suppressors from APC. 


can be sure that if your reci 


$25,000 Lifetime Equipment 
which is the next best thing. (see policy) 


With over 8,000,000 users worldwide already, you 


ent has a computer. 

TV, VCR, stereo, microwave or any other 

sensitive electronics, you'll get 
hearty thanks for the present. 

All you have to do to take 

advantage of the 


offer is fill out the 


|| PROTECTION | 


coupon on page 19, 
send it to APC, and 
we'll send you the 
wrapped and_ ready 
SurgeArrest units so 
you can spread holi- 

day cheer. 
You may not be 
able to give your friends 
$25,000, but SurgeArrest is backed by a up to 
Protection policy 


The gift package includes two SurgeArrest SurgeStations, one of them in a special gift box (first 400 
responses only), In addition to the SurgeStations, you'll get five personal SurgeArrests with telephone 


line protection 


- ail gift wrapped as well. See coupon on page 19. 


Datacenter Solutions ... Continued from page1 


A variety dependable 
components and full compatibility make award- 


of configurations, 


winning Matrix a smart and obvious choice. 


Symmetra’: 
Powering Into the Future 

When your datacenter needs exceed the 3 to 5 
kVA range into the 6 to 20 kVA UPS area, you 
enter into a whole new product category from 
For that 
power, you need APC’s Symmetra™ Power Array”. 


American Power Conversion. much 

The Power Array design is comparable to the 
design of a Redundant Array of Independent Disks 
(RAID). It is a single unit composed of smaller, 
modular units which allow for greater scaleability. 
It’s this design that helps Symmetra eliminate any 
single point of failure. The Power Array inc 
rates APC’s power-sharing technology. Multiple 
power mod share the connected load. If any 
module fails or is removed, the other modules take 
over the load. 

As is usual with APC products, rious 
options and models are available. Symmetra mod- 
els include the MiniFrame and the MasterFrame. 
TheMasterFrame can be configured to 16kVA with 
four modules for N or five for N+1 redundancy. 


Every Power Array frame includes both 
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a Main Intelligence Module, a Redundant 
Intelligence Module and the PowerView” display. 
All Power Array adjustments can be made while 
systems are running and protected. 

In combination with redundancy, Symmetra 
also provi 


PowerChute plus and PowerNet SNMP software 


's customization. It is compatible with 


as well as other APC UPS accessories such 
as SmartSlots. 

Symmetra Power Array combines the four 
most critical aspects of datacenter protection: 
redundancy, scaleability, manageability and ser- 
viceability. With datz 
changing as quickly as the technology, it provides 


nter power requirements 


the ability to adapt without complete reinvestment 
and guarantees your power needs will be met 


now and well into the future. 


Protect Your Datacenter 

Matrix, Symmetra and APC’s PowerAudit will 
provide top of the line protection from the indus- 
try leader: APC. For more information about 
either of the products or service, call your local 
APC reseller, fax the reply card at the back of the 
magazine to our Resource Center for free literature 
or call us toll-free at 1-888-289-2722 x 8024 For 
instant information, visit APC’s PowerPage™ on 
the web at http://www.apcc.com. 


Technical Support Hotline: 
PowerFax: 800-347-FAXX 


Your IT Strategy with 
APC PowerAudit™ 


~ PowerAudit is on-site power 

» quality consulting, providing 

~ information systems with 

" Unmatched reliability, produc- 

) tivity and uptime. APC’s 
@ngineers are well-versed in 

> the National Electric Code 

» (NEC) and the standards set 

; by the Institute of 

~ Electrical and Electronics 

~ Engineers (IEEE), specifi- Download a sample 

_ tally the IEEE Standard PowerAudit at 
1100-1992. http://apoweraudit 


All too often, electricians -OpCe. COM: 
may have followed stan- 

dards of the NEC (which is required by law), 
‘but seldom follow the more rigorous standards 
of the IEEE. 


PowerAudits are separated into two distinct 
Services. For the manager about to build a 
Metwork or plan a company’s information 
technology strategy, APC offers the Enterprise ~ 
Planning PowerAudit. For existing networks, 

" APC recommends its Enterprise Recovery 
PowerAudit. Both cost less than you think 
@nd are performed by the most competent 4 
Power Quality Engineers in the business. When — 
you consider your investment in your network, © 
and want guaranteed “Power Value,” look to 
‘the world leader in power protection: APC! 


Inspect all electrical 


| distribution components (Note 1) 
Ensure National Electrical Code 
+ compliance in building 
“Ensure TIA/EIA standards 
compliance in building 
FS Develop a detailed corrective 
_ action plan 
> Full-time staff of certified 
~ Power Quality Engineers 
Ensure IEEE compliance 
within building 
; - Develop a custom-tailored 
power protection plan (Note 1) : 
Provide a professionally prepared 4 
_ feport (Note 2) 
Complete “power” sizing of 
‘information technology equip 


v 

v 

Complete a network 

~~ topology inspection v 
¥v 


% 


Complete a downtime analysis/ 
metwork risk assessment 


APC’s Power Quality 
Engineers can provide you 
with a custom-tailored 
power protection plan. 


Note 1: The utility company will 
not normally enter the buiiding 


Note 2: The report structure veries quite” 
dramatically 


800-800-4272 


www.apcc.com 





New Solutions 


implementing Microsoft NT Enterprise Clusters? 
APC Did Your Power Protection Homework for You 


Designed for Power protection is a critical 


and mandatory component of 

>: clustered server environments. 
Downtime hours are often mea- 
sured in millions of dollars mak- 
ing high availability the driving 
While clustering technology pro- 
vides high availability, the cluster as a whole is 


Microsoft® 
BackOffice~ 


requirement. 


still susceptible to power problems which are the 
largest cause of computer data loss [45% of the 
cases], according to Contingency Planning. 


Microsoft 


Cluster Server 
APC’s current prod- 
uct line supports Micro- 
soft’s newly introduced 
clustering solution, 
Microsoft Cluster Server, 
a feature of Windows 
NT Server, 


Edition 4.0 with proven 


terprise 


software and hardware 


because of power failures,” said Enzo Schiano, 
group product manager for Windows NT Server at 
Microsoft. "We're pleased that APC is enabling 
Microsoft customers to easily protect and manage 
their power in the clustered server environment.” 


White Paper Available 
After extensive testing in its labs, APC has 
authored a technical white paper that defines 
proper uninterruptible power supply (UPS) config- 
urations for Microsoft Cluster Server environ- 
ments. The move continues APC’s long-term 
support for Microsoft 
Windows NT Workstation 
and Windows NT Server, 
which includes Microsoft 
BackOffice” certification 
for APC’s PowerChute’ 
plus UPS management 
software. APC is the only 
UPS manufacturer that 
has received this certifi- 


cation from Microsoft. 


oughly tested with a number of hardware configu- 
rations running Windows NT, Enterprise Edition 
version 4.0 and Microsoft Cluster Server. 

APC is committed to supporting future 


versions of Microsoft's clustering technology. 


ter with dual-imput power cord servers pro- 


ected by two uninte rruptible power supplies 


Customers can choose an APC solution with the 
knowledge that their investment (in both hardware 
and knowledge) can be leveraged as their 
clustering needs grow 


components that cluster APC’s white paper, outlining appropriate UPS 
configurations for clustering environments, can 
from APC’s web site at 


ww.apcec.com/english/allys/prtnr/prinr002.htm 


Certified 


Solution Provider 


Software Support 
For UPS monitoring 
APC 

award- 


administrators can rely on. 
"Our 
depend on 
NT Server, 
Edition 4.0 clusters for their most mi 


Server cluster connected to single fault-tolerant, 


will redundant Power Array™. For more details see 


the white paper at www.apcc.com 


customers 
Windows 
Enterprise 


be downloaded 


and configuring, 


; http:/ 
recommends its 
winning UPS monitoring software, PowerChute’ 


plus. Version 5.0.1 for Windows NT has been thor- 


ion critical 


applications, so they can’t afford downtime 


Efficiency Sparks up to 
30% Price Cut on APC's 
Most Popular Products 


Continuous efforts in the area of quality management and process improvement 
have led to dramatic gains in manufacturing efficiency. The net results of these gains 
has been a significant cost savings company-wide at APC. We'd now like to pass that 
savings on to our valued customers. 

Starting November 1, the prices on some of the most popular APC products, 
including Smart-UPS and Back-UPS, will be cut by up to 30 percent. That means 
there’s no better time than the present to invest in APC power protection, so get in 


touch with your favorite APC reseller or distributor and start saving! 
APC Smart-UPS, one of APC’s most popular and acclaimed units 
with be available at a significant price reduction after November 1. 
For more information, call your local reseller, or visit APC’s web page 
at http://adealerlocator.apcec.com to find the APC dealer nearest you. 
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New Solutions 


APC Enterprise Manayement Solutions Save 
Big Business Over $100,000 per Hour 


Today’s complex Enterprise Network environ- 
ment mixes legacy systems with new client-server 
systems. Add telecom systems and web based cor- 
porate intranets, and the need for power protection 
quickly increases tenfold over the needs of a few 
years ago. To maintain productivity and profit- 
ability, Enterprise Administrators must monitor, 
configure and manage not only their servers and 
internetworking equipment, but also their power 
resources from Enterprise Management Platforms 
like HP OpenView or Computer Associates’ 
Unicenter TNG. 

APC is the only company that integrates with 
all major Enterprise Management Platforms. You 
may find the following scenario easy to imagine: 

A power failure occurs at one of your remote 
offices. As a result of 
the failure, your help 
desk is immediately 
flooded with support 
questions. 

“Did you know the 
power is out here?” 

“Will the power 
outage affect the order 
processing system?” 

“How do I shut down 
the server properly?” 

“Is there time to fin- 
ish my task before UPS 
batteries run out?” 

APC power man- 
agement and monitor- 
ing solutions answer all 
of these questions and 
more, long before the 
power event results in 
data loss or unnecessary downtime. The cost of 
that downtime can range from $10,000 to 
$100,000 per hour depending on the size of the 
business.(Source: Contingency Planning) 

APC PowerNet; the software linchpin of APC 
Enterprise power management solutions, lets 
you quickly identify, diagnose and solve problems. 
The PowerNet product line provides comprehen- 
sive power-related information at your Enterprise 
Management console to help minimize downtime 
and maximize your investment in the power 
protection provided by APC UPS _ units. 
PowerNet Trio Perfects Enterprise 
Power Management 

1. PowerNet Managers maximize your power 
management by presenting all UPS information in 
an intuitive graphical display. Instead of having to 
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“We are pleased a 
that APC has chosen 
to integrate with HP 
OpenView’s NNM on 
Windows NT. APC’s 
new PowerNet SNMP 
Manager...offers users 
the ability to remotely 

manage APC’s UPSs on 
the network.” 


— Oliver Helleboid, general mar.ager of HP’s 
Network and System Management Division 


888-289-2722, ext.8182 


E-mail: apcinfo@apcc.com 


spend time using a MIB browser, the administrator 
can use his time more efficiently because he has 
all the power related information 
» This 

sive 

UPS 

allows full diag- 

nostics and con- 


represented. 
comprehen- 
display of 
information 


trol from one 
screen. Icons, strip 
=e. charts and bar 
graphs make it easy to visually determine UPS and 
power status at a glance. You can also initiate a 
shutdown and reboot your UPS and connected serv- 
er and internetworking equipment from your 
PowerNet Manager console. 
2 PowerNet Smart- 
Slot” Adapters provide 
SNMP- 
based, highly available 
solution for devices like 
servers and internetwork- 


powerful 


ing equipment that are 
protected by APC UPSs. 
PowerNet Adapters pro- 
vide 


proactive testing 


tools and report real- 
time UPS/ power status 
your 
management 
(NMS). The 
PowerNet adapter inte- 
grates directly into the 
UPS, making effective 
use of constrained space. 
The network administrator 
can then make the UPS 


information to 
network 
station 


an independent node in the network for full inde- 
pendent control and diagnostics. 

Whether you use PowerNet to remotely reboot 

locked servers and internetworking equipment or 

to guarantee safe, reliable 

shutdown you 

will enjoy a tremendous 

decrease in management 

and staffing costs and a pleasant increase in peace 


server 


of mind. The PowerNet Adapter, in conjunction 
with the SmartSlot” Measure-UPS” II, will also 
send alarms when critical thresholds in tempera- 
ture or humidity are crossed, which protects net- 
work hardware from damage. You can configure 
the adapter either locally through a serial port or 
remotely using a telnet console, and the adapter 
configuration menu supports repetitive configura- 
tions for a network rollout. 


Technical Support Hotline: 
PowerFax: 800-347-FAXX 


3 The APC PowerNet™ Agent screen provides 
the same information but without the added cost 
of hardware. PowerNet SNMP Agent software, a 
powerful PowerChute plus plug-in, adds SNMP 
management of UPSs protecting servers to all the 


Serial comm 


Power path 


Visit http://ademo.apcc.com for a free demo of 
APC PowerChute plus and PowerNet Manager. 


capabilities of APC solutions including safe server 
shutdown. PowerNet Agent is the most cost-effec- 
tive way to obtain SNMP management of UPS 
power and reliable shutdown for servers. 


PowerNet™ Adapters and 
Agents are compatible with: 


© CA Unicenter TNG 

© CA POLYCENTER 

* Cabletron Spectrum 

© HP OpenView 

© Novell ManageWise 

© SunNet Manager 

© Tivoli NetView 

© Sun Solstice Enterprise Manager 
© Tivoli TME 10 

© UB NetDirector 

© and other Enterprise Management Platforms 


PowerNet™ SNMP Manager 
supports: 


© CA Unicenter TNG (part #AP9401) 
® CA POLYCENTER (part #AP9401) 
© Cabletron Spectrum (part #AP9401) 


© HP OpenView Network Node Manager on NT 
and UNIX (part #AP9401) 
© HP OpenView for Windows (part #AP9402) 


© Novell ManageWise (part #AP9400) 
© SunNet Manager (part #AP9401) 
© Tivoli NetView (part #AP9401) 


800-800-4272 


www.apcc.com 









Mail-In Offer 


aE nee ions" and Five 
SUE Fsts® for 35% Off! 


Buy two Professional SurgeStations 
with telephone protection and 

five Personal SurgeArrests with tele- 
phone protection for ONLY $219! 

One SurgeStation comes ready to 

deliver to your favorite computer user: 

First 400 replies receive a Special Gift-box. 

All SurgeArrests are gift-wrapped 





if 7 e 
m Just complete 9 and mail to APC 


ca to take advantage of this special offer! © AMERICAN POWER CONVERSION 






Mail-In Offer 





ip Besons and Five 
Mien ests fOr 30% Off! 


Buy two Professional SurgeStations 
with telephone protection and 

five Personal SurgeArrests with tele- 
phone protection for ONLY $219! 

One SurgeStation comes ready to 

deliver to your favorite computer user: 

First 400 replies receive a Special Gift-box. 


All SurgeArrests are gift-wrapped 


Just complete az. and mail to APC 


to take advantage of this special offer © AMERICAN POWER CONVERSION 






t your rack-mounted aia 


ith the Purchase of a NetShelter™ 
between October 1 and November 30. 


Just send this completed certificate along with an original 


NetShelter purchase receipt dated between 10/1/97 and 
11/30/97, and get a FREE SurgeArrest Rack-mount from APC! 


AMERICAN POWER CONVERSION 


Te) Ue ae 


TTR ae TT DTT ap 


Holiday Seven SurgeArrest® Pack: Only $219! 


(J YES! Id like to take advantage of the Seven SurgeArrest 
offer. I’ve included my MC/VISA/Amex 
number, expiration date, and signed the form. 


Date 

Name on Card 

Credit Card Number 
Signature 


Number of SurgeArrest Packs: __ 


Name: eet 


Company/Title: 
Address: 


Exp. Date 


__ x $219.00 = $ 


jons (ProBT2) and Five (5 
s (Pert 
13. Git box available for first 400 requests. 
1997© AMERICAN POWER CONVER- 
SION. ALL RIGHTS RESERVED. 
TRADEMARKS ARE THE PROPERTY 
requests OF THEIR OWNERS. 


We regret we cannot fulfill incomplete requests. 
Please fill out completely and mail to: 


Dept. A8-CR 
American Power Conversion 
132 Fairgrounds Road 
PO. Box 278 
West Kingston, Ri 02892 


Holiday Seven SurgeArrest® Pack: Only $219! 


(J YES! Id like to take advantage of the Seven SurgeArrest 
offer. I’ve included my MC/VISA/Amex 
number, expiration date, and signed the form. 


Date 

Name on Card 

Credit Card Number 
Signature 

Number of SurgeArrest Packs: 
Name: 


Company/Title: 
Address: 
City: 


Phone: 


FREE SurgeArrest 


1. The main reason for purchasing NetShelter was for: 


Please rank in order of preference - 1 being least important and 5 being most important. 


Organization: 

1 2 3 4 5 

Protection: 
3 a 5 


Management: 
1 2 3 4 5 


Other: 


2. How many NetShelters did you purchase? 
1-2 2-4 4-8 8 or more 


3. Have you purchased any APC UPS or accessories that 
fit within the NetShelter enclosure? If so, what kind? 
Share-UPS™ Smart-UPS* 
Measure-UPS™ ProtectNet™ Chassis 
MasterSwitch™ Rack-mount SurgeArrest® 


Name 
Company/Title: 
Address: 


Exp. Date 


x $219.00 = $ 


Total (U.S. Dollars) 


4. How many rack-mount type UPSs do you use? 
145 5-10 10-15 15 or more 


5. Type of equipment installed? 
Servers UPS 
Routers / Hubs Monitors 


Other 


6. Type of server installed? 
Dell Compaq 
Gateway IBM 


Othe: 


7. How did you hear about NetShelter? 
Sales Person Ads 
Reseller Distributor 
Friend 


Additional Terms & Conditions 
1. Offer good in US & Canada only " 
lable mid-Octobder 
resellers and 


9. Allow 6-8 woeks for 
10. Offer expires December 31, 1997 
Teceipt be 11. APC Reserves the right to rescind 
luding a note and a selt pr at anytime 
12. Pack includes Two (2) APC SurgeArrest 
SurgeStations (Pro8T2) and Five (5 
SurgeArrests (Per? 
13. Git box available for first 400 requests 
1997@ AMERICAN POWER CONVER- 
or SION. ALL RIGHTS RESERVED. 
due damaged or separated mai! TRADEMARKS ARE THE PROPERTY 
IR OWNERS. 


7 Fraudulent submission of multiple requests OF THE! 


Piease fill out completely and mail to: 


Dept. A8-CR 
American Power Conversion 
132 Fairgrounds Road 
PO. Box 278 
West Kingston, Rl 02892 


associates and 


Proot of mailing does not 
delivery 


Just send original dated purchase 
receipt with the NetShelter™ circled. 


Additional Terms & Conditions 
1 Canada only 8 us 
luct available mid-Octoher 


8. Fraudulent sut 
Fraud Statutes 

Ytter available 10 resellers and Sect and 1342) 

ees, associates and 

are excluded. 

receipts accepted 
13. Ofer only good on APC NetShelter 

(UPC code 7 31504 20588 9) 


14 APC Reserves the right to rescind 
Promotion at anytime 


19976 AMERICAN POWER CONVER- 
SION. ALL RIGHTS RESERVED. 
TRADEMARKS ARE THE PROPERTY 
OF THEIR OWNERS. 
Please fill out completely and mail to : 
Dept. A8-CR 
American Power Conversion 
132 Fairgrounds Road 
2.0. Box 278 
West Kingston, Rl 02892 


SERIAL # ____ 


NETSHELTER SERIAL# CAN BE FOUND INSIDE, AT THE TOP OF THE 
REAR ENCLOSURE . ALSO LOCATED ON PACKING LABEL BARCODE. 


ing a note and a seit 
ped envelope with their 


ot constitute proot 


997 APC. All righ sare property of their owners 
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UNITED STATES 


BUSINESS REPLY MAIL 


FIRST-CLASS MAIL PERMIT NO. 36 WEST KINGSTON, Ri 
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AMERICAN POWER CONVERSION 
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APC Currents Fax Order Form 


You can always find the information you need on the APC PowerPage’... 
http://www.apcc.com 

Check one or more items of interest below and fax your completed order 
form to 401-789-3710 For immediate response, call 888-289-2722, ext.8182 


Get VIP Treatment from APC when you visit us at 
one of several tradeshows! 


Dp 


Want to win a FREE $10,000 PowerAudit™? 
apoweraudit apcc.com 
Get APC Currents or Financial News 
delivered directly io your e-maiibox! 
powernews.apcc.com 
Read APC Currents NOW! New Web Edition 
brings PowerNews right to your browser! 
apccurrents.apec.com 


Download your FREE copy of the 
ProtectME! screensaver! 


ASCreensaver Ape’ Com 


Reseliers-Care to attend our FREE Reliability by 
Design seminar next time we're in town? 


aseminar apcc.com 


Dewnload some product demos! 
ademé.apcc.com 


Vote for our Hype Awards! 
ahypevote.apcc.com 


Win prizes by spotting APC in the movies! 
amovie apcc com 


() Address Correction? 


Company name 
Dept. / Mail Stop . 
Address 


State, Zip Code .... 


Country 


FREE Poster (Limit two per customer)/ APC in Action 
brochure (Unlimited amounts)See examples on back : 


4.Part # 


What brand(s) of UPSs and surge suppressors do you use? 


How many UPSs do you buy per m 
How many servers do you have installed? ............sss0eeee 
How many servers do you purchase per month? ............... 


Is this your first contact with APC? () Yes (J No 


FREE STUFF! 


Complete the info at the left and check 
the free items below that interest you: 


() YES! send me a FREE Solutions 
60-page Power Protection Handbook 
detailing the latest power protection 
information from from APC. 


QQ YES! Id like a FREE APC in Action 
brochure or poster. I have entered the 
part number at left. 


LY YES! rd tike a FREE Subscription 
to the PowerNews™ E-mail news service. I 
have included my E-mail address at left. 


L) YES! Send a FREE Symmetra 
information video. 


CQ YES! rd like to learn more about 
APC's products and services. 


Please send me FREE, detailed information 
about these products: 


OQ) Back-UPS/Pro 
QO Smart-UPS 

QO Line-R 

QO PowerChute 

QO PowerNet 

Q NetShelter 

Q MasterSwitch Q Symmetra 

QO PowerView Q Trade-UPS 

This is for Q home use Q business use 


QO) Back-UPS Office 
Q) Matrix-UPS 

Q SurgeArrest 

Q) PowerManager 
Q) ProtectNet 

Q) PowerAudit 


_ Happy Customers Get FREE APC T-Shirts!” 


If you've had an interesting experience/application with APC’s products, fill out this 
card and send it in. If we use your story, you get a FREE T-Shirt. Please complete all 
contact information, including phone number. APC model number involved: 


Can we print your story in our “Letters” section? 


Q Yes QNo 








Total Power 
Protection in Action 


APC’s Total Power Protection: 

¢ Maximizes productivity 
Minimizes support costs 
Increases uptime 
Protects valuable equipment 
and data 

¢ Provides peace of mind 


APC power protection keeps data 
flowing safely, whether it’s on a 
home PC or a WAN. With APC you'll 
run through any power event and 
shield AC lines, phone lines and 
datalines from power problems. Use 
the checklist below and the color 
application icons to match your 
systems to APC solutions. 


am CH mm Be 
Protect the Equipment 


Home and Office 
( AC Lines - 


Q) Phone Lines 

Q) Datalines 

Q) Phone Systems 

() Fax Machines 

QQ Electronic Registers 
() Peripherals 

QO} PCs 


Peer-to-Peer Networks 
QQ AC Lines 

Q) Phone Lines 

C) Datalines 


C3 Install Interface 
O) Peripherals (printers, modems, etc.) 


() Workstations 


Client-Server Networks 
CJ AC Lines 
( Phone Lines 
Q Datalines 
Q) Install Interface 
C) Peripherals 5‘ 

C Client Workstation ae 

Q) Servers ae 
CQ Web Servers 
Q) Minicomputers and DASD Boxes 
CJ Workgroups 
Q) Smart Hubs 
Q) Routers 


=) @ 
¥ 


C} Dedicated Servers 


Enterprise-Wide Networks 
Q) AC Lines 

Q Datalines 

() Phone Lines 

QQ) Peripherais 

(2 Install Interface 


SurgeArrest Notebook $29.95 
Personal SurgeArrest 3 Outlet $24.95 
Personal SurgeArrest 3 Outiet with Tel $34.95 
Personal SurgeArrest 2 Outiet with Coax $34.95 
Personal SurgeArrest 7 Outlet $29.95 
Personal SurgeArrest 7 Outlet with Tel $39.95 
Professional SurgeArrest 7 Outlet $49.95 
Professional SurgeArrest 7 Outiet with Tel $59.95 
Professional SurgeArrest 7 Outlet with Coax $39.95 
Network SurgeArrest 3 Outlet 

Network SurgeArrest 3 Outlet with Tel 

Network SurgeArrest 7 Outlet 

Network SurgeArrest 7 Outlet with Tel 

Network SurgeArrest Rack-mount 9 Outlet 

Professional SurgeStation 8 Outlet 

Professional SurgeStation 8 Outle 


Professional SurgeStation 8 Out} 
and Coax 


Network SurgeStation 8 Outlet 
Network SurgeStation 8 Outlet 


Matrix-UPS 3000 $3599 
Matrix-UPS 5000 $5299 
SmartCell™ $599 
SmartCell XR $1399 


Symmetra™ uit 


Please Call for Info 
Please Call for Info 


Symmetra MiniFrame 
Symmetra MasterFrame 


TST 


NetSheiter premium enclosure 
tShelter expansion rack 
paq Mounting Rails 


Price Cuts 
Up to 30% 


2 


Back-UPS 400 
Back-UPS 450 
Back-UPS 600 


Back-UPS Office 


Back-UPS Pro 280 PNP 
Back-UPS Pro 420 PNP 
Back-UPS Pro 650 PNP 
Back-UPS Pro 1000 
Back-UPS Pro 1400 


Smart-UPS 400 
Smart-UPS 450 
Smart-UPS 700 
Smart-UPS 1000 
Smart-UPS 1400 
Smart-UPS 2200 
Smart-UPS 3000 
Smart-UPS 700RM 
Smart-UPS 1000RM 
Smart UPS 1400RM 
Smart-UPS 2200RM 3U 
Smart-UPS 3000RM 3U 
Smart-UPS 700XL 
Smart-UPS 1000XL 
7OOXL/1000XL Battery Pack 
Smart-UPS 2200XL 
2200XL Battery Pack 
Smart-UPS 1400XLT 
Smart-UPS 2200XLT 
Smart-UPS 3000T 
Smart-UPS 2200RMXL 
Smart-UPS 2200RMXL Battery Pack 


Datacenters 
Matrix-UPS® 
Symmetra® 


= 


rT ATCT TT aim ttt | (i 
now for details! 


ace Expander 
DPS IT (Temp.) 
JPS IT (Temp.&Humid.)$199 


=” 
Measure-UPS Switch Kit 
MasterSwitch 


ae tt 


PowerAudit * Please Call for Info 


Please Call for Info 
Please Call for Info 
Please Call for Info 
Please Call for Info 


On Site Service 
Trade-UPS 

Warranty Extension 
Battery Replacement 


For more information, please 
contact APC at 888-289-2722, 
ext.8182, fax 401-789-3710, 
or E-mail apcinfo@apcc.com 


UPS Accessories 
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APC in Acton 


“At the Ministry 
of Finance, we can 
guarartee reliable 
data exchanges for 
our agents around 

the world thanks 

to APC’s UPS.” 


Government 


“The French Ministry of Finance has some 
2,500 agents working around the world as part 
of the governmental organization for overseas 
economic relations (DREE). These people play a 
key role in supplying up-to-the-minute business 
information to companies seeking export oppor- 
tunities and to firms taking their first steps in a 
new country. 

“In the Ministry building in Paris, we have 
several Compaq Proliant R4500 servers for the 
SFT3 protected Netware 4.1 network, MS-Mail 
message service and office systems. We also have 
a dozen APC UPSs including the new rack- 
JPS 1400 VA in 19- 
which is perfectly adapted to our instailations. 


mounted Sm h format 


With frontal battery access for easier mainte- 
nance, APC’s UPSs strengthen network security 
for hundreds of world-wide users. 


“Three quarters of our agents work overseas 
in our 115 offices. We need to supply them with 
a powerful and reliable communication medium. 

“Installing APC’s 1400 VA rack-mounted 
Smart-UPS®. to protect the power supply to the 
Compaq rack servers on our Novell network, 
has allowed us to increase the availability of our 
systems and to render data exchanges between 
DREE members more efficient (30,000 messages 
per month and several MBs of 

“The PowerChute plus management soft- 
ware system provides graceful, unattended sys- 
tem shutdown and gradual start-up of servers, 
which protec 
brownouts. We use these solutions in Paris and 


us from power surges and 


in our stations abroad where APC’s internation- 
al presence ensures the same quality protection 
for our local installations.” 


AMERICAN POWER CONVERSION 


DSN-0289 





Don’t leave the 20th Century without it. 


To surge ahead of your competitors now 


and in the next century, you need to 
move to network computing today. Only 


UnixWare’ servers from SCO” let you 


Business Critical 2 ee 


Net Y : 0 rk weer: 
scalability, reliability, and interoper- 


business critical network 





computing solutions for the next millennium. 


Contact us today for the full story. 
tila) aia atm ee aeee li ante 


'-800-SCO-UNIX 


WWW.sSco.com/uwadv.html 





The SAS° Data Mining Solution 


Discover the — 
Diamonds in Your 
Data Warehouse 


Introducing the first-ever, fully integrated data mining 
solution...one that maximizes your return on investment in data 
warehousing and data marts— as decision makers exploit your 
customer data for competitive advantage. 

SAS Institute, for 20 years the leader in data discovery, 
provides the most complete and reliable data mining solution 
for modeling, measuring, and enhancing the profitability of your 
business. This Web-enabled, point-and-click approach lets you 
employ OLAP, neural networks, churn analysis, and many other 
visualization and analytical techniques to improve customer 
retention, target key prospects, profile market segments, 
detect fraud, analyze customer response, and much more. 


Begin Your Discovery with our 


Free Web-Integrated CD ROM 


Digging for Diamonds: The SAS® Solution for Data Mining 
lets you explore data mining from both a business and an !T 
perspective. And it's linked directly with our World Wide Web 
site, So you can continue to make new discoveries and gain 
fresh insights. 

To request your copy, visit SAS Institute 
at www.sas.com/datamining/ 
or give us a Call. 


SAS Institute Inc. 


The Business of Better Decision Making 


E-mail: cw@sas.com www.sas:com/datamining/ 919.677.8200 In Canada -1.800.363.8397 


SAS is a registered trademark of SAS Institute Inc. Copyright © 1997 by SAS Institute Inc 








